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10,000 Doors a Day 


MAKE OUR LOW PRICES POSSIBLE 


& FLUSH DOORS 


¢ URAC 185 Resin Adhesive 


s Li f T lit gives outstanding strength to all Shore- 
li 1 - URAC 185 is unique in it: 
3 Leading ines 8 op Qua l y eihidhen @ narrow ciuie-nediaia of the 


; hollow door cores. It provides a gap-fill- 
ADMIRAL— made from A-Select Birch ing, craze resistant glue reinforcement 


which keeps Shoreline doors flat, strong, 
COM MANDER— made from A-Birch greatly resistant to warping, checking 


and cracking. 
CHIEF— made from Paint Grade Birch 


CASH in on these Fast Selling Lines 
Check these IMPORTANT FEATURES 


Stiles, rails and cores are milled to micrometer readings. with 


24 pieces of %” all wood ladders. 


Birch faces of Shoreline doors are smooth sanded. beauti- 


fully finished for on-sight sales (the prices are the clincher! ). 


The facilities and resources of Grand Traverse Sales assure 


you a permanent, dependable supply source. 


Get the facts about these amazing Door Values 


Send in Coupon today 


Grand Traverse Sales Company 


Suttons Bay, Michigan 


Pease son mee utgation complete information Ta VW TM BEAD AUK) NYU aS 
ee ee COMPANY 


SUTTONS BAY, MICHIGAN BIRMINGHAM, MICHIGAN 
Address : a wate ae TEL. SUTTONS BAY 93 


61-71-93 TEL. MIDWEST 4-3450-1-2-3 


City, State 
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Awikset “400” tine 
dale quality lock for 


KWIKSET SALES 


parity building - Kuse Boos chrrommas: 


LOCKSETS 


400" LINE 


MILLIONS IN USE—The famous KWIKSET 
: / ’ “406” line of economy locksets are installed 
/ ‘on the doors of private residences and large-scale housing 
° , developments throughout the United States and the entire world. 


EASY TO SELL — Your selling job is supported by KWIKSET’S vigorous, 
national merchandising and advertising program, which creates 


nation-wide acceptance of KWIKSET locksets. 


EASY T0 DISPLAY—KWIKSET locks are mounted on special displays 
that show off the “400” line locksets to the best possible advantage. 
Your customers can try the smooth, easy latch action... select 

from the display of gleaming “sealed-on” plastic coated finishes. 


All KWIKSET locksets are precision manufactured and unconditionally guaranteed, 
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BRADLEY -AXED-CAR SERVICE 


ARKANSAS SOFT PINE 
rarer: ct a yard or city store, Bradl@yenables you to keep your inven- 
Paneling Finish 

Sheathing Shiplap 


Mouldings Boards shipment of just about every item you™eagry in 
Dimension 


OAK SPECIALTIES 
Stair Treads Thresholds . dard 
Risers Glued-up Panels premium standards. 


Bradley mixed-ctnservice clicks. Be yours individual, line 
tory balanced (without overstockiag) by its prompt 


lumber and wood products ...and with 


every item strictly up to Bradley Brand 


OAK FLOORING Check your current needs against 


Unit Wood Blocks * the wide assortment listed, then call E 
Straight-line Strip* 


Random Width Oak Plank Us or our nearest representative. 
Each Prefinished or Unfinished 


*Also in Beech and Pecan 


Standard of Comparison 
Quality in Every Item 


LUMBER COMPANY of Arkansas © = ,tyansa 


ARKANSAS 
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YOUR CUSTOMER SPEAKS: 


l like thie STRAND All-Steel 
door- and the man who 
60\d it to ne 








The man who sold me my STRAND 
All-Steel garage door did me a 
big favor. 


After several years, it still works 
smooth as silk, and satisfies me 


every day. 


And now I know that if that door 
had cost twice as much, I would have 
bought it. But, oddly, it cost less 
than some doors, because, as my 
builder explained, STRAND doors 
are standardized and mass-produced 
and built for simple, inexpensive 
installation, 
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lights ia Strand door optional 

I've struggled with other kinds 
of garage doors in my time— wood 
doors that rotted and sagged, alu- 
minum doors that dented easily, 
even inferior steel doors. I've learned 
that STRAND doors don’t shrink, 


swell, warp, rot, sag or hang heavy. 


Most of my previous doors I just 
left open most of the time—too 
much trouble to close. But my 
STRAND door is so easy to close 
and so handsome to look at, I 
always shut it. The modern hori- 
zontal-line styling makes my house 
look smart. 


STRICTLY 
SING Se Nik aS 


Built Like a Bridge 
Welded into a 1-piece masterpiece, 
with strong diagonal rear braces 
welded to the deep, sturdy steel frame. 
Truly, a “Lifetime Door.” 

STRAND doors are galvannealed 
with a thick, oven-baked coat of zinc 
armor. No prime coat needed for 
painting. 


Up in a Hurry 


The 1-piece construction, and factory- 
assembled hardware enable you to 
put STRAND doors up in a jiffy= 
more profit for you. 


For Today's Wide Cars 


For only $5.50 more (factory list) 
you can give your customer a 9’-wide 
STRAND door, and he'll thank you 
for the bigger target every time he 
drives in or out. (8’ and 16'—double 
door—also available.) 


Wide National Distribution 

STRAND doors are easy to get 
through 150 national distributors 
and thousands of dealers. 


This Book Will Help You 

This 32-page book will 

make you a garage expert, 

and give you 12 designs 

and floor plans, how-to- 

build instructions, ma- 

terial lists, drivewr: £ 

sketches, etc. 


Strand Garage Door Division 
Detroit Stee! Products Co. 
Dept. AL-3, 2244 EB. Grand Bivd., 


Detroit 11, Michigan 


Please send 32-page booklet of Garage Plans and Ideas. |'m en- 
closing 10c for postage and handling 


Please send free Strand literature and free Garage Plan of the 


Month } 
Name 
Address 
City 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


SOME OPPOSITION TO EISENHOWER HOUSING PROGRAM. Legislators in key positions say 
that the President's program does not take the government out of hous- 
ing - on the contrary it commits the government more deeply...could 
cost taxpayers $10 billion. That's because of contingent Fanny May 
liabilities. 

RIOT ACT FOR THE NEW FANNY MAY. Lenders are saying some harsh things about the 
contemplated re-organization of the Federal National Mortgage Associa- 
tion (Fanny May) into a private institution. They point out that the 
non-guaranteed bonds would stili be in effect government guaranteed... 
that 40-year mortgages will not readily be marketable...that lenders 
will not go for the provision extending the same type of mortgage on 
old homes as now offered on new ones. ; 

HOUSING NOW POLITICAL FOOTBALL. The next few months will see the entire problem 
of housing exposed to every pressure from industry, labor, bankers and 
real estate men. 


ANTICIPATE DELAY IN BUILDING THIS SPRING. Peak for new housing starts is just 


about 60 days away. Best guess is that it will take until June 30 to 
pass the new housing legislation into law. While the politicians 


gambol building activity is bound to suffer. Be prepared for this 
period but anticipate a healthy pickup immediately thereafter. Read 
the proposed revision of Sec. 207 and hope for the best in these 
changes that help non-veterans with their down payments. 

FIREWORKS ON 608. Newspapers will soon carry attacks on doubtful builder income 
tax procedures under FHA Sec. 608. Government may be upheld in 
courts. Some of the biggest builders in the country may be on the 
carpet. 

LUMBER BOOSTS HOME PRICES. Lumber prices increased in five cities last month 
pushing the construction indexes up. The increase was modest, 0.1%. 
Cement, structural steel and wages were stable. 

MONEY MUCH EASIER. The Federal Reserve Bank's re-discount rates were cut last 
month from 2% to 1 3/4%. This was the lowest rate since 1948. Money 
is being pushed out. Mortgage money will be increasingly easier to 
get. 

RETAILERS BELIEVE SPRING BUSINESS WILL BE GOOD. They are still buying carefully 
but most lines foresee about the same volume as '53. A big Easter 
trade is expected for the day comes late this year. 

MANY FIX-UP PRODUCTS WILL COST LESS. Here's a rundown on the merchandise you 
sell. This spring new type latex paints will be big sellers, inex- 
pensive. Southern pine prices are down, others little changed. Brick 
and cement, some price shaving, due to local competition in many areas. 
Screening supply is large, competition may force prices down. Grass 
seeds, some will be scarce, better buy now. Fertilizer will be plenti- 
ful, probably cheaper. Power lawn mower production is up, some may 


cost less. Trend with mowers is to multi-purpose machines..ones that 
mow, grind leaves, etc. 


(continued an page 9%) 
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NO CAPITAL INVESTMENT 
for your material handling costs 


when you use 


CLARK’S PAY-AS-YOU-GO LEASE PLAN 


Without tying up a penny of working capital, 
put Clark material handling equipment to 
work for you. With Clark’s pay-as-you-go plan, 
any of Clark’s many models and types of 
handling equipment is available for your im- 
mediate use. With no down payment and at a 
low monthly cost, this lease plan enables you to: 


1. Conserve working capital for other essen- 
tial needs—such as additional inventory, 
plant expansion and non-leasable capital 
equipment 


2. Pay-as-you-go rental is a totally deduc- 
tible expensr 


SEE THE YELLOW PAGES OF YOUR 
PHONE BOOK FOR THE NAME 
OF YOUR LOCAL CLARK DEALER 


(To obtain more data on advertised products see page 158) 


CLARK 


EQUIPMENT 


3. Eliminate trade-in problems and get the 
benefit of newest equipment. 


No outside financing is necessary—you deal 
directly with your local Clark dealer who will 
help you determine what equipment best fits 
your needs. Gas or electric fork trucks, Powr- 
worker hand trucks, tractors and Clark-Ross 
carriers—all are available on a 3 or 5 year lease. 


Let Clark equipment pay for itself as it cuts 
your handling costs. Call your local Clark 
dealer for a discussion of the details which 
will not obligate you in any "vay. 


Industrial Truck Division 


Battle Creek 40, Michigan 





CLARK EQUIPMENT COMPANY 
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GOP Housing Program Is Introduced 


A Republican housing program, 
following through on President 
Eisenhower’s Jan. 25 recommenda- 
tions, has been formally intro- 
duced in Congress. 

The legislation would reduce by 
as much as $1,000 the down pay- 
ments required for homes bought 
with mortgages insured by the 
Federal Housing Administration 
(FHA), 


Allows Stretch-Out 


It also would allow a stretch-out 
in repayment periods from the 
present 20 or 25 years up to 30 
years, and give the President broad 
powers to change interest rates, 
down payments, and repayment 
periods on mortgages insured by 
the FHA and the Veterans Admin- 
istration. 

Congressional comment on the 
new plan centered on a section 
which would provide $10 million of 
Federal aid to help States and com- 
munities blueprint non-housing 
public works projects in case the 
economic situation should require 
a full-scale public works program. 

Two members of the Senate 
Banking Committee singled out 
this anti-depression device as 
“good standby legislation” and 
Senator Humphrey (Dem., Minn.) 
said it could be used to provide the 
Federal Government with “work 
sheets of public projects ready to 
go” if unemployment grows. 

Senator Beall (Rep., Md.), a 
member of the Banking Committee, 
said he favored such a standby 
program so that “we don’t try to 
lock the door after the horse has 
been stolen.” 


Drew Fire 


The Capehart-Wolcott bill 
doesn’t spell out Mr. Eisenhower’s 
request for 35,000 public housing 
units a year for the next four 
years, and this omission drew criti- 
cal fire from Democrats. 


Mr. Wolcott told newsmen the 
President is in agreement with the 
sponsors that existing authority 
covers any foreseeable need for 
public housing. He said the House 
Appropriations Committee, which 
last year cut the program to 20,000 
units for the year ending June 30, 
would have to give its assent to 
Mr. Eisenhower’s four-yeer pro- 
gram regardless of any action 
taken by the Banking Committee. 
The housing bill, introduced by 
Sen. Capehart (Rep., Ind.) and 
Rep. Wolcott (Rep., Mich.) chair- 
men of the Senate and House 
Banking Committees, would not 
change required down payment on 
houses costing up to $7,000. On an 
$8,000 house, the minimum down 
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payment is now $650 and would be 
dropped to $400. On a $10,000 
house, the present minimum down 
payment of $1,250 would drop to 
$900. And on a $15,000 house, it 
could go from the present $3,000 
to a minimum of $2,150. 


Local Communities Build 


The program works this way: 
The Federal Government author- 
izes local communities to build, 
with non-Federal money, public 
housing projects. Then the Federal 
Government agrees to pay part of 
the maintenance costs after the 
projects are built so that rents can 
be minimized. 

R. G. Hughes, president of the 
National Association of Home 
Builders, said in a statement “the 
home building industry is in ac- 
cord with the principles and ob- 
jectives” of the bill. 

“The home building industry re- 
mains firmly opposed to public 
housing,” Mr. Hughes added. “It 
is now up to the Congress to deter- 
mine whether and to what extent 
public housing construction shall 
be continued. 


Do-It-Yourself Show 
For Oklahoma City 


The Daily Oklahoman and Okla- 
homa City Times will sponsor a 
do-it-yourself show May 16-23, at 
the municipal auditorium, Okla- 
homa City, Okla. 

The show will follow the pat- 
tern established by similar shows 
at New York City, Chicago, Los 
Angeles and other leading cities. 
A feature of the show will be the 
appearance of Steve Ellingson, na- 
tionally-known syndicated news- 
paper columnist whose do-it-your- 
self column is carried by news- 
papers all over the country. 


NLMA Supports 
Timber Road Bill 


Leo V. Bodine, executive vice 
president, National Lumber Manu- 
facturers Association, has urged 
Congress to authorize the expendi- 
ture of at least $45 million over a 
two-year period for the construc- 
tion and maintenance of timber ac- 
cess roads in the national forests. 

The NLMA official’ stated that a 
shortage of these roads may cause 
an estimated $30 million worth of 
national forest timber to be lost to 
windstorms, insect and disease in- 
fections that developed during 
1949-51. 

Bodine, in testimony before the 
House Public Works Committee, 
threw the lumber industry’s sup- 
port behind the timber access 
roads provisions of a federal-aid 


highway bill offered by Chairman 
McGregor (R) Ohio. 


McGregor’s bill would keep the 
U.S. Forest Service roads and 
trails authorization at its present 
annual level of $22.5 million dur- 
ing each of the fiscal years 1956 
and 1957. The measure also would 
retain the requirement in the pres- 
ent law that advisory public hear- 
ings must be held on the construc- 
tion and repair of timber access 
roads. 


Quarterly Merchandising 
Calendar in the Mails 


Federated associations belonging 
to the National Retail Lumber 
Dealers Association are now mail- 
ing the new quarterly Merchandis- 
ing Calendar to lumber and build- 
ing materials dealers. 

Every three months members will 
receive a new Calendar to guide 
them in budgeting and planning 
their advertising and displays, to- 
gether with helpful information 
and suggestions approved by 
NRLDA’s Merchandising Commit- 
tee. 

Each of the quarterly Calendars 
will contain three monthly plan 
sheets on which dealers can plan 
and record the specific themes they 
desire to use each month and each 
week. Space is also provided for an 
accurate record of the amounts 
spent for each type of advertising. 


NRLDA Investigates 
National Home Show 


The possibility of a national 
home show sponsored by the Na- 
tional Retail Lumber Dealers As- 
sociation was explored last month 
by a special committee at two in- 
formal meetings held in Washing- 
ton, D. C. The special committee 
was appointed last fall at the an- 
nual meeting after Phil Credin, 
Hines Lumber Co., Chicago, sug- 
gested sponsoring a national home 
show. Findings of the committee 
have been turned over to the ex- 
ecutive committee for considera- 
tion. A meeting of the NRDLA’s 
board of directors will be required 
for a final decision on the home 
show. 

While details are still lacking the 
basic goal of the show would be to 
put the lumber dealer in the fore- 
front of the light construction ‘in- 
dustry. New York is one of the 
cities being considered for the show 
and the event probably would be 
held sometime this October. 

Members of the special home 
show committee include John W. 
Dain, Mahopac, N. Y., W. T. Spen- 
cer, Gastonia, N. C., W. B. Ken- 
nedy, Oklahoma City, and Herbert 
Stokely, Brownsville, Tex. 





Sees Atom-Powered Mills by Year 2004 


A fabulous future was predicted 
recently at Redding, Cal., for 
America’s forest industries. 


L. J. Carr, Sacramento lumber- 
man and chairman of the promo- 
tion committee of the Western 
Pine association, unfolded a story 
of near-fantastic progress and de- 
velopment in lumbering during 
the next 50 years before the Sier- 
ra-Cascade Logging Congress, in 
session at Redding. 


Looking ahead to the year 2004, 
Carr described lumber mills of 
that date as atom-powered facto- 
ries using powerful rays in place 
of saws to cut up wood. In place of 
present logging methods, he said, 
trees will be ‘lifted from the for- 
ests in their entirety and carried 
roots, limbs, needles and all to the 
mill where complete utilization 
can then take place. The pine lum- 
berman predicted wood will be 
stained the desired colors while 
still in the standing tree, at the 
same time as artificial seasoning 
and wood stabilization processes 
take place. 


“This may sound fantastic.” he 
said, “but it is based on the think- 
ing of some of the best men in this 
industry today who are looking far 
into the future.” 


Carr said breeding and genetics 
in forestry, practices already well 
underway, will eventually lead to 
fine lumber trees with a growth 
cycle one-third as long as at pres- 
ent. Through the same process he 
predicted trees would soon be de- 
veloped with long, limbless trunks 
providing large percentages of 
clear, wide lumber. 

Foresters of that age, he pre- 
dicted, will be carrying hypoder- 
mic needles instead of axes, help- 
ing the trees along. 


Continued practices fn forestry 
as presently underway, as well as 
new and more sound methods of 
surveying timber, will reveal 
America’s timber resources at two 
trillion board feet in 50 years, 
Carr said. Lumber consumption in 
this country by then will surpass 
100 billion feet per year—three 
times the present demand. And 
forest growth will by that time 
more than offset forest with- 
drawal. 


Forest insect infestation and 
diseases wi!l be virtually unknown 
in the 2lst century, the lumber- 
man continued. Complete removal 
of all of the tree from the woods 
when logged will eliminate insect 
breeding places and fire hazards. 
Forest fires will be tracked by 
radar and fought with scientific 
instruments of that time. Chemi- 
cals will play an important part in 
all of these forest hazards. 


10 


In 2004, Carr went on, lumber 
will still be used in great quanti- 
ties, especially as framing and in- 
terior finishes. But he predicted 
perfect fire resistance treatments 
will give the material a great ad- 
vantage over steel and other met- 
als—which are even in 1954 fall- 
ing short in supply. As the world’s 
greatest renewable natural _re- 
source, Carr predicted the forests 
and their industries are on the 
threshold of a tremendous growth 
and prosperity. 


NLMA Says Soviets 
Pushing Wood Research 


New light has been shed on one 
of Russia’s most important indus- 
tries—forest products—by a pub- 
lication of the National Lumber 
Manufacturers Association. 


The publication, Forest Prod- 
ucts Research Guide, indicates that 
the Soviets are working feverishly 
te improve their forest products 
and techniques. 

Russia is one of more than 50 
major countries whose research 
projects in the field of forest prod- 
ucts are reported in the research 
guide. The latest edition, available 
from the National Lumber Manu- 
facturers Association, 1319 18th 
St., N.W., Wash., D.C., at $10 per 
copy, identifies more than 17,000 
research projects conducted by 
nearly 3,000 organizations in the 
U.S. and abroad. 


Russia, according to projects 
listed in the guide, is directing 
much of its forest products re- 
search toward pulp and paper. 
Other cellulose products, such as 
rayon and plastics, also are receiv- 
ing attention, possibly because 
housewives in the USSR are de- 
manding more of the comforts en- 
joyed by their sisters in the west. 
Turpentine is another forest prod- 
uct on which the Soviets are con- 
centrating. 


Aluminum Output in '54 
Seen 20% Over Last Year 


Primarily aluminum production 
in the U.S. in 1954 will rise 20% 
from last year’s record output of 
1,250,000 tons, Thomas D. Jolly, 
vice president in charge of engi- 
neering and purchasing for Alu- 
inum Co. of America predicted. 
Last year, Alcoa produced more 
than 50% of the total. 


Addressing the public utility 
buyers of the National Association 
of Purchasing Agents, Mr. Jolly 
said indications still point to con- 
tinued — in popularity of the 
metal. Production of 1.5 million 


tons in 1954 would be nearly 10 
times the output in 1939, he said. 


Libbey-Owens Had 
Peak 1953 Sales 


Libbey-Owens-Ford Glass Co. had 
record breaking sales of about $212 
million last year and net income 
of approximately $20 million com- 
pared with sales of $166 million and 
earnings of $15 million in 1952, 
George P. MacNichol, Jr., president, 
said. 

He told a meeting of the New 
York Society of Security Analysts 
that if gross holds at the same level 
this year, it is reasonable to expect 
an increase of about $5 million in 
net income due to the end of the 
excess profits tax. 


A decline in business activity 
would reduce profit margins, he ad- 
mitted, but noted that it would be 
offset by less overtime require- 
ments. 


Detroit Schedules 
Do-It-Yourself Show 


The Detroit Free Press has com- 
pleted arrangements with Orkin 
Exposition management to sponsor 
a “Do-It-Yourself” Show at the 
Michigan State Fairgrounds No- 
vember 6th through the 14th. 

William S. Orkin—the originator 
of the “Do-It-Yourself” promotion 
will personally direct this show— 
which will be the largest ever staged 
outside of New York City and 
Chicago. 


Ruberoid Expects 
Good Year in '54 


Ruberoid Co. expects 1954 to be 
a “good one” for the company de- 
spite the predicted decline in new 
building expenditures, Herbert 
Abraham, chairman, said last 
week. 


Mr. Abraham explained “al- 
though new building activity has 
an influence on the company’s op- 
erations, the market for repairs 
and maintenance is of greater im- 
portance, since it normally ac- 
counts for over 60% of Ruberoid’s 
sales, 

“Experience shows that more 
renovations and repairs are usu- 
ally undertaken when new build- 
ing activity slows down. It seems 
certain that repairs and mainte- 
nance will be increased in 1954.” 

Net sales for the year ended Dec. 
81 were at an all time high, 
amounting to $74,488,553 compared 
with $66,058,400 in 1952. 

Net income for the period was 
$4,576,073 or $6.67 a share com- 
pared with $4,045,677 or $6.41 a 
share last year, he said. 
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FE GEE | modern wood windows 


In building or remodeling architects know the easiest way 
to increase the charm and value of any home is “window-styling” 
with Bee Gee Windows. Proportioned to fit with 
a modern architectural trends, 
famous Bee Gee 
Windows provide an 
authentic styling touch 
. for any type of construc- 
tion...any kind of interior. 179 
styles and sizes of all-wood casement, 
picture and corner picture windows, skillfully 
styled, crafted and detailed to bring new grace and 
glamor to every room in your home. And 
you can “Clean the Outside from the Inside”. 


“ribbon- styled”... long —low— beautiful! 
New type construction 
-.- designed to emphas- 
ize the modern lines of 
ranch-type and con- Wf} 
light and airy for health and comfort temporary homes, with | 
all the warmth, charac- 
ter and practical advan- jh 
tages that only wood ' 
windows provide, : 





Bee Gee Windows open your home 
to nature’s air and sunlight! And 
Bee Gee's “Pressure Vacuum Venti- 
lation” is scientifically engineered to 
pull in fresh air from any of 3 direc- f 
tions of wind and exhaust stale air {ins 
at the same time...the only window Style “A"—a brilliant expanse of unob- 
on the market to give this truly structed glass. Style “B”—the glass di- 
complete room ventilation. vided to give you long horizontal lines. 


Choose the style that best Gts your home. 
ease of installation 
spolis oat STYLE A STYLE 8 
f = 


STALE 
AiR 























BROWN-GRAVES CO. 
4 J Dept. Al-107, Akron 1, Ohie 
Please send my FREE Bee Gee Window Catelog 
GET with complete dete ond specifications. 


oe YOUR tame [] builder [) architect [] dealer [) jobber 
Pe ain FREE 


A Complete Window. . Ready to Set in the Wall. . Nailed in Place. . Ready to Use! 





74044 


BROWN-GRAVE “OHIO” vane fe 
-_ 
% co. OHIO 
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January Starts 6,100 Under a Year Ago 


Housing starts declined 3% 
from December to 66,000 units in 
January, according to preliminary 
estimates of the U. 8S. Labor De- 
partment’s Bureau of Labor Statis- 
tics. 

Private housebuilding activity 
continued strong except in sections 
of the country most affected by 
extremes of weather. Declines in 
the Atlantic seaboard states and 
in the Mountain and West North 
Central regions were almost offset 
by gains in other sections of the 
country. 

Privately owned housing starts 
totaled 64,700 in January, 5% un- 
der the figure for January 1953 
when activity was at a relatively 
high level after a relaxation of 
mortgage credit controls. Also, the 
weather was comparatively mild a 
year ago, thus permitting more 
work to get under way at that time. 
Starts in January last year were 
70,800. 

On a seascnally adjusted basis, 
privately owned housebuilding was 
at an annual rate of 1,078,000 
dwelling-unit starts in January 
1954. Except for December, this 
was the highest rate since March 
1953. 

Public housing authorities be- 
gan construction of 1,300 new units 
in January, the same number as 
were started in December, but only 
a third of the January 1953 volume. 


Announce $10,000 Contest 
for Farm Improvement 


Lumber dealers throughout the 
nation are being asked to cooper- 
ate in a $10,000 Rural Home Im- 
provement contest designed to help 
offset the expected drop in new 
house construction. 

Sponsored by the National Lum- 
Manufacturers Association and 
Country Gentleman magazine, the 
contest is tailored to the dealer’s 
best opportunity for business in 
1954—remodeling and renovating. 

The contest also dovetails with 
the building industry’s recognition 
that creative selling by the dealers 
themselves is the key to continued 
high consumption of the nation’s 
increased productive capacity. 

The contest for the most ingen- 
ious home improvements offers five 
grand prizes to be awarded nation- 
ally and also guarantees prizes for 
two families in every one of the 
48 states. The improvement proj- 
ects must be started in 1954 and 
completed before August 1 of this 
year. 

Lumber dealers will be supplied 
a kit to tie in which includes post- 
ers, handbills and advertising 
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mats. Prospective contestants are 
urged in all promotion to “see your 
local lumber dealer—ask him for 
useful information and advice on 
your home improvement project.” 

Virtually everything the lumber 
dealer sells is covered by the con- 
test, for any type of permanent 
home improvement can qualify. 
While wood must be one of the ma- 
terials used, any other type of 
building product can also be in- 
corporated. In addition to big vol- 
ume items such as framing lumber, 
millwork, wood flooring and siding, 
the dealer can sell windows, doors, 
roofing, wall materials, paints and 
other finishes. The contest also 
opens up opportunity for sales of 
floor coverings, electrical fixtures 
and household appliances, tools 
and hardware. 

The contest is backed by na- 
tional publicity, beginning with a 
full-page announcement in the 
February issue of Country Gentle- 
man out January 27, and news 
stories to local papers and radio 
stations. During succeeding 
months, Country Gentleman will 
continue to promote the contest 
among its 2,600,000 readers. 


Committee to Study 
Threat of Imported Doors 


Appointment of a special com- 
mittee to study the possible effects 
of low-cost imports of plywood 
doors on American industry was 
authorized by the National Wood- 
work Manufacturers Association 
at its 27th annual meeting in Chi- 
cago in February. 

The committee will be appointed 
by L. L. Gibson of the Long-Bell 
Lumber Company of Kansas City, 
newly elected association presi- 
dent. 

The action followed a talk by 
Charles E. Close, managing direc- 
tor of the Hardwood Plywood In- 
stitute, which graphically depicted 
the import threat facing the ply- 
wood industry. He said that pres- 
ent low tariffs put American ply- 
wood workers earning an average 
of $1.25 an hour in the position of 
competing with foreign workers 
who may earn as low as nine cents 
an hour. 

C. T. Melander of the Atlantic 
Millwork Institute, New York City, 
expressed the opinion that hard- 
wood door manufacturers may 
soon find themselves in a similar 
position. 

“If foreign manufacturers can 
export plywood, they can export 
doors made of plywood,” he 
warned, “and in fact many are 
now doing so. The present tariff 
on doors is 16-2/3% and the Ran- 
dall Commission has recommended 
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a 5% reduction in tariffs each year 
for three years.” 


Officers Elected 

Mr. Gibson succeeds L. C. Pais- 
ley, Farley and Loetscher Manu- 
facturing Co., Dubuque, Iowa, as 
president of NWMA. Elected to 
the post of vice-president was J. G. 
Boden, Malta Manufacturing Co., 
Malta, Ohio, and the new treasurer 
is A. R. Tipton, Roach and Musser 
Co., Muscatine, Ia. Secretary-man- 
ager O. C. Lance, who heads the 
association’s office at Chicago, was 
re-elected. 


Celotex Quarter Sales 
Cut by Shutdowns 


Sales of Celotex Corp. in the first 
quarter ended January 31 were 
about $1 million below the $13,- 
224,000 of a year earlier, O. S. 
Mansell, Celotex president, said 
after the annual meeting. 

However, Mr. Mansell said Jan- 
uary orders were higher than the 
company had expected. He attribu- 
ted part of the sales decline dur- 
ing the quarter to machinery re- 
pair shutdowns at Celotex’s prin- 
cipal plant. 

He said estimated first quarter 
earnings were a “little less” than a 
year earlier, when $502,552, or 48 
cents a common share, was re- 
ported. 

For the fiscal year which ends 
October 31, Mr. Mansell predicted 
sales would be “about as great” as 
the $59,980,026 record in 1953. 


Hardwood Flooring 
Has Excellent Year 


Hardwood flooring demand in 


1953, as reflected in shipments 
from the nation’s two major pro- 
ducing areas, was the second 
greatest in history, the National 
Oak Flooring Manufacturers’ As- 
sociation has reported. 

Shipments totaled nearly 962 
million board feet, approximately 
4 million feet more than in 1952, 
previously the next best year on 
record. The all-time high was reg- 
istered in 1950, when almost 1 bil- 
— 26 million feet were turned 
out. ’ 

In relation to housing starts, de- 
mand reached a new postwar high, 
indicating that oak and other hard- 
wood flooring is being utilized in 
a greater percentage of new 
homes, the association said. 

Shipments were equivalent to 
&/2 board feet for each of the esti- 
mated 1,102,400 new homes. This 
represented an increase of 2.6% 
over the 1952 figure of 850 feet for 
each of 1,127,000 new houses. 

Compared with the peak home 
building year of 1950, the gain was 
much sharper. Output per dwell- 
ing unit rose almost 19% above 
the 1950 mark of 734 feet. 
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ANNOUNCING AMERICA 


LOOK! 
BUILT-IN LIGHT 
L-1-G-H-T-S as it SANDS! 


The ONLY Portable 
with ALL these features: 


MOTOR GUARANTEED AGAINST BURN-OUT 
DURING OWNERSHIP OR REPLACED FREE. 











1000 HOURS OF CONTINUOUS SANDING WITHOUT 
=! IN LABORATORY ENDURANCE 
RIALS. 





REMOVES MORE MATERIAL WITH LESS UPKEEP 
THAN ANY SANDER AT ANY PRICE. 


. 
Retails at Only 
WORK-LIGHT IS STANDARD EQUIPMENT—A SYNCRO 
""FIRST'' FOR PORTABLE SANDERS OF ITS TYPE. 


BEST RENTAL SANDER—LESS SERVICING— 
OUT-LASTS ALL OTHERS. 


EASY TO USE, ONE HAND OPERATION, NO 
JUMPY TWISTY TORQUE TO FIGHT. VIBRATION- 
ABSORBING HANDLE FLOATS IN RUBBER (PAT. 


ae meee = YOUR BIGGEST, MOST PROFITABLE 
sogananen tiene SELLER TO “DO-IT-YOURSELFERS” 


NO OILING—POWER UNIT FLOATS IN RUBBER 
(PATENTED). NO CAMS, BUSHINGS, BELTS, 
PULLEYS OR GEARS TO WEAR OUT. 


IT’S NEW..PRICED RIGHT... AND 
PAYS HALE 4 DEALER'S SYNCRO. aD "Cost ’ 
HAS FEATURES NO’ OTHER CAN MATCH! 


SYNCRO €) SANDER 


WITH BUILT-IN LIGHT 


Wire, Phone or Write your Distrib 


W 
2 
3) 
4) 
5) 
G 
7 
B 
B 
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Don’t Select the WRONG 
Display Equipment . . . 
Choose MULTIPLEX 

and Watch Sales Grow 


Multiplex steel-framed swinging panel Merchandisers provide the 
Right Way to display samples of lumber, wallboard, roofing, floor- 
ing, molding, tile or flat merchandise in a minimum of space, right 
up front where customers and prospective buyers can see and 
examine. They do away with the antiquated method of storage 
bins, shelves and cluttered up sample rooms and save unneces- 
sary lost time. They make the lumber yard of yesterday the plan- 
ning center of today. Door Merchandisers are also available. They 
are provided with steel pivot brackets which fit to the top and 
bottom of each door and slip into steel pivot bars. 


Check the Merits 
of MULTIPLEX 
Ready-to-install 
Units—They are 
Your Best Buy— 


More than 50 years of experience in building nothing but display 
equipment is incorporated in Multiplex Merchandisers. Our tre- 
mendous production facilities will bring you standard units at 
prices far below what you would expect to pay, even below the 
cost of “building your own.” Complete information on the many 
available sizes and models will be sent upon request, or if you 
prefer we will design units for your complete department. 


MAIL THIS COUPON TODAY 





MULTIPLEX DISPLAY FIXTURE CO. 


907-917 North 10th Street Ld St. Louls 1, Missouri 


Piease send your Display Equipment Catalog 
NAME 


COMPANY 
ADDRESS 


CITY AND STATE .... 
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Letters 


Mr. Editor — Shame on You! 


To the Editor: We have felt the reasoning of your 
magazine regarding extra hours so bad that we 
were not inclined to argue with you. 

However we can not, and will not, any longer 
keep still since we saw the letter of Mr. Veenstra, 
and the reply to same in the February issue. 

At the outset, we would like to state that our 
ideas are not influenced by religious motives as 
apparently are Mr. Veenstra’s. 

Of course, a large proportion of building mate- 
rials sales, are today bypassing the Retail Lum- 
ber Dealer. Systems and methods of distribution 
have, and will consistently change in a constantly 
changing world. 

We have no quarrel with the fact that Sears 
Roebuck, are today’s largest distributors of 
building materials in the world. In fact we admire 
them, and feel they are doing a good job. On a 
local level however, we are perfectly willing to 
compare notes with them. We do not fear them 
and under no condition will we try to compete 
with them, by either handling clothes or any of 
the many other goods they handle. 

Many retail lumber dealers have invaded, what 
only a short time ago was regarded as the other 
fellow’s field. by selling a great many items totally 
unrelated to lumber or building materials. To say 
that we did this only after being attacked would 
be like the old argument as to which came first, 
the chicken or the erg. 

And YOU. Mr. Editor—-shame on you for in- 
sinuating that extra hours are a salvation for 
anvthing! 

For instance, Sears keeps open one evening per 
week until 9 o’clock. Would it help a retail lumber 
dealer to get a greater slice if he kept open two 
evenings, then Sears to combat this three eve- 
nings, and eventually all of us 24 hours per day. 
seven days a week. At which point would we 
double the sale of building materials?—and to 
the exclusion of what other purchases? 

We are confident that we will be able to hold 
an honorable position and still proudly point to 
our slogan—“LUMBER IS OUR BUSINESS” 

“We are not open Sundays, or evenings for your 
convenience—We ARE onen 514 days per week, 
providing you with the finest in building mate- 
rials—and always dependable service.” 

—Van Zanen & Son 


Reyer Van Zanen 
Fraser, Mich. 





To the Editor: I would like to compliment you on 
the way you handled the article about our new 
shed. Incidentally, we have had several reactions 
from it already, including one wholesaler who has 
been here twice to look it over; the second time 
with his construction man as they have in mind 
something along the same line. 


Frey Bros. Lumber Company 
Harry W. Frey 
Michigan City, Ind. 


To the Editor: We are very interested in your 
article in the January issue on “How to Avoid a 
Recession in Your Business.” There is certainly 
plenty of food for thought in it. 

Now we have the questions and something to 
shoot for. If we can even accomplish a good por- 
tion of your excellent suggestions we will have 
done ourselves a great deal of good. 


Bryan-Beck Building Materials 
Brenner W. Beck 
Staunton, Va. 
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THANKS to all the Painting and 
ecorating Contractors of America! 


MR. J. W. ZUCKER 


President, TheShatzPaintingCo., 
Inc., New York City, and Past 
President, Painting & Decorating 
Contractors of America, states 


“As a painting contractor for 
the past 37 years, I have had 
excellent results from paints 
made from Spencer Kel- 
logg's Linseed Oils, and 
highly recommend them.” 


MR. LEO FREGOSI 


of Giampolini & Co., San Fran- 
cisco, which firm recently painted 
450 wooden buildings at Camp 
Stoneman, Calif., has this to say 


“There is no substitute for 
genuine Linseed Oil. Spen- 
cer Kellogg's Improved 
Boiled is guaranteed to 
conform to Federal Specifi- 
cations. 


MR. GUY B. BAILEY 


an officer of the Bailey-Lewis- 
Williams Companies and Presi 
dent of the Florida and Texas 
branches, comments 


“I prefer to buy linseed oil 
in refinery-sealed, tamper- 
proof cans. Weight, Quality 
and Uniformity guaranteed. 
I say Spencer Kellogg's for 
my money's worth.” 


MR. J. H. GUDVANGEN 


President of the John H. Gud- 
vangen Co. of Los Angeles, has 
found that there is no substirure 
for quality. He reports 


“In over a quarter of a cen- 
tury of applying paint, I 
haven't found any better oil 
than Spencer Kellogg's Im- 
proved Boiled Linseed Oil 
or Pure Raw Linseed Oil.” 


MR. R. H. BOHL 


of Columbus, Ohio, and current 
National President of the Paint- 
ing and Decorating Contractors 
of America, says 


“Quality products guaran- 
tee good results. I am 
always sure of customer 
satisfaction when I use 
Spencer Kellogg's Linseed 
Oils.” 


These Messages and Others, from Painting Contractors 
from Every Corner of the Nation Will Appear in 


Better Homes 


and Gardens 
Throughout the Painting Seasons of 1954 


F{LOGG 
a 


Lin see? 
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SPENCER KELLOGG AND SONS, INC. 


BUFFALO 5,N.Y. 


Spencer Kellogg Oils meet all Federal Speci- 
fications for Raw and Boiled Linseed Oils. 


@ The painter’s skill, added to the best ingredients, produces 
quality work. IMPROVED BOILED Linseed Oil imparts to 
paint films beautiful and long-lasting protection. 

In 1954, increased National Advertising will bring more paint- 
ers than ever into your store for Spencer Kellogg’s Oils. Sell 
them in these convenient, refinery-sealed packages 
—5 gallon, 1 gallon, quart, pint. 








This advertisement has appeared in 


Architectural Record; 
Progressive Architecture ; 
American Builder; 
Practical Builder ; 


inp WHO SAID AIR IS FREE? 























Were it not for Radiation and Convection, empty air 

spaces inside walls, roofs, etc. would be the best insulation. 

Numbers 1 to 6 are But why pay costly labor and storage bills for handling 

air spaces “free” air entrapped before it is used in bulky insulation? 

Bulky materials also require more freight cars, trailers and 
trucks. The “free” air is paid for over and over again. 





Multiple accordion alu- ° ‘ . 

enlace dia hemes eae, Multiple accordion aluminum envelops large volumes 
As installed creates five ad- — : ‘ a 

pactly from package ditional layers of “free” ai of air and creates layers of air spaces only as it is opened 

contains very little air:— aa when finally stapled in place. This air is really free. 


With respect to radiant heat flow, the aluminum sheets 
have 97% reflectivity, and 3% absorptivity and emissivity. 
Low conduction results from the preponderant air spaces 
of low density. The layers of multiple aluminum and fiber 
retard inner and outer convection. The tough aluminum 
sheets are impervious to vapor flow. Infiltration under flat 
stapled flanges is slight. Condensation formation on or 
within is minimized by the scientific construction of multi- 
ple layers of joist-to-joist, full-depth accordion aluminum, 
fiber, and air spaces. 


MILLION SQ. FT. IN ROOM 12’ x 13’ x 13’ 


Because of the low mass of unopened, practically airless 
multiple accordion aluminum, an ordinary passenger auto- 
mobile will hold 20,000 sq. ft. of it without being or even 
looking overloaded. A standard railroad freight car, a huge 
interstate trailer, or a number of trucks would be needed to 
transport an equivalent amount of ordinary insulation. 


A *new multiple accordion aluminum, Infra, Types 6- 
Si, and 4-Si, gives edge to edge insulation between beams 
or studs, forming a “blanket” of uniform depth against heat 
and vapor flow, and condensation formation. 


por 
Te" May 
~ = 
we 9c Ze ae 


- a a a 
m 


—- 

: W, 
oe 
oe 


= 
ae. 
f , P 4 
Pee 


-! 


dd 
Lo 
+, 
r. “ 
a 


ns 





The AMERICAN Society OF HEATING VENTILATING 
Encineers has published a booklet which describes con- 
vection, conduction, and radiation heat flow through ordi- 

nary air spaces and what happens when an ordinary build- 
oe ra Ow Way W..Y., Bape. 2-9 ing space is lined or subdivided by reflective metals, thus 
oO Please send ASHVE booklet “Insulating Effect of Suc- 


cessive Air Spaces Bounded by Bright Metallic Surfaces.” creating reflective air spaces. Ask us for a copy —it’s free. 
( Please send description of new Infra Insulation. 
(CO Please send samples. “Pua egeee Gs. 








INFRA INSULATION, INC. 


Name_ _ 


COST OF INFRA INSTALLED 
sapien in new construction between wood 
Address : joists, material with labor, 


Type 6-S; under 9¥2¢ sq. ft. 
INFRA INSULATION, INC., 525 BROADWAY, NEW YORK, WN. Y. Type 4-S; under 7'2¢ sq. ft. 


Firm 


———— ew ee ee ee > 
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Report from 


Washington, March 5 


The worry in Washington at the 
moment is this here rip in Uncle’s 
economic pants. 

A big split or a little one? Much 
talk, but not much certainty. Most 
witnesses testify that it can’t be 
very big; even though the old gen- 
tleman’s shirt tail is beginning to 
show. 

But this rolling readjustment— 
to use one of its less agitating 
names—does pack a lot of anxiety; 
political as well as economic. The 
downtown election specialists cer- 
tainly don’t want to carry a busi- 
ness dip through the coming cam- 
paign; and this explains the Presi- 
dent’s promise that he’ll get out the 
anti-recession rocket guns if 
March doesn’t manage to shorten 
up the lists of the unemployed. 

Those unemployment figures are 
headache makers in more ways 
than one. For example, no one has 
ever fixed up a way of getting 
them exactly accurate. The esti- 
mates are arrived at in several 
different ways; sample checking 
in selected areas, comparing se- 
lected industrial payrolls this 
month with those of last month, 
projecting weighted formula fig- 
ures and a lot of other things this 
page wouldn’t want to try explain- 
ing. Of course the resulting figures 
are approximations; some appar- 
ently pretty close to the mark, 
others maybe not so good. 


Guessing Unemployment 


The Department of Commerce 
has been trying a changed process; 
one differing from the earlier 
method chiefly in checking more 
employment areas, or more indus- 
trial towns in each area, to get a 
more comprehensive coverage. The 
results were fairly startling; show- 
ing the number of unemployed to 
be more than 700,000 larger than 
the figure currently in use by the 
Administration. 

Commerce isn’t too sure it’s 
right; but many statisticians deal- 
ing with these things have sus- 
pected for some time that every- 
body has been hitting below the 
actual number of the unemployed. 
If the new figures are approxi- 
mately accurate, it means the coun- 
try is that much nearer the unem- 
ployment danger point; the point 
worked out during and after the 
dip of 1949. 

Not everyone applies the point 
formula in the same way. Adminis- 
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tration labor specialists usually 
set the unemployment danger point 
at four millions; but some indus- 
trial economists set it a four and 
a half millions. 


Balanced Budget 


There’s not so much talk these 
days, here in the capital, about 
balancing the budget; though of 
course the Treasury wants to do it, 
when, as and if it can be done with- 
out kicking the slats out of the 
national economy. There’s much 
more talk about those anti-reces- 
sion guns; the right time to use 
them, and which to send first to the 
firing line. 

The President wants to wait a 
few weeks. After all, customer 
sales have stayed up. Production, 
during the past six months, has 
declined less than 10%; and it 
started the slow reduction from a 
high point. 


Tax Reduction 


Tax reduction is the favorite 
Washington pill for pale people; 
and Congress is more ardent for 
these tax cuts than is the Presi- 
dent. Excise reductions are said to 
be in the works; but the govern- 
ment doesn’t want to talk too much 
with its mouth about these possible 
cuts, lest the customers stop buy- 
ing the articles carrying the taxes. 

If the taxes are to be reduced 
pretty soon, then the prices will 
be lower. Reduction of excises and 
corporation taxes would be aimed 
at encouraging investments and 
general business expansion. But 
on the other hand some people on 
the Hill think the downward drift 
of business may continue unless 
customer buying power gets a lift. 
Those holding this idea favor re- 
ductions in individual income tax. 


Experts Comment 


Dr. Edwin G. Nourse, who re- 
signed from the Truman Council 
of Economic Advisers over a dis- 
agreement about Fair Deal poli- 
cies, toid the House-Senate Eco- 
nomic Committee that the coun- 
try’s production capacity has, for 
the time, pretty well caught up 
with its markets. He said also that 
the business dip is “much more 
fundamental than mere inventory 
trimming;” and that the way at 
present to shore up the economy is 
to make the maintenance of cus- 
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tomer buying power the number 
one objective. 

Senator Walter H. George a 
short time ago introduced a bill 
to cut 1954 individual income taxes 
by four and a half billion dollars. 
True enough, this relief for the 
individual taxpayer is in accord 
with Democratic theories and 
doubtless represents party strat- 
egy to an extent. But the capital 
was soberly impressed by the 
George bill. Senator George is one 
of the ablest financiers and one of 
the most highly respected men in 
the Senate. 


Congress will be making up its 
mind about these things within a 
few weeks. Meanwhile, despite the 
clamor in other quarters, these tax 
affairs and their adjoining eco- 
nomic questions have top billing 
in Washington. 


Housing Prospects 


Housing construction, so far as 
this page can tell, goes along in a 
satisfactory way. If you haven't 
happened to see the figures, you’ll 
be interested in knowing that ac- 
cording to statements made by the 
Veterans’ Administration, veter- 
ans bought 320,000 homes in 1953; 
200,000 new homes and 120,000 old 
homes. Their new homes cost $2,- 
250,000,000. The payment record of 
veterans is unusually good and 
has been throughout the nine years 
the VA housing program has been 
in operation. 

Walter E. Hoadley, Jr., econo- 
mist of the Armstrong Cork Co., 
told the House-Senate Economic 
Committee he thinks there’s going 
to be big business this year in 
modernizing and repairing existing 
homes, Should there be a dip in 
new house starts this year, some- 
thing that isn’t really expected, 
this program of modernizing and 
repair probably would take up any 
resulting slack. In any event it’s 
going to be an important factor in 
the industry. 

The Department of Commerce 
says it'll ask for a supplemental 
appropriation of eight millions to 
finance the census of business, 
manufactures and mineral indus- 
tries. This census was left for dead 
by the economizers, last year. But 
so many business men raised so 
much racket over that performance 
that a resuscitative effort is going 
to be made. 


R. Y. Kerr 
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Peano? higher sales and profits 


* a line that’s in big demand, brings in sizable profits, is 
easy to handle and entails no costly inventory problems, 
Pittsburgh Full-Length Door Mirrors are the answer. 

Available in five sizes, Pittsburgh Full-Length Door Mirrors 
fi: 90% of all interior millwork doors. And these five sizes—all 
full-length (68” high) and 16, 18, 20, 22, or 24 inches wide— 
come in a standard package. This cuts your stocking problem 
substantially. 

Why not get the increased sales and profits which thousands 
of dealers throughout the country are enjoying by handling this 
merchandising “natural”? We suggest you ask for all the facts on 
Pittsburgh Full-Length Door Mirrors. Your nearest Pittsburgh 
Plate Glass Company branch will furnish them gladly. And if 
you are on the west coast, get in touch with the nearest W. P. 
Fuller & Co. branch. Pittsburgh Plate Glass Company, Room 
4152, 632 Fort Duquesne Boulevard, Pittsburgh 22, Pa. 


This Displayer Helps You Sell 


You can make even more sales of Pittsburgh Full-Length Door Mirrors, 
and make them with less effort, when you have this displayer on your 
floor. It is loaned free to any dealer handling these mirrors. A real ztten- 
tion getter, it is practically a self-seller. Shoppers get the “full-length” 
story immediately; they note the sizes available; and when you fill in the 
price of the mirror displayed, they have a complete sales presentation. 


PAINTS - GLASS + CHEMICALS + BRUSHES + PLASTICS - FIBER GLASS 


TY Se UR GHA a ee Gtas-§ COMPANY 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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NEW MICARTA UNITOP... 


Biggest 


kitchen development 


in years! 


The completely new MICARTA Unitop is one of the 
most significant developments in kitchen counter 
history. This is a beautifully constructed, one-piece 
146” MICARTA mounted on %4” Weldwood 
Plywood, which combines top and backsplash with- 
out joints or molding of any kind. Made in three 
standard lengths plusaninterchangeable left or right- 
hand corner unit, MICARTA Unitops make it simple 
and economical to provide for practically any instal- 
lation—whether straight-line, L-shaped, or U-shaped. 

For builders and contractors there is a sure-fire 


top of 





| SPECIFICATIONS | — 





CORNER 
SECTION 


f ght or left-hand use. Both 


STANDARD UNITOPS are f 


at 


&  reicr 


micarta 


UNITED STATES PLYWOOD CORPORATION 
largest plywood organization in the world 
| and US MENGEL PLYWOODS - INC 


distributed by 


BUILDING Propucts MERCHANDISER 


vory-trimmed for precision 


appeal in the ease of installation and flexibility of 
application. For housekeepers there is the complete 
freedom from cleaning troubles. 

This exciting new product is backed by a powerful 
advertising and sales promotion program designed 
to channel pre-sold customers right to your door. 
In addition, there is a complete point-of-sale 
package for rolling up the sales right in your store. 

For further information contact your nearest 
United States Plywood Corporation representative 


or fill out the coupon below. J-06563 


CORNER 

SECTION 

AND STANDARD LENGTHS 
edges View 
ning 


shows standard lengths 


butted wo corner section 


Uniteo States PLywoop Corporation 
55 West 44th Street, New York 36, N. Y. 


Please have your representative call in 
regard to the new Unitop. 


NAME 
ADDRESS 


CiTy ZONE. STATE 
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Meadow Lawn, a res 
idential section by 
Florida Builders, Inc., 
St Petersburg, Fla 
Lupton Windows will 
be used throughout 
the project. 





The windows your “father” sold... 
can make profits for you today 


—if they're Lupton, for Lupton Metal 


Yes 
Windows have been helping to make dealer 
profits tor over 40 years. Times have changed, 
manufacturing has changed but Lupton Metal 


Windows are still a standard of the industry. 


What is a metal window? A few strips of steel 
or aluminum, some rivets perhaps, some weld- 
ing, a couple of hinges, some way to fasten it, 
and, a price. There are more windows on the 
market than you can shake a stick at, but only a 


few belong in your stock. Lupton is one of them. 


Lupton Metal Windows made 40 years ago are 
still in service. And, what was good then, is 


even better today. New alloys have been 
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discovered, new manufacturing processes devel- 
oped, new window types and new window styles 
designed. But, back of every new Lupton Metal 
Window still stands the reputation for quality 
earned through the years. Why not get the 
whole profitable story — from your nearest dis- 


tributor —or direct from... 


MICHAEL FLYNN MANUFACTURING CO. 
700 East Godfrey Philadelphia 24, Penna. 


Member Steel Window Institute & Aluminum Window Mfrs. Assoc 


LUPTON 


METAL WINDOWS 


Avenue, 
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Lupton Aluminum 
Awning Window 

















— 


Lupton Casement 
Steel or Aluminum 

















Lupton Aluminum 
Double Hung Window 
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MICHAEL FLYNN MANUFACTURING COMPANY 


Sales Offices and Sales Representatives 


MAIN OFFICE AND PLANT 
700 East Godfrey Avenue, Phila. 24, Pa. 


LOS ANGELES 
672 S. Lafayette Park Place, Los Angeles 57, Cal. 


STOCKTON (Warehouse) 
1441 Fremont Street, Stockton, Cal. 


WASHINGTON 
Bond Building, 14th St. & New York Ave., 
Washington 5, D. C 


KANSAS CITY 

Herb W. George 

9209 Cherry St., Kansas City 5, Mo. 
NEW YORK 

51 E. 42nd Street, New York 17, N. Y. 
CINCINNATI 

De Sales Building, 1620 Madison Road 
Cincinnati 6, Ohio 

CHICAGO 

(Harry E. Heseltine, Jr.) 

2514 Burr Oak, Blue Island, Ill. 


Partial List of Lupton Distributors 


ALABAMA: 
Birmingham 1: Virginia Steel Co., Inc. 
P. O. Box 1152, 1007 37th Place North 


ARIZONA: 
Phoenix: Malleo Distributors 
P. O. Box 3916, 315 South Iith Ave. 


CALIFORNIA: 

Burbank: Arrow Sash, Door & Mill Co. 
243 West Santa Anita Ave. 
Stockton: Michael Flynn Mfg. Co. 
Warehouse—1441 W. Fremont St. 
Whittier: Whittier Glass and Mirror Co. 

434 E. Whittier Bivd. 


CONNECTICUT: 
W. Hartford: General Building Products Co. 
12 Brixton St. 


DELAWARE: 
Wilmington: Hance Hardware Co. 
24 Stone Hill Ra.—Augustine Cutoff 


DISTRICT OF COLUMBIA: 
Washington 11: Cushwa Brick & Bldg. Sup. Co. 
137 Ingraham St. N 


FLORIDA: 
Gainesville: Stringfellow Supply Co. 

P. O. Box 152, 536 S. W. Second Ave. 
St. Petersburg: Veterans’ Building Supplies 
P. O. Box 1559, 2700 22nd St. North 
GEORGIA: 

Atlanta 1: Henry Taylor & Son 
P. O. Box 1328, 1058 Amsterdam Ave. N.E. 
ILLINOIS: 

Chicago 13: Johnston tron Works, Inc. 
1133-43 Cornelia Ave. 
KANSAS: 

Kansas City 10: Lusco Brick & Stone Co. 
1136 Southwest Bivd. 

Wichita 1: Lusco Brick & Stone Co. 

P. ©. Box 1481, 342 N. Waco St. 
KENTUCKY: 

Covington: Tate Builders Supply Co., Inc. 


©. Box 27—Rouse Sta., 19th & Russell Sts. 


Erlanger: Tate Builders Supply Co., Inc. 
47 Dixie Highway 
Lexington: Clay Ingels Co., Inc. 
347 E. Main St. 


LOUISIANA: 
New Orleans 19: Faurot and Pierson 
3511 Toulouse St. 


MARYLAND: 
Baltimore 3: Maryland Steel Products Co. 
P. O. Box 1997, Bush & Ridgely Sts. 


MASSACHUSETTS: 
Arlington 74: Boston Screen & Sash Co. 
91 Mystic Street 
Springfield: General Building Products Co. 
232 Albany St. 
Worcester: General Building Products Co. 
120 Grove St. 


MICHIGAN: 
Grand Rozpids 7: Steel Bros. & Todd 
1050 Cottage Grove, S.E. 


MISSOURI: 
Kansas City: lusco Brick & Stone Co. 
P. O. Box 83 


NEBRASKA: 
Omoha: B & C Steel Corp., inc. 
508 Karbach Bid 
Scottsblu#: B & C Steel Corp., Inc. 
Scottsbluff-Gering Highway 


NEW JERSEY: 
Camden: Camden Glass & Mirror Co. 
22nd & Federal Sts. 
Newark: Fireproof Products Co., Inc. 
183 Frelinghuysen Ave. 
Trenton: Industrial Engineering Works, Inc. 
7 Bloomsbury St 
NEW YORK: 
Elmira: LeValley Mcleod, inc. 
215 E. Church St. 
New York 54: Fireproof Products Co., Inc. 
138 Bruckner Bivd. 


NORTH CAROLINA: 
Charlotte: R. J. Lock Stee! Products Corp. 
P. O. Box 1763, 1200 W. Moorehead St. 


OHIO: 
Dayton 9: Hilltop-Dayton, Inc. 
ox 586-H, R. R. #11 
Toledo 12: Mayfair Lumber & Supply Co. 
5240 Lewis Ave. cor. Mayfair 


OKLAHOMA: 
Oklahoma City 6: Ay Brick & Stone Co. 
400 N. Klein St. 
Tulsa: Allied Hardware & Supply Co. 
7500 Sand Springs Rd 


OREGON: 
Portland 10: Mercer Steel Co., Inc. 
2555 N.W. Nicolai St. 


PENNSYLVANIA: 
Allentown: United Materials Co. 
314 Gordon St. 
Bellefonte: M. L. Claster & Sons, Inc. 
P. O. Box 539, 197 S. Water St. 
Du Bois: H. Shakespeare & Sons 
Du Bois St. 
Erie: Ralph A. Neff 
341 Shenley Drive 
Harrisburg: C. H. Hershock, inc. 
1513 N. Cameron St 
Lancaster: Charles E. Johnson 
P. O. Box 293. 312 N. Lime St. 
New Castle: Fleming Steel Co. 
Pen Argyl: Orrin E. Palmer 
402 Harding Ave. 
New Holland: 
New Holland Concrete Products Co., Inc. 
Pittsburgh cag Cc. C. Shannon 
Empire Bid 507 Liberty Ave. 
Reading: Berks ‘Building Block Corp. 
2210 North Sth St. 
Scranton 2: Anthracite Bridge Co. 
Genet Street 
Turbotville: Turbotville Block Co., Inc. 
Wilkes-Barre: William H. Pierce 
402 Bennett Bidg. 
Wilkes-Barre: F. N. Henry 
540 S. Main St. 
York: Atlas Manufacturing Co. 
Grantley Rd. & Pa. RR. 


RHODE ISLAND: 
ntay a General Building Products Co. 
. O. Box 415, 185 Charles St. 


SOUTH CAROLINA: 
Columbia: Kline tron & Metal Co. 
P. O. Box 1013, 1225 Huger St. 


TENNESSEE: 

Knoxville: Dealers Warehouse Corp. 
1372 North 6th Ave. 
Nashville: McMurray Structural Steel Co. 
504 Demonbreun St 


TEXAS: 
Dallas: Gene Paige Co. 
P. O. Box 2428, 2434 S. Harwood St 
El Paso: Electrical & Mechanical Supply Co. 
P. O. Box 3247, Sta. A, 708-716 N. Piedras St. 
Houston 7: Gene Paige Co 
7620 Washington Ave. 


UTAH: 
Salt Lake City: Buehner Block Co 
2800 South West Temple 


WEST VIRGINIA: 
Charleston 28: I.reproof Products Co. 
P. O. Box 2311, Suite 422—Professional Bidg. 
Martinsburg: Richard R. Feller Co 
P. O. Box 543, 900 Baltimore St. 


VIRGINIA: 
Bristol: Central Warehouse Corp 
©. Box 85, 512 Scott St. 
Richmond 21: Virginia Steel Co., Inc. 
Mailing—Stewart Station Post Office 
Ofice 3122 W. Cary St 


WISCONSIN: 
Milwaukee 13: Thomae Glass Co 
6510 West River Parkway 
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Built from the job up ; 





CUSTOMERS ARE EYEING 
BLACK & DECKER SAWS! 


New B&D Saw Merchandiser, using proved display 
methods to attract your customers, encourages them 
to try the tools. It features saws, jig saw, and sander 
with accessories for continuing sales . . . carries max- 
imum profit per square foot of counter space. In 
addition, with every saw you order, you get an extra 
bonus—a big free contest display! Mail the coupon 
on opposite page and get complete information. 


By trying the new B&D Saw and getting an 
entry blank from you, your customers can 
enter the big B&D Saw Contest and win 
$1000 or one of 52 other big prizes! (PLUS 


big cash prizes for you and your salesmen.) 
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ew Black & Decker 


CUSTOMERS ARE TRYING... AND ww tls tenon eo OTe... pee 
BUYING... BLACK & DECKER SAWS! el fear lagen hold . .. and cord is out of the way! 
er adjustments! ’ 

Why? Because new Heavy-Duty Black & Decker 
Saws were built from the job up, to give carpen- ae rate A 
ters and home-owners the features they want in 
a saw! Customers are buying because they’re Cini Ty yey np ee 
seeing Black & Decker ads in Life, Better Homes 
& Gardens, and many other consumer books... 
in Practical Builder, Construction Methods, and 
other trade books... through 500,000 direct 
mail pieces to carpenters and contractors. Be- 
cause by trying a B&D Saw, they can enter 
the big B&D Saw Contest! 

Yes, customers are buying Black & Decker 
Saws. Are they buying from you? For additional 
information, mail the coupon below. 





HOLE SAWS for more sales! c~ . 2-POINT SUSPENSION 


3 ' . not one but two 
Your customers can quickly cut accurate, clean holes a | p= EA 
in any material a hack saw will cut—— wood, metal, depth and angle! 
composition material MusKiER oun i, leronr 
. sie snoe... tor sol» rae, 
— OT hey cat Mion grenter nenety on ev- 
. . 7 ery cut you make 
to 14-inch holes with 4 - : 
inch drill ... 14-inch to 
2\4-inch holes with 4- 
inch drill. 
Attractive display as- 
amntleitale bo ane sortment includes 30 
; * with Electrsc Dn hole saws in various sizes 
M Bi b & Decker and 12 mandrels (each 
' penny acked in an individual 
. HOLE SAWS x with instructions) PORTABLE ELECTRIC TOOLS 
plus a free 8-color dis- 
play that carries its own 
inventory in the back. 











MAIL THIS COUPON NOW! 


THE BLACK & DECKER MFG. CO., Dept. H640, Towson 4, Md. 
I want full information on the Black & Decker: 

Big B&D Saw Contest [] HoleSawsand Hole Saw Display 
(| Complete Saw Line |} New Saw Merchandiser 


Name..- 
Company 
Address 


Zone State 
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with 


"Conttivuy” Nu-GRAIN 
abestos- comont. Siding 


Siding sales come easy when you're offering “Century” NU-GRAIN shingles, 
hecause this quality siding has everything a home builder 

or remodeler is looking for—beauty, durability, and economy! 

Just look at these sales features: 

“Century’’ NU-GRAIN shingles are made from asbestos fiber 

and portland cement—which makes them as permanent as stone itself. 
They won't burn, rot, or corrode; they can’t be damaged by 

vermin; they are completely weather resistant. 

To make the attractive NU-GRAIN shades long-lasting, K&M embeds 
colored ceramic granules into the shingles under hydraulic pressure. 
There's no paint or protective coating to peel or wash off—and no 

such finish need ever be applied. Both the color and the distinctive 
wood-grain pattern are designed for a lifetime. 


2 nee ns Oe eRe 


What's more, because they are low in cost and easy to install 

on a new home or on an older one, NU-GRAIN shingles appeal 

to the greatest number of potential buyers. To maintain this wide 
acceptance, these shingles are regularly advertised (in color) in 
Better Homes & Gardens—the nation’s leading home magazine. 

Ask your K&M distributor to tell you more about these sales-making 
shingles. or write directly to us for complete information. 


These ottractive shingles are made in four distinctive colors: 
NU-GRAIN green, brown, whitetone, and gray (illustrated). 


KEASBEY & MATTISON 


COMPANY + AMBLER © PENNSYLVANIA 
America’s first maker of asbestos-cement shingles. 


(To obtain more data on advertised products see page 158) March 8, 1954, American LuMBERMAN & 





COMPARE THEM... AND 
YOU'LL CHOOSE 


KEYSTONE 


ALUMINUM FRAMELESS TENSION SCREENS 


IT HAPPENS EVERY TIME... comparison of different 
tension screens shows only Keystone has every feature that 
assures top screening efficiency and trouble-free service. 





1 The screen wire and bars of Keystone Frameless AR cogpeagersie o hes one ed 
Tension Screens are all aluminum...won’t rust or stain = Pn ndabl : ‘ le gong 
... look like new throughout their extra-long lives. ere a n ee 
don‘t weaken with age. 





5 Exclusive free-floating sill bar auto- 
2 Screen edges are 5-strand selvage matically adjusts screen to uneven or 
of rugged, special flat wire. off-level sill; assures snug fit at bottom; 
removes tendency to stretch screen too 
far. 





3 Just two screws hold removable top sit 

, ; ay. fen (a 6 No bulky, unsightly hardware on 
bar. Only six screws required per f 
“nie i sill, . . just two small, neat brackets, 








It could very well pay you to get the whole story on Keystone 


Aluminum Frameless Tension Screens, today’s leaders for sales, i 
for service. Mail coupon. tsathd 





FRE AVE wee A RE oa RO 
Keystone Wire Cloth Co. 
Dept. B-3, Hanover, Pa. 


Kindly send me full information about Keystone Aluminum Frameless 
Tension Screens. 





Firm. 





WIRE CLOTH COMPANY 


Title. 





HANOVER, PA . FOSTORIA, OHIO Strect 








City. Zone DR .cotttitiibinins 
ee RE tee ER RE eee 
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What A Product! 


Home Owners make Reynolds Do-/t-Yourse/f* Aluminum 
the most successful Do-It-Yourself idea of all! 


* THOUSANDS OF INQUIRIES 


in the first months of National Advertising indicate the 
dous excit t that this new kind of aluminum 


roe home use has stirred up. 


* DEALERS ENTHUSIASTIC! 


You ought to hear the comments dealers are making 
. “sales so good we can’t keep rack filled” . . . 

“turned over my stock 6 times in three months” .. . 

“getting brand new customers every day” .. . 








*T. M. Reynolds Metals Company 





teal | NOW: is the time 
' to ORDER THIS RACK! 


Call your wholesaler, or write direct 
to Reynolds Do-it-Yourself Aluminum, 
2496 South Third Street, Louisville 1, Ky. 


This handy, quick-service rack contains... 
tubing * rods + bars + angles « plain sheets 
embossed sheets + screen and storm 
sash sections * trim strip 
handy fasteners and hardware 
Reynolds Reynolon Film (plastic film) 
all items pre-labeled and priced. 


REYNOLDS 
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What Advertising! 


This Reynolds promotion is the Heaviest ever 
put behind any Do-It-Yourself product! 


* MAGAZINES . TELEVISION 


Network TV commercials on 
the popular “MISTER PEEPERS” 
program, NBC-TYV, reaching 
over 22 million potential cus- 
tomers every week! 


Big, informative ads in Saturday Evening Post, RAD id 
Better Homes and Gardens, American Home 


and other Home-Maker Magazines. Popular 
Mechanics, Popular Science and other How-To 
Magazines. Argosy, True. School Shop Monthly 
and other Vocational Magazines. 


Also radio commercials on 48 
selected farm radio shows 
reaching over 27 million people. 


* FREE PUBLICITY! %* SURE-FIRE 
_ the most ever given a do-it-yourself product MONEY-MAKER! 


.in everything from Newspapers to National 
Magazines. Popular Science alone printed nine Every day we hear new sales-success stories on 
feature pages in one issue on this new product. Reynolds Do-It-Yourself Aluminum . . . how 
amazingly fast it sells . . . how it attracts new 


* AM DOUT FOLDERS customers . . . how it increases profits on sales 


of tools and other related items. You can get 


GALORE Fy some of this money, too. But you can’t cash in 
Ps . 


without the special rack shown on opposite page. 
Available FREE are. . . hand- 
out folders, envelope stuf- ‘wh CAUTION: Customers should be warned 
fers, window streamer, multi- 


to use only Reynolds Do-It-Yourself 
page Do-It-Yourself Booklet, Aluminum .. . regular aluminum may 


dealer radio commercials, ad -t]- harm tools. Reynolds Do-it-Yourself Alu- 


minum is approved by leading tool man- 
mats and many other mer- ufacturers. Look for this special Seal 
chandising aids. attached to every piece. 


*TRADE-mARE 


O-IT-YOURSELF 


ALUMINUM 
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“We are satisfied with 
ADservice and highly 
recommend it” 


Mr. William Leiber, Leiber Lumber & Millwork Co. 
Yards at Appleton, Neenah, New London, Kaukauna 
and Sherwood, Wisconsin 


Here’s the letter: 


“We have used ADservice from the beginning 
4 and have found it very valuable in making up our 
PYINT, 5 ads, The newspaper mats reproduce sharp and 
‘ E BI Ec R 'S es BUILDINGS clear on newspaper stock. But even more impor- 
te» tant, the mats are cuts of completed jobs or prod- 
Let Your Home Expand Along With the ucts that are hard to obtain. 





Family's Necds With a 


aes RE ae We are well satisfied with ADservice and highly 


recommend it to other dealers.” 
r¢. a c 


All the ADservice mats are shown in a big, new 
48-page book that’s yours for the asking. Here’s 
down-to-earth advertising help for the busy dealer 
ia —new ideas, layouts, copy suggestions, and repro- 
% Tix if ductions of all the 254 mats prepared exclusively 
nd “hl ; ° for ADservice. The mats are available only to lum- 

q ber dealers and the price is very low. 

















ps ates Sab You’ve been reading about the National Retail 

NOME MODERNIZING ailiee cos ncenes Lumber Dealers Association’s Merchandising Cal- 
SPECIALTY at LIEBER’S, endar. Here’s one of the few ad services that 

squares exactly with NRLDA thinking on adver- 

oe ) < Fs tising. It provides just the material you need to 

UU r a © carry out Calendar planning in your community. 
ws a hs) | ee 











2 . PLINTROTE BOOP a Sra: Turn to page 76 for further details on ADservice. 

















AMERICAN LUMBERMAN, 
139 N. Clark Street, 
Chicago 2, ill. 


Please send me my free copy of the 48-page ADservice 


Lieber’s ad illustrates the rotational ap- book. 


pearance of a newspaper ad prepared with 
ADservice mats, The mats are rom and 
economical for both large and small dealers 
—for ad budgets of any size. 
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4iu MIXER 
ie es: 


6 "AGITATOR 











Under the new standards of the 
Truck Mixer Manufacturers Bureau, 
the guaranteed capacity of all Jaeger 
“Mix Plus” truck mixers has been 
increased by 14 cubic yard. 

With this increase in capacity 
Jaeger offers the “Maxi-Loader,” a 
lightweight open-end loader that 
speeds the charging and discharge of 
larger batches and prevents their 
spilling while in transit. 


Jaeger guarantees you more capacity, 
and an open-end loader to handle it 


Faster, cleaner charging; no ce- 
ment blow-back: New hopper has 
largest throat opening of any open- 
end loader and also a longer reach 
to drop materials deeper into drum. 
Re-designed blade tips allow materials 
to fall freely. 


Vo spillage on steep grades or 
quick starts: Deeper blades with spe- 


cially shaped tips raise the water-level 
of the drum, insuring the maximum 
payload capacity possible with an 
open-end type loader. 


Faster, steadier discharge: New, 
deep-lipped discharge blades prevent 
“fall-back” of material, insuring pos- 
itive and uniformly faster discharge 
assisted by free-flowing apron design. 


Nothing to obstruct the discharge of 
lowest slump concrete. 


To fit your operation, Jaeger Mix- 
Plus units are also available with 
either sealed end-loader or top-loader 
with sealed discharge door, permitting 
maximum agitator payloads, For full 
information, see your Jaeger distrib- 
utor or ask for Catalog. 


THE JAEGER MACHINE COMPANY 


160 Dublin Avenue + Columbus 16, Ohio 


COMPRESSORS + TRACTOR LOADERS * PUMPS * CONCRETE MIXERS * PAVING MACHINES 
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a y -TRACK 
> SELF-STORING 
DESIGN! 


Each of the two glass inserts aie 
and the creen insert have the : 











“as 


: Guaranteed by * 
|\ Good Housekeeping 
<u 


wt 





w track always in Peltela. 
mmediate 


45 anveatisco 
eplace 





4 ‘4 () readers will see our national advertising on Duo-Dor and Duo-Matic during 
y April and May in LIFE, GOOD HOUSEKEEPING, BETTER HOMES AND GARDENS, 


SATURDAY EVENING POST, HOUSE BEAUTIFUL, POPULAR SCIENCE, POPULAR 
MECHANICS, HOME CRAFTSMAN and HOMECRAFT AND THE HOME OWNER, 





FROM THE HOUSE TOPS ABOUT 


AMERICA’S FIRST 
TRIPLE-TRACK 


ALL-ALUMINUM COMBINATION WINDOW 


$29.95 Value-Retails for 95 
Here it is . . America’s first ‘‘do-it-yourself” 


aluminum combination window . . and at the lowest For opening sises 
: : , up to and including 

price ever of any 3-track, self-storing aluminum 29” x 55” double- 

window. It's a golden opportunity for you to cash hung window, 

: “ : " : Other sizes slightly 

in on the vast, ‘“do-it-yourself’’ market! Duo-Matic higher 

is so simple to install that any homeowner 


can do his own installation and save! 


Duo-Matic has features found only in much more 
expensive windows; — precision-design; all- 
aluminum construction; 3-track, self-storing design; 
outstanding beauty and ease of operation. 


We were first with our Duo-Dor . . now 
we're first again with Duo-Matic, the hottest item 


to come your way in a long time! 


ALL-ALUMINUM 
bozo] }-ii. 7 wale] Mielele), | 
/ 


STANDARD 
SIZE 
fx 


Regie! Ot Mung on 


I? Guaranteed by * 
Good Housekeeping 


the weather-proot co. isa 


1407 EAST 40th ST. ' >) EASILY INSTALLED 
CLEVELAND 3, OHIO BY ANYONE! 


WRITE——WIRE FOR INFORMATION! | 




















"EVERYTHING HINGES ON HAGER I 


FREE { |f you enjoyed laughing of Herb Brammeier’s mirth-making cartoon this 
month, send for Hager's new book containing 28 full-size popular ‘Everything 
Hinges on Hager” cartoons! It's FREE! just address 











C. Hager & Sons Hinge Mfg. Co. + 139 Victor Street + St. Levis 4, Mo. 
Founded 1849—€very Hager Hinge Swings on 100 Years of Experieace 


(To obtain more data on advertised products see page 158) March 8, 1954, AmerRtcAN LUMBERMAN & 





COSTS NO MORE 


Redwood is a premium quality wood, Yet, you pay no extra 
premium for the high uniformity of quality and grade in Palco 
Certified Dry redwood. Each piece of Palco redwood must match W High Dimensional Stability 
up to rigid standards of inspection throughout each step of 

sem wtabong The extra ie of producing Palco Architectural Ses 
Quality redwood are offset by economies affected by the most 
modern equipment and production line handling methods in the y 
industry. When you buy, specify Palco Certified Dry Redwood, . re 
and get the most for your money. 


PALCO Redwood is tops 
in ALL these qualities 


Y Finest Paint Retention 


W Good Workability 
YW Glue-holding Ability 


Speci THE PACIFIC LUMBER COMPANY 


The best in Redwood—Since 1869 
Mills at Scotia, California 
100 Bush St., San Francisco 4 + 35 East Wacker Drive, Chicago 1 + 2185 Huntington Drive, San Marino 9, Calif. 








MEMBER OF CALIFORNIA REDWOOD ASSOCIATION 


BuILDING Propucts MERCHANDISER (To obtain more data on advertised products see page 158) 33 





STOCK ae BALDWIN-HILL 


PROMOTE 


ct OR 4A Mi UND oF 


i Gucrenect by 
od Housekeeping 


Go 
“ 
nor as Aovenristo ORS 
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MINERAL WOOL 


HOME 
INSULATION 


with the 
B-H Merchandising Package 


Put the many B-H sales helps to work and you'll find them 
packed with plenty of selling power. Counter Displays, 
Decals, Wall Posters, Sales Literature and Newspaper Mats 
will bring you increased 

over-the-counter 

business... 

and cut your 

sales costs. 


in BIG Volume... 
Make More Money 


If you're looking for fast turnover, you'll 
find it with B-H Spun Blankets. Easy to 
handle, this insulation is extremely light— 
yet eliminates the buckling that needs 
three hands to install it. The time that B-H 
Spun Blankets save will bring your cus- 
tomers back for more again and again. 


BALDWIN-HILL COMPANY 


2003 Breunig Avenue ° Trenton 2, N. J. 


Kalamazoo, Mich. Huntington, Ind. Temple, Tex. 
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“Creosoted Products 
are the only thing 
for the job they do” —f __ 


MR. COUCH shows one of his customers a 
Sales of 


pressure-creosoted fence post. 
posts, he finds, often lead to sales of such 
related items as fencing. 


@ The growing trend toward live- 
stock farming on the Mississippi 
Delta has opened up a promising 
market for pressure-creosoted fence 
posts for the Couch & Bailey Lum- 
ber Company at Clarksdale, Miss. 

Joseph T. Couch, Jr., president 
of the Company, reports that his 
firm has been selling pressure-creo- 
soted products for about six years 
and they currently account for 5% 
of his business. He is thoroughly 
sold on the long life of pressure- 
creosoted wood. 

Mr. Couch says that his average 
sale is 100 posts, but on several 
occasions he has delivered as many 





ie 
alt 





as three carloads (4,500 posts) toa 
customer at one time. Some of his 
customers have told him they have 
had pressure-creosoted posts in the 
ground for as long as 17 years. 


To tell farmers about the econ- 
omy of pressure-creosoted posts, 
the firm uses handbills, plus news- 
paper and radio advertising. Re- 
sponse has been good in every case. 


“T am thoroughly convinced that 
Creosote products are the only 
thing for the job they do,” Mr. 
Couch says. “These products are 
also the least expensive because 
there is no maintenance.” 


HERE'S HELP FOR YOU IN SELLING PRESSURE-CREOSOTED FENCE POSTS 


Turn the page to read how the producer of U-S’S Creosote is helping to promote the use of pressure-creosoted fence posts in y« 


ere ef ee +e ees 


et eeeeeteeeeee 


STRSTR eee . 


United States Steel Corporation 


ur | 


area. Then mail this card (no stamp nec omsary) for full information on how to become a pressure-creosoted fence post dealer. 


Room 4288, 525 William Penn Place 
Pittsburgh 30, Pennsylvania 


I’m interested in distributing pressure-creosoted fence posts. Pleas 
send me additional information and put me in touch with pressure- 


treaters who produce this product. And, send me a copy of your new 
guide, “Fences That Pay.” 
MAIL 


THIS CARD 
TODAY— 
NO STAMP 
NEEDED! 


Name 
Address 
City 


State 





, owner of Mile-Away F, 
? Southern Pines, North por 
mie led preeure —_ 
te ant roquine « vee 
ADVERTISING Right now—well in advance of the spring 


fencing season— United States Steel is tell- 
ing farmers about the advantages of Pres- 
sure-Creosoted Fence Posts. Advertising in 
regional and state farm papers describes the 
experiences of farmers in the reader’s own 
area with Pressure-Creosoted Fence Posts. 
These advertisements stress the savings 
in labor, savings in replacements and sav- 
ings in fence that result from using pressure- 
creosoted fence posts. They go a long way 
toward convincing farmers that pressure- 
creosoted posts are the best wood posts. 


FENCE CONSTRUCTION 
GUIDE 


The makers of U-S’‘S Creosote have pre- 
pared a guide to the best approved methods 
of fence construction. It deals with prob- 
lems farmers encounter in building fence, 
and it shows how pressure-creosoted posts 
save time and money. 

When you mail the card below, we’ll send 
you a sample of this guide, “Fences That 
Pay.”’ Look it over. If you’d like copies 
later for your farmer customers, your pres- 
sure-treater who uses U'S’S Creosote can 
supply you. 











LOCAL If you wish to advertise pressure-creosoted 
fence posts in your local newspapers, your 
ADVERTISING pressure-treater can obtain mats like this 
for you. There’s ample space for your firm 
name and address. 


United States Steel is a major producer of Creosote used by many producers of You've heard about 
pressure-creosoted fence posts. When your supplier tells you he uses US'S them | 


Creosote, you can be sure a quality preservative has been used. You've read about them! 
PT REPRE EE RETO COSE OOOO CORSO PURER ESET EERE EERE ee, Me Y : / 
FIRST CLASS PRESSURE-CREOSOTED fence posts 


Permit No. 3117 
(SEC. 34.9 P.L.&R,) @ You've heard about pressure. 
creosoted ducts of modern t 
Pittsburgh, Pa. ee sean ae salah plants. Just the “ane ee 
in leading farm magazines. Pres. of Creosote Oil i forced deep 
into the wood to give it the 
longest Poasible life. There's no 
Suesswork involved. 
Over the years, you'll find 
oe resented posts cost you 
lees than any other wood 
post you can use. Come in and 


get prices and other i 
today. information 


Your headquarters for PRESSURE-CREOSOTED posts 


DEALER SIGNATURE 

















BUSINESS REPLY CARD 


No Postage Stamp Necessary if Mailed in the United States 








— POSTAGE WILL BE PAID BY — 


UNITED STATES STEEL 
Room 4288, 525 William Penn Place 
Pittsburgh 30, Pennsylvania 





New DODGE 


NEW! Roomiest Cab! wide, aman cab 


with easy-chair seat. 951 sq. in. windshield 
and best all-around visibility of any make. 


NEW! Sharpest Turning! 39° turning angle, 


short wheelbase design for top maneuver- 
ability. Easiest handling trucks there are! 


NEW! V-8's and Sixes! Most powerful 


V-8's in popular field—133 to 172 h.p. Plus 
famous Dodge Sixes. 7 engines ir all. 


NEW! Low-Built Lines! suit iow tor better 


road stability, easier loading, ground-hugging 
good looks. Lower step for easier cab entry. 


ALL ADD UP TO 


-_—— 
ae 
a” 


4 


better dea 
for the man 
at the wheel” 


See “Break The Bank” with Bert Parks on TV (ABC, Sundays). 

Hear “The Roy Rogers Show” on radio (NBC, Thursdays). 

See “Make Room For Daddy” with Danny Thomas on TV (ABC, Tuesdays). 
Enter the Dodge 40th Anniversary All America Contest. See your dealer, 
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“You'll profit with new Marlite 


PLANK &« BLOCK! 


EASY TO INSTALL—EASY TO SELL 


FAST, EASY INSTALLATION — New Marlite Plank 
and Block are your answer for customers who 
want to modernize a bedroom, living room, rec- 
reation room, kitchen and bathroom . . . or who 
want to convert their unused attic into an extra 
room. Quickly installed by carpenter or home- 
owner over old or new walls, Exclusive tongue 
and groove joint conceals all fastening. 


MARLITE PLANK AND BLOCK 
PATENT APPLIED FOR 


HANDY, CARRY-OUT SIZES—Planks 
(16” x 8) and Block (16" square) are 
packaged in con anient, easy-to-handle 
cartons. Your do-it-yourself customers 
can load enough paneling in their car 
for an entire room. 


BEAUTIFUL ‘COMPANION COLORS" — 
With 10 beautiful colors styled by Ray- 
mond Loewy Associates, plus 4 distinc- 
tive wood palterns, your customers can 
plan hundreds of decorating schemes 
for any room. Convenient “color deck” 
makes selection easy. 


BAKED MARLITE FINISH—Permanent soil- 
proof finish never needs painting; cleans 
with a damp cloth. Fingerprints, 
smudges, and stains whisk away quick as 
a wink. Marlite’s new soft lustre finish is 
styled for any room, ‘n home or business. 


complete details on the Marlite Plank and 
Block promotion plan that will increase 
your building and remodeling profits. 
Marsh Wall Products, Inc., Dept. 341, Dover, 
Ohio. Subsidiary of Masonite Corporation. 


See your Marlite salesman or write for = 


4 
Marlite 
& ». a a a |. ae oe ee 


} WALL and CEILING PANELING 
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it's Easy to 


Sell 
mm 
Proof! 


Republic Steel hitchens 


Right now is the time to team up with 
Republic Steel Kitchens! Republic’s big 
“Most For Your Money” national adver- 
tising campaign is in full swing. Big full 
page, full color ads give your prospects 
the facts on wise kitchen buying. And 
they come to you for the story on the 
only line that invites comparison! 

Put this hard-selling tie-in package to 
work for you making big, profitable 
kitchen sales. It’s geared closely to 
Republic’s showdown comparison theme, 
“Most For Your Money!” 


Join the Challenge Line Now 


There never was a better time to get 
yourself set to cash in on the big-volume, 
high-profit opportunity with Republic 
Steel Kitchens, the line that’s planned, 
built and pre-sold by one of the world’s 
largest steel companies. A basic Republic 

THIS SALES-BUILDING PACKAGE Steel Kitchen in your display center and 
TEAMS YOU UP WITH REPUBLIC’S pomdehiomimraise reps 
ee is you in business in a big way. in the right 
MOST FOR YOUR MONEY” CAMPAIGN a iar way! Ask your distributor, or 
ac love Seltina Kit Gecsenteed by > write: Republic Steel Kitchens, 
a og e - misnne es Good Housekeeping Republic Steel Corporation, 1086 
aan Salérmanls. Seidel £7 45 soyeanisio WET Belden Ave., Canton 5, Ohio 
i; ot Chee ? ' 
The Buy On Proof folder “gua Shree homme Ad Comer Card with «= CABINETS OF STEEL FOR LASTING APPEAL 
and the “magic-dip” post Wallet Offer Remodeling Book - 
card give prospects the Show- ®@ Magic Post Cards © Co-op Newspaper Ads 


down Comparison check-list @ Buy On Proof ® Broadsides 
that closes sales fast! Folders © Outdoor Posters 
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“‘You can sure feel 
the difference! ““ 


says Henny Mozzone of Mainline 
Hardware, Bala-Cynwyd, Pa. 


Mr. Mozzone ran several cuts on four 
well-known, but unidentified, brands of 
single-strength window glass. Each was 
marked A, B, C or D. He picked brand 
D every time. “You can sure feel the 
difference—this brand is by far the 
easiest to cut!” 

Brand D was L’O-F. This is no iso- 
lated case. 28 out of the 30 dealers who 
took this “Blindfold Test” picked 
L:OF! 

L-‘O:F Window Glass is easier to cut 
into big pieces or little pieces. It’s 
easier to cut into angled or curved 
pieces. You can even cut off narrow 
strips with a light, easy stroke. 

L‘O-F cuts easier because it is an- 
nealed more slowly, more patiently. 
That makes it less brittle and more 
“even” in structure—so it’s a safer buy 
tor your customers, too. 


TRY THE “‘BLINDFOLD TEST’’ YOURSELF! yellow pages of phone books in many principal 
Cut L-O-F first, last, or in between the other 
brands. Run any kind of a cut you want. You'll 


cities throughout the country. And send for your 
free booklet—*’For Greater Profits in Window 


see why you have fewer bad cuts, less waste Gloss.” 


and more profit with L-O-F. 
Call your nearest L-O-F Distributor. These Write Libbey-Owens-Ford Glass Company, 
local businessmen are listed under “Glass” in the 6534 Nicholas Building, Toledo 3, Ohio. 








(To obtain more data on advertised products see page 158) Varch 8, 1954, AMERICAN LUMBERMAN © 


LY 











Extra Prorits 


Sell the Flooring and the Finish 


You make an extra profit on the sale of Prefinished Bruce Strip Floors. You get 
your regular flooring profit plus a profit on the factory finish. You'll make more 
sales, too, because nationally advertised Bruce Floors are always easier to sell. 


Builders and owners also benefit from these advantages of prefinishing: 
No sanding or finishing — This saves builders from 3 to 5 days on the job. 
Reduced floor costs — Factory finishing costs less than on-the-job finishing. 


More beautiful floors —The Bruce linish preserves all the natural beauty of 


the wood. 


For literature, prices and sales helps, write 


E. L. BRUCE CO., MEMPHIS 1, TENN. 


The Bruce "Seratch Test” 


The famous “Scratch Test” pictured 
here proves that the Bruce factory- 
finish does not scratch, chip or wear 
away like a surface finish. It lasts years 
longer because the finish is “in the 
wood” — not just a thin film on top. 


Profiniched Bruce Strip Floors 


Bruce Ranch Plank and Bruce Block Floors are also prefinished 





NORTH IDAHO ENGELMANN SPRUCE 


_ STRONGER! 


“What a combination!” says Packy, the Pack 
River Beaver trademark. “Here’s a new, dif- 
ferent wood that, weight for weight, is 20% 
stronger than most other soft woods. It’s no 
wonder that builders everywhere are de- 
manding North Idaho Engelmann Spruce 
- for use on both exteriors and interiors.” 
_ You'll see the reasons for all this enthusiasm 
the first time you handle this great wood. 


GHTER! 


r At high altitudes, but midway between tem- 
" perature extremes, nature has provided ideal 
| conditions for growing this different species 
_ of spruce. Scientific methods of kiln-drying 
_ and milling have improved on nature’s handi- 
» work to produce a wood of uniform high 
| ~ quality with the advantages of clear-grained 
peeuty plus strength and light weight. 


ITER! 


For interior paneling, cabinets and furniture, 

here's a wood that takes a perfect finish. Its 

whiteness is ideally suited for today’s mod- 

2 a light tones. And because it is free from 

» excessive pitch and resin and doesn’t split in 

"nailing, it’s easier to work, too! Ask your 
» wholesaler, or write direct to... 





ACK RIVER SALES CO. 


Yd is ; ti NM SPOKANE, WASH. P.0.80X64 ©  TELETYPESP.105 © TEL. MAdison 0121 
Send T ait Managing Sales For 
illustrated Brochu re PACK RIVER LUMBER CO. NORTHWEST TIMBER CO. THOMPSON FALLS LUMBER CO. 
aa u Sendpoint, Idaho Gibbs, Idoho Thompson Falls, Mont. 
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A ABA 
BoO-@ DISTRIBUTORS 
foc epee 


e 
c. 
ay 


COLORADO 
LUMBER DEALERS, (mC. 
Lene: Comrede 
CONNECTICUT 
“EMERAL WOODCRAFT CO. INC, 
North Bergen New Jersey 
ORL AWARE 
OLALERS WAREMOUSE SUPPLY CO, INC. 
Baiimore Maryiand 
DISTRICT OF COLUMBIA 
OLALLRS WAREMOUSE SUPPLY CO_ INC. 
Arangton, Vigne 


sex Use 
¥. & ANDERSON wFE C me 
Bredenton fia 

GECRGIA 
® OrsTaNSyT ORS 


1 Vine 


(Dano 
BOISE SASH & DOOR INC 
Bre deme 
JOWNSON BROS PLANING MILL COL oa 
dene Feit, deme 


ALINONS 
¥. & ANDERSON HFG. CO, ING. 


Oweesbore 
(MoE SCHILLING SASH & DOOR CO, 
st canoe 

joo@ CO 


on 
INOLANA 

¥. E ANDERSON MFG. CO, mC. 

wn 

Rode WHOLESALE DISTRIBUTORS, 1c 
oo 
‘ WOOW CO. 

Johet itinaes 
owas 

ANOREW A RINDEM & SONS. (m« 

Mi 

CO WNOOW UNIT C 

Mel Weconsin 
KANSAS 

MARTIN MATERIAL CO. 

(aty Mlissoun 

KENTUCKY 

VE. ANDERSON MPG. CO. INC. 


pwensdore fooresty 
ReOew WHOLE! OrsTaBUTORS, imc 
Rorwood Ube 
MAINE 
GENERAL WOOOCRAFT CO, IMC 
orth Bergen New Jersey 
MARYLAND 
DLALERS WAREMOUSE SUPPLY CO. INC 
Bainmore Maryland 
MASSACHUSE 


TTS 
GENERAL WOODCRAFT CO_ INC. 
orth Bergen, Mew Jersey 


— 
Sf SCHILLING SASH & DOOR CO, 
ee 
ee 
MONTANA 
FALS WONDOW & CABINET SHOP 
fas a 
ONTERSTATE LUMBER CO, 
wis itak SUN DERS 
Boling: Montane 
MEBRASE A 
THE SOTHMAR CO. 
© Nebionke 
EW HAMPSHIRE 
GENERAL WOODCRAFT CO_ (nC. 
North Bergen New Jersey 
wew /EnetY 
GLMERAL WOODCRAFT COL INC, 
Rorth Bergen jerey 
JOMRSON & WIMSATT, HNC. 
Bertyite Mew jeney 
yora 
RAL WOODCRAFT CO. INC, 
7 nose teon re ine 
Fae wmttien TACKsOn CO, ime, 
Butsic Hockevte: New Tork 
WORTH CAROLINA 
ATOM BUNDY LUMBER COL INC, 
Sots lft Senn gaan. 
fedew Gis ROUT ORS 
Mount Virginie 
WORTH DAKOTA 
JACK & KIRRARD & 00, 
rot orth Derots 
Onto 
The MANONEY SASH 6 0008 CO, ‘ 
icoce ROLLER Serer, me R-O-W windows were the 
ete s supp ca first removable windows to be 
OFT as cons, nt widely accepted. The patented, 
meen trouble-free mechanism, 
ron ae a plus quality construction, 


We stn 


po de has been responsible 
fetal etRocaa co, mt for R-O*-W windows’ 
Kooi / remaining America’s 


SOUTH DAKOTA 


sto tan 4 cove co favorite. Insist on genuine 
THe EEl son wre. co, ie. / R:-O-W windows. 
desman ene 


ORS, 


Look for the cups! 


TAM 
& Ww PRANK & CO. 
Sait Lake City, Uta 


VERMONT 
GERERAL WOOKCRAIT CO NC 
eee New jery 


VIRGINGA 
ALTON. BUNDY LUMBER CO. INC 


WASHING TOM 
ACME NLL RR INC 
furwiand 
SPORAME SASH & 0008 CO 
Soonene Washington 


WEST VIRGINIA 
eGo DISTRIBUTORS 
pee 


wisconsin 
wiscow wimoow vail CO. 
Merri Wiseon wn 


WYOMING 
FOWLER & PLTH 
Cheyenne Wyoming 


va Ca 
¢ OOK SASH & DOOR CO. 
Coambrok, 8 C. Conade 

HAYWARD BUILDING SUPPLIES. LTO 
Ldmonton (acaee 


Aibe 
Verena BC R.O.W. SALES CO. 1326-68 ACADEMY AVENUE - FERNDALE 20, MICHIGAN 


CAmA0A 
CALGARY SASH & DOOR CO 
t ‘ 


R‘O-W is the registered trade-mark of the R.O.W. Sales Co. 
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Say thousands 
of dealers who 
are increasing 


t 


their sales Pe 
with the G-P Paes 
Profit Maker Kit \ 


aa 


PROMOTIONS 


YOU SELL MORE YOU PROFIT MORE WITH GP 


Cash in on this sensational combination of product and promotion, unsurpassed 
in the plywood field. G-P Ripplewood textured wood wall paneling is sweeping 
the country with the exciting new beauty of a rich sculptured effect and a swirling 
grain pattern. G-P Ripplewood dealers are winning new customers, selling more 
paneling than ever before by using this all-inclusive promotional program. It’s a 
complete package—field-tested and profit-proven. Product, promotion, national 


advertising . . . everything you need to rnake G-P Ripplewood your top-selling 
wall paneling. 


ASK YOUR G-P REPRESENTATIVE OR PLYWOOD SUPPLIER 
FOR YOUR COPY OF THE RIPPLEWOOD PROFIT MAKER KIT 


OP) - GrorGIA— PACIFIC 
PLYWOQD COMPANY 


Dept. AL-3, 270 Park Avenue, New York 17, New York 
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COUNTER COLOR 
DISPLAY BOOKLET 
product 


+a —12 pages, 
demonstrator full-color room 
with finished ' . scenes, styling 
samples and . ideas, finishing 
3-D viewer. specifications. 











Full-Color Two-Tone Painted Full-Color 
WALL POSTER PRODUCT SAMPLE ENVELOPE STUFFERS 








Complete Assortment Especially Written 
AD MATS RADIO SCRIPTS 


Specification and Sales Tips, 


Sample Letters, 
PRICE DATA SHEET Publicity Releases 





| — Product Manual. 





PROMOTION THAT STIMULATES, CONVINCES AND SELLS! 


Sp 


Here is adve:tising that reaches your key prospects with millions of sales messages! 
Full-color advertising in Better Homes & Gardens and The American Home 

is stimulating a barrage of inquiries from the lucrative homeowner market 

... they see it, they want it and they're buyirig G-P Ripplewood. In addition, 

G-P Ripplewood messages are directed to builders, architects and other 

specifiers and buyers of wall paneling in leading trade publications, re 

in your own area, thousands of potential customers read about G-P 

Ripplewood every month. 





YOU SELL MORE...YOU PROFIT MORE WITH G-P PROMOTIONS — 


: THORS, 


ee ee era al these 
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Bales wl Y 


you sell a fast moving line . “Bis tell as pale 
SiN pitihinns 6s plelidin’ toed Migheestaaiat doi; didhed tpace on 
mill, by experienced craftsmen. Griffin butts and hinges will bring increased 
business into your store. 
When oa customer asks for builders’ hardware, sell him Griffin . . . you'll 
be selling the best. 


RI FFIN VEL) Every 0008 NEEDS THREE 
MANUFACTURING COMPANY 
ERIE © PENNSYLVANIA 


REPRFCTMTATIWES 
WILBUR H. DAVIS THE B. S. ALDER COMPANY R. F. BEVERS H. C. GLOVER 
1639 W. Fergo Avenue 45 Warren Street 4524 East 60th Street 2611 Garrison Bivd 
Chicago 26, IIlinois New York 7, N.Y Seattie, Washingion Baltimore 16, Maryland 
GEORGE A. GREGG c. tL. LEWis L. G. FULLER ROY L. ROGERS 
17134-6 Wyoming Avenue 2450—17th St. P. ©. Box 2113 1620 Garfield Street 
E. H. FARRAR Detroit 21, Michigan San Francisco 10, Calif Jackson 5, Mississippi Denver 6, Colorado 
Room 22 AUSTIN & EDDY INC WALTER S. JOHNSON & SONS HARVEY D. RUSH & SONS WwW. C. MEIBAUM& CO 
2nd Unit Santa Fe Bidg 115 Broad Street 917 St. Charles Avenue 4638 Nichols Parkway 6954 Oleatha Avenue 
Dallas 2, Texas Boston, Massachusetts Atlanta, Georgia Kansas City, Missouri St. Lovis 9, Missouri 


—_— GRIFFIN PRODUCTS 
4 
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ARCH-HOR Flush doors 


Hasko Arch-Kor Doors have trouble-free quality 
built-in . . . a result of Haskelite’s uniformity 
of construction, uniformity of materials, and 
uniformity of production methods. This arched 
rib gives maximum panel support which eliminates 

“s buckling, gives the door greater dimensional 
stability and resistance to warping. 


hau 


a \ 
ae The Arch-Kor Door is another instance of 
how Haskelite, through engineering leadership and 
constant attention to quality construction and control, 
helps you overcome your sales or installation 
problems . . . cuts down on profit wasting 
customer kick-backs. 


Write for detailed cata 
information today! 


eR easccuire manuracturine corr. 


Grand Rapids, Michigan 
Mobile, Alabama 
Marquette, Michigan 
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The new Dutch Boy” Color Gallery 


helps Hoosier paint dealer 
largest projects in the 
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sell “one of the 
United States 


Painting Contractor on the 

3500-gallon Meadowbrook 

project is Mr. J. E. Thompson, Indianapolis. 
Tickled pink with new “Dutch Boy” Flat Wall 
Enamel — Satin Finish, too — he writes, “Hiding 
power .. . sealing qualities . . . are much greater 
than any wall paint which I've used in the past.” 


For phenomenal paint business, put in the new 
“Dutch Boy” Color Gallery. 


Like Mr. Bob Banks, Advance Paint Products, Inc., 
Indianapolis, Indiana! 


With its help, he’s getting a “large retail business.” 


With its help, he “has been successful in selling the 
decorators.” 


With its help, he has already landed many “out- 
standing jobs” — including the Meadowbrook Apart- 
ments (647 units), “one of the largest projects in 
the United States.” 


With its help, You can make big money, too. 


Whether or not you now have a color system, take 
a look at the new “Dutch Boy” Color Gallery in your 
store. Just write or phone our nearest office for a 


demonstration. ; 
», 


NATIONAL LEAD COMPANY: New York 6; ao oomag 
Buffalo 3; Chicago 8; Cincinnati 3; Cleveland 13; Dallas 3; 
Philadelphia 25; Pittsburgh 12; St. Louis 1; San Francisco 10; 
Boston 6 (National Lead Co. of Mass.). Reg. U. S. Pet. Off. 
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Why you sell more paint with 
the “Dutch Boy” Color Gallery: 


Simple system — easy for your customers to under- 
stand and use. 


The colors you need to meet today’s demands, either 
traditional or modern...glamorous pastels, in-between 
shades, deep tones. But not so many colors that cus- 
tomers are confused, sales slowed down. 


Shopper stopper display case — exquisitely beauti- 


ful “showpiece” that draws people to it and makes 
them buy. 


Brings in new customers — once they get the word 
from your old customers, lots of new ones will be in 
to see this marvelous Color Gallery. And to buy paint! 


“Take-home” chips that make it easy for customers 
to match up colors with home furnishings — that also 
tell them which colors go together. 


Pocket edition — a special “tool” for selling big- 
volume prospects, such as real estate developments, 
factories, hotels, schools, etc. 


Big name brand that’s nationally advertised . . . that 
people know and have confidence in. 


Outstanding paint value—every Color Gallery paint 
has the top quality all “Dutch Boy” products are 
famous for. The interior finishes are modern alkyd 
resin enamels... with all this means in easy applica- 
tion, uniformity of finish, long service. 


Priced right — customers pay no premium for Color 
Gallery paints. They're popularly priced, to appeal to 
the widest market. 


Why you make extra profit 
on every gallon sold: 


No Complicated Mixing—you save time. The Color 
Gallery is a simple “one-shot” system. You use only 
one blender for each gallon or quart of paint. 


Small Investment — you don’t tie up a lot of money 
in inventory. All you stock is a few bases, plus the 
necessary color blenders. 


Little Shelf Space Required — your entire stock of 


color blenders fits into an area the size of an average 
door. 


Exceptional Turnover — as you carry only a few base 
paints, you get much faster turnover with the Color 
Gallery than with regular paints. 
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Sell more paint 





NOW, for the first time, you can use 
the prestige and authority of the nation’s 
leading home decoration editors to help 
build your paint sales. It’s just like having a 
famous magazine editor at your elbow! 

Each of the exciting bedrooms shown in the 
portfolio is printed in sparkling natural color 
and each editor has written her reasons for 
selecting and combining the colors used. 
But—most important for you—every color 
in each room is color-keyed so you can match 
it easily and exactly. Here’s a selling tool that 
helps you stir your prospect’s imagination 
and desire for fresh color, and draws on the 
experience of famous magazine editors to 
button up extra paint sales for you. 


For better 





with this 


' The Portfolio of Colorful Bedrooms is 
available in two editions—one, for use by 
painting contractors, shown above, and the 
other an edition for Week-End Decorators 
who prefer to do their own painting. Con- 
ceived and developed by Archer-Daniels- 
Midland, this great new paint-selling idea 
is being made available to all paint manu- 
facturers in the interest of increasing the 
consumption of paint, and is being featured 
in national magazine ads. 


Here’s a sure-fire way to get extra paint 
sales—earn extra paint profits! 


Check your own paint supplier today for a 
supply of these first-of-their-kind sales helps. 





painting and 101 handy 
home uses... 101 sales 
opportunities every 
day in the year! 


ARCHER - DANIELS - MIDLAND COMPANY - 600 ROANOKE BLDG., MINNEAPOLIS, MINN. 
50 (To obtain more data on advertised products see page 158) 


March 8, 1954, AMERICAN LUMBERMAN © 





EDITORIAL 


Let’s Put a Stop-Loss on Selling Failures 





Every day in every lumber yard 
in America, prospective sales vol- 
ume walks out the door because of 
lack of efficient selling. 

Some sales are lost completely— 
others are not as large as they 
should have been. Nearly always 
this business is gone for good. If 
just a part of these sales could be 
salvaged, sales volume could be 


What | Failed To Do! 


(] I failed to tell and prove the benefits 
] I didn’t overcome the objections 
] I didn’t know a] the benefits 
I let the buyer sell me a poor reason for not 
buying 
] I didn’t inspire confidence 


I failed to cultivate the customer after the 
last sale 


I didn’t answer questions 
I made exaggerated statements 
I failed to maintain a service attitude 
[] I eouldn’t handle the price problem 
] I failed to listen and learn 
] I didn’t ask the right questions 
] I wasn't cheerful and enthusiastic 
I didn’t use my selling aids 
I didn’t plan the sale thoroughly 
] I didn’t use the right amount of tact 
] I failed to ask for the order 
I didn’t personalize the proposal 
I didn’t sense customer’s wants 
[} I ignored the customer's ideas 


[] I made the buyer peeved and let him stay 
that way 


} I won the argument but lost the sale 
}] I created a bad first impression 
}] I didn’t get the prospect to talk 

I didn’t dramatize my selling points 


“] I didn’t make the prospect see and under- 
stand 


I didn’t sell myself 
] I “bore in” to the point of boring 
[] I over-estimated the buyer’s information 
] I under-estimated his intelligence 
] I interrupted the customer once too often 
] I failed to use the right pressure 
~} I talked technicalities instead of the human 
side 
[} I didn’t relax the prospect 
] I failed to use showmanship 
[] I didn’t have -he will to win 


Reprints available 
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.} Too much “I” 


increased 10 to 15, even 20%. 

This year we cannot afford to 
lose even one sale—if it can be 
salvaged. With this in mind we 
have prepared the following check 
list of reasons for lost sales. 

Mr. Salesman — Tear out this 
page—keep it in your personal file 
—keep it at work! 

As soon as possible after you 


WHY | LOST THAT SALE 


Personality Traits 
That Killed Sales for Me. 


Indifference 
] Lack of initiative 
} Stubbornness 
Apple polishing 


[] Insincerity 


] Overpromising 
Ignorance 
Poor working habits 
Limited vocabulary 

] Unreliability 

| Pessimism 

] Intemperance 
Exaggeration 

] Familiarity 

| Impatience 

| Immaturity 
Arrogance 

} Sloppiness 

} Cockiness 

|} Chain smoking 
Prejudice 

‘] Sharp Trading 
Lack of faith 
Overeagerness 
Over ambitious 
Procrastination 


[] Lack of self-confidence 


[] Faulty dress and appearance 


] Inclined to self pity and alibiing 
"| Lack of imagination 
not enough “You” 
] Lack of industriousness 
] Disloyalty 
Discourtesy 
] Talkativeness 
Over-confidence 
Inattentiveness 
Profanity 
Trickiness 
| Absenteeism 
Dishonesty (any type) 
Emotional instability 
Bad disposition 
Tendency to bluff 
Perfunctory approach to work 


have experienced a _ prospective 
customer walking out on you 
without placing an order or buying 
what he should have bought, take 
out this check list, find the reason 
and check it. Resolve never again 
to make the same mistake. Ask 
yourself why you made it and take 
positive steps to prevent it ever 
occurring again! 


Customer Resistance 
That Defeated Me. 


“I'll buy sometime later” 

} “I'll buy when business picks up” 

] “I’ve got to see so and so first” 
“Can't afford it-—it costs too much” 
“I'll look around first” 

[) “I can get it wholesale” 

] “You're too expensive” 

“We're not interested now” 

} “Leave (or send) some literature” 

“Your competitor buys from us” 

] “Your competitor is my best friend” 


] “I've heard your quantity (or service) ain't 
so hot!" 


} “You've got to sharpen your pencil” 
[} “I'll think it over” 
‘We have more than we need” 
[) “The change is too drastic” 
“I'm going to get other figures” 
] “Wait ‘till after election” 


C] “I'm overstocked now” 


I allowed the customer to get away 
with one of these objections. I failed 
to recognize that these are normal de- 
fense mechanisms that are used by all 
buyers, including myself, because of 
the salesman’s failure to provide 
enough information and prove enough 
benefits. 


Everytime you put another check 
mark against the same reason for a 
lost sale, you face a habit that needs 
changing. Set about changing it now! 





MASS DISPLAYS OF POWER MOWERS and hand mowers at- 
tracts considerable attention for the Scott Lumber Co., Amarillo, 
Tex. Displays are visible from the street 





SALES MORE THAN DOUBLED for garden tools 
after the Brookhaven Supply Co., North Atlanta, Ga., 


installed this knotty pine tool rack. 


How to Improve Your Lawn and Garden Sales 


Three dealers give you tips on what to stock and 
how to promote sales of garden supplies, equipment and 


fencing. 


Most dealers can step up their 
sales measurably by examining the 
potential for yard and garden busi- 
ness. This business is good in 
spring, summer and fall. How to in- 
crease your take in lawn and gar- 
den supplies is discussed in this 
issue. Next issue, we will point out 
the additional profit in selling a 
packaged patio layout. Watch for 
this second article, “New Profits in 
Outdoor Living Trend,” March 
22nd. 


Flourishing profits grow in lawn 
and garden departments of thou- 
sands of progressive building ma- 
terial dealers from spring’s first 
warm spell to early fall. Here’s 
how three dealers are successfully 
catering to their green-thumb 
clientele: 


Rentals Spur Sales 


Rentals of garden tools and 
equipment are being used success- 
fully to spur sales of tools, seeds, 


fertilizer, insecticides, etc. at the 
Brookhaven Supply Co. North At- 
lanta, Ga. 

“Whenever a customer comes in 
to rent a garden tool,” says E. 
Reese Livesey, president, “that 
customer almost always needs 
companion merchandise like seeds 
or fertilizer. Thus, we profit two 
ways because the tools pay for 
themselves quickly and require 
little maintenance.” 

The firm, which stays open all- 
day Saturday to service the gar- 
den trade, rents lawn rollers, spike 
rollers (aerators), fence stretch- 
ers, post hole diggers, wheel bar- 
rows and seed distributors for 50¢ 
a day. A power lawn mower rents 
for $2.50 per hour—and provides 
leads for sales of power mowers. 
Livesey points out that his firm 
requires deposits on equipment 
only from total strangers. Deposits 
vary depending on the value of the 
tool. As an added precaution, 
salesmen unobtrusively note down 
the stranger’s license number. 


Green Thumb Day 


A special green-thumb-day pro- 
motion helps boost sales of garden 
supplies for the Comfort Lumber 
and Coal Company’s yard at River 
Edge, N. J. 

Preliminary promotion for the 
early spring event includes send- 
ing of invitational letters to flow- 
er, garden and womens’ clubs and 
regular advertising in newspapers 
and on radio. As many as 600 po- 


OUTDOOR GARDEN DEPARTMENT at the Merner Lumber Co., Palo Alto, Calif.. tential customers have attended 
is an attractive and profitable drawing card for green-thumb customers. Tree-lined the one-day events. 


setting puts customers in the mood to buy merchandise on display. The firm has manufacturers’ 
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SIDEWALK DISPLAYS of power mowers, tools and DEPARTMENTALIZING your garden supplies in one area of 
pick-up cart attracts pedestrians to the Terry Road your showroom informs customers you are specializing in these 
Lumber Co., Jackson, Miss. items and leads to related merchandise sales. 


















representatives to demonstrate 
power mowers. A local horticul- 
turist was on hand to answer cus- 
tomers questions on gardening. 
Door prizes include a power mow- 
er, lawn sweepers and subscrip- 
tions to a garden magazine. 

The green-thumb-days have 
helped the firm’s garden depart- 
ment sales amount to one-half of 
total store sales in the spring 
months. 


Cover courteay: The Union Fork & Hoe Co., Columbua, Ohio, 































lt’s Time For 


SPRING 
CHECK-UP 


On Your 




























Promotion for Fencing 









Indoor and outdoor displays of 
fencing and promotion of unit, 
package, and installed prices have 
boosted fencing sales at Heching- 
er’s of Washington, D. C. 

Dealers find fencing has an un- 
limited market because styles are 
available to fit in with the archi- 
tectural features of homes rang- 
ing from mansions to modest cot- 
tages. Hechinger’s say good selling 
points for fencing include beauty, 
safety for children and pets and 
protection for homeowners prop- 
erty. 







House and 
Garden Needs 






















Sections of several types of 
fencing can be displayed in show 
windows. Larger sections can be 





















































Garden Hose 

S , Long Handle Shovel Bow Rake 
displayed along the side of the pdb / Re ‘ 
show rooms, in parking areas or a ; . oo. wwe a* ‘ 
even mounted on the eA wall Screen Doors solid shank for Polished hard fen hose guar- 
f buildi Displ alls “3 greatest strength. wood handle, one anteed for your 
of Julidings. isplays at home Curtis screen doors of clear Rolled from solid piece head with satisfaction. 
shows and at new home sites also white pine, treated for rot 15 strong tines. 

bar of steel, no 

pay off. and termites, heavy galvan- welds or seams. $3.80 

The American Lumberman will ined wire, Sises 3-4" 3 €-". 3 40 $2 70 
furnish dealers with the source for $ . ; 

$8.58 each 


an attractively-illustrated 16-page 
booklet entitled “Let’s Build a 
Wood Fence” which is designed 
especially for consumer distribu- 
tion. 














SPRING CHECK-UP is the theme for the newspaper ad of the Larson Lumber Co., 
Salina, Kans. Illustrations of garden tools, hose and screens are from the Ameri- 


can Lumberman’s ADservice, mat page No. 5. The ad also offers free delivery 
(continued on next page) and free parking. 
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Tips for More Lawn and 
Garden Sales 


Successful garden merchandis- 
ing in the spring months can give 
you a head-start for a profitable 
1954. Here are some ways and 
means: 


1. Set a Goal: Establish a goal 
of increasing your garden depart- 
ment sales at least 10% over what 
they were last year. 


2. Plan Your Program: Pre- 

plan what you will stock and make 

“BARGAIN BOX OF PLANTS, MADAM,” asks the salesman at the Sluice Lumver Sure supplies are adequate in rela- 

Co., Seattle. Bamboo fencing sets off shrubbery and a wire fence allows a clear tion to your sales goal. Start your 

view of the nursery from the street. newspaper, direct mail and hand- 

bill advertising depending on 

when the weather breaks in your 
area. 





3. Departmentalize: Bring your 
power mowers, seed, fertilizers 
and other garden supplies into a 
central location and put up a “gar- 
den department” or similar sign. 


4. Seasonalize Window Dis- 
plays: As the season advances, 
change your window displays to fit 
in with the needs of the growing 
season. 

First choice of farmers everywhere. Combi- 
nation of wood and steel makes them sag- 5. Give Advice: Customers ap- 


pocot, strong, light, safe — easy to repair. preciate learning about when to 
Jest dollar value. Year ‘round seller. 


GOOD 
PROFIT- 
MAKERS 


FOR 


Lumber Dealers 


ROWE MANUFACTURING 


COMPANY 


Adams Street - Galesburg, Ill.,U.S.A 


(To obtain more data on advertised products see page 158) 


Good profit maker. 


ROWE WHITE 


“Triondly Pence, 


for LAWNS 


Finished in even, staggered or 
curved top styles. Smooth 
snow white pickets with 
Gothic tops. Makes attractive 
low cost fencing. Quickly 
erected, 


Single, extension and “step”. 
Extra strong and safe. Hick- / 
ory rungs, $00 pound tested. 
Side rails smoorh clear | 
straight grained Fir or 
Upland Hemlock. | 


Check your stock. Order 











plant and how te fertilize and 
water seeds and plants they buy 
in your nursery. 


6. Service Machinery: Some 
dealers find it profitable to main- 
tain a service department for hand 
and power lawn mowers and other 
garden equipment. Others have an 
agreement with a repair shop. Pro- 
viding maintenance service builds 
traffic and supplies leads for sales. 

7. Use Installment Selling: 
Make sure your customers know 
that they can use your regular 
time payment plans for buying 
garden supplies and equipment. 
“Easy Terms” signs help clinch 
sales. 


8. Promote Related Sales: 
When a customer buys grass seed, 
salesmen should inquire whether 
he needs hose, nozzle, sprinklers, 
fertilizers, etc. Signs that list re- 
lated items help sales. 


9. Promote Self Service: Signs 
over island displays of smaller 
items should tell customers they 
can get quick service by taking 
purchases directly to the cashier 
especially during rush periods. 


10. Use Decorations: White 
trellises and tree limbs decorated 
with colorful paper flowers and 
simulated grass on floors help 
brighten and individualize the 
garden department. 
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Are You Handling These 
items? 


Here’s what building material 
dealers are selling in their gar- 
den departments: 


FOR THE EARTH: Flower, 
vegetable and lawn seeds; fertil- 
izer; plant food; insecticides; 
evergreens; shrubbery; trees; 
flowering plants and bushes; 
hedges; black dirt and peat moss. 


HAND TOOLS: Rakes; 
spades; forks; hoes; small, hand 
garden tools; pruning shears; 
clippers; tree saws; edgers; 
work gloves; axes; picks; sick- 
els; scythes; tool handles; dan- 
delion grubbers; lawn mowers; 
rollers and aerators. 


POWER TOOLS: Power lawn 
mowers and garden tractors with 
attachments including sicke}l 
bar; cultivator; lawn rollers and 
snow plow. 


WATERING TOOLS: Rubber 
and plastic hose; lawn sprin- 
klers; hand sprinklers; cloth 
soaking hose; sprinkling cans; 
hose winders and plastic irriga- 
tion pipe. 


LAWN EQUIPMENT: Pick- 
up carts; fertilizer and lime 
spreaders; seed distributors; 
lawn sweepers; grass catchers; 
wheel barrows; incinerators; 
garbage cans; buckets; sprayers. 

FENCING NEEDS: Fencing; 
post hole diggers; wire stretch- 
ers; paint; stain; nails; staples; 
hinges and wire. 

LUMBER PRODUCTS: Trel- 
lises: arbors; flower boxes; flow- 
er stakes; ladders; portable or 
stationary tool houses; compost 
boxes; outdoor lamp posts; 
clothes poles and pins. 


CONCRETE PRODUCTS: 
Ornamental concrete products 
like bird baths; flower pots and 
statues; outdoor fire places and 
metal grills; flag stones; con- 
crete blocks; bricks; cement; 
mortar; chalk lines; trowels and 
brick hammers. 











ditches and irrigation canals to 
prevent further drownings of small 
children who accidentally fell in 
while playing near them. 

A series of such tragedies in the 
west and southwest was climaxed 
when one grief-stricken father re- 
cently wrote President Eisenhower 
for federal aid. The Mesa lumber- 
yard led its own community activ- 
ity when it built this booth on a 
downtown street for the use of 
parents conducting a campaign 
against the hazards. 

The slogan, “Help Cover the 
Open Ditches,” appeared on the 


booth under the yard’s identifica- 
tion. 


Fight! Fight! Fight! 


“Our slogan for 1954 will be 
‘Four Fights.’ "’ 
Fight for improvement 
Fight for Increased Sales 
Fight for Higher Gross Profit 


Fight for Lower Cost Per- 
centagwise on Sales 


—Leslie G. Everitt, vice presi- 
dent, The Long-Bell Lumber Co. 





The careful selection and 
harvesting of timber from our 
own stands provides the starting 
point for the quality that 


has built the BATE reputation for 
better lumber. 
This quality is reflected as well in 
the service and dependability with 
which your orders for all types of .| 
BATE lumber are filled and delivered. 
Order trom BATE and be sure. 


DEALER POINTER 


PONDEROSA PINE 
DOUGLAS FIR 
SPRUCE 
YELLOW PINE 


- 
_ 
~” 


ao” MEMBERS 
BATE bicincs au 


Dealer Aids His Community Week 
With Public Service Booth 


F. P. Drew & Sons Lumber Co., 
Mesa, Ariz., was one of the lead- 
ers in a local drive to cover open 


_ 


J. HERBERT BATE CO., INC. 
30 Church St., New York 8, N. Y., WOrth 4-6363 
1215 Public Service Bidg., Portland, Oregon 
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New Type Molding Display Speeds Sales 


Moldings, a display problem 
more often than not, are handled 
in a manner to speed both sales 
and deliveries by W. T. Harvey 
Lumber Company, Columbus, Ga. 

Molding samples are shown on 
the wall of the display room, but 
instead of being hooked on the 
wall individually, they are 
grouped according to sizes and re- 
lationship to each other. Grouping 
is by means of attaching the sam- 
ples to a four or six-inch slab 
about two and one-half feet long. 
The slab in turn is hung by a hook 
on the wall. 

Back of each sample on the slab 
is a notation giving its name, size, 
price and location in the molding 
bins in the lumber yard. 

First, the idea helps customers 
to help themselves. In addition, it’s 
a good sales aid in helping a cus- 
tomer determine just what mold- 
ing he wants. He is encouraged to 
browse as long as he wishes. 

When the customer picks his 
molding, a salesman turns over 
the slab, notes the information di- 
rectly back of the selected sample 
and includes this information on 
his sales slip. 


A copy of the slip goes back to 


COMPLETE INFORMATION on each molding sample helps manager W. E. Gross 


select the right type for his customer. 


the yard, where a workman there 
can see at a glance just where the 
stock is stored in the bins. This 
speeds order fulfillment, particu- 


larly important, says W. E. Gross, 
company manager, when a cus- 
tomer waits to take his order with 
him. 











Dimension 
Mouldings 





PROMPT, COURTEOUS SERVICE ON 


PONDEROSA PINE 
SUGAR PINE 


© INCENSE CEDAR 


® Boards 


® Panel Doors 


Well Manufactured, Seasoned and Graded ' 


@ WHITE FIR 
@ DOUGLAS FIR 


@ Shop 
® Sash 





TarTrer. WEBSTER & JOHNSON. INC. 


@ 


DOuglas 2-2060 Teletype SF 531 


(To obtain more data on advertised products see page 158) 


1 Montgomery Street 
SAN FRANCISCO 4G, CALIF. 


P.O. Box 1731 
lela @fe], mae Tei 
wi leld aicls me oni lel| Teletype SK 2 
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s»22. Sell CECO HOLLOW-METAL DOORS 
complete with hardware 


Every time you sell a Ceco Standardized Hollow-Metal Door you 

more money because you increase your unit sale. You sell 
the door plus name-brand hardware, both from one source. By 
eliminating double effort in buying, you will have more time to 
double your sales dollar, earn more profit. 


eco Doors are mass produced to save money. They are engi- 


ne 


ered for positive attachment of the hardware. Doors and hard- 
ware are reversible so you can make any hand or swing, single 
or double, from one unit. A Ceco Door can be made into a solid 
panel door or glazed door with one or multiple glass lights. 
Louvres can be set.in the lower panel. 

All that adds up to big sales opportunities from low inventory. 


Write for commodity price list today. 








CECO STEEL PRODUCTS CORPORATION 
Offices, warehouses and fabricating plants in principal cities 
General Offices: 5601 W 26th Street, Chicago 50, Illinois 





BRAND NAME 





ON LUMBER ALSO 
~~” 





Helps Dealers 
Sell More Lumber with this 


ome and Farm Building 
Planning Center 


@ Another powerful sales tool has been 
added to the Weyerhaeuser 4-Square 
Home and Farm Building Services. 
This striking new display unit is now 
available to make the Services even 
more effective in attracting prospects 
and in closing sales. 

This planning center unit is backed 
by many years of Weyerhaeuser ad- 
vertising . by steadily growing 
Building Services . . . and by increased 
1954 advertising schedules. Briefly, 
the program works this way: 

Both the Home and Farm Building 
Services offer a larger selection of 
expertly-planned designs—more than 
100 modern homes, and over 200 farm 
plans. National and state advertise- 
ments, plus free ad mats for local papers, 
invite prospects to come in to the 


(To obtain more data on advertised products see page 158) 


Varch 8, 


dealers’ yards and see the buildings 
displayed in the big 4-Square Home 
and Farm Building Service portfolios. 
These ads also carry coupons for liter- 
ature and free blueprints. Names of 
prospects who return the coupons are 
sent to local Weyerhaeuser 4-Square 
Lumber Dealers. 

The dealer display rack is part of a 
promotion package that also offers 
nearly 200 pieces of valuable sales 
literature, plus an automatic direct 
mail program directed to any five 
builders selected by the dealer. 

For full information on this vigorous 
new 4-Square selling program, see your 
Weyerhaeuser Representative, or 
write to the St. Paul office. Plan to 
take full advantage of the sales help 
it offers. 


Weyerhaeuser Sales Company 


ST. PAUL 1, MINNESOTA 
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WEYE 
VS VHREUSER A 


THVT: 


This handsome plywood display 
unit serves as a modern building 
planning center. It is offered with 
the new promotion package —and 
racks are provided on both sides 
at no extra cost if you subscribe to 
both the 4-Square Home and the 
Farm Building Service. 





The Weyerhaeuser 4-Square Home Building 
Service portfolio attracts prospects with its 
full-color illustrations of scores of popular 
architect-designed homes. 


Modern farm homes and over 200 other 
farm building ‘and equipment designs are 
fully illustrated in the Farm portfolio. Fea- 
tured in national and state advertisements. 
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UNFINISHED 
FURNITURE 


.. 


: 
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DO-IT-YOURSELF CUSTOMERS love to roam around the 
Handy Andy department, picking up odd pieces at bargain 
Signs and wide aisles make shopping easy. 


prices 


HELP FOR THE HOMEOWNER is symbolized by Handy 
Andy, a friendly-looking plywood man and trademark of 
the Hanna Lumber Co., Tulsa, Okla. 


Special Services Spark Do-It-Yourself Sales 


Oklahoma firm will do part of the job, allowing 
homeowner to finish it; self-service and bargains in odds-and- 


ends also help. 


Hanna Lumber Co., Tulsa, Okla. 
is going after the do-it-yourself 
market with a “Handy Andy” 
theme. 

Handy Andy is the firm’s 
friendly-looking plywood man, 
symbol of help to the homeowner 
interested in home repairs and re- 
modeling projects. The Handy 
Andy department is the name 
given to the company’s shop which 
specializes in custom building. 

Salesmen in this department 
will assist the customer until he 
gets what he wants. Most of the 
jobs fall into these categories: 

1. Cut stock to size and offer 
advice regarding actual construc- 
tion. 

2. Cut stock and assemble the 
parts with the customer doing the 
finishing. 

3. Handling the complete pack- 
aged job—materials, labor, instal- 
lation. 

Every effort is made to save 
money for the customer and most 
of the jobs are done partly by the 
customer, particularly kitchen 
cabinets. The difficult work is done 
at the shop with the homeowner 
doing the finishing, giving him 
pride of accomplishment and sav- 
ings as high as 40%. 

“Our self-service policy,” savs 
Ed Hulsman, who has headed the 
department for the past four 
years, “Has been the greatest fac- 
tor in the success of this branch 


60 


of the business.” 

Everything from lumber scraps 
to sawdust is sold in the Handy 
Andy shop. Lumber shorts, mold- 
ing, plywood and odd pieces from 
the cabinet shop are lumped into 
the “dog pile.” From this source. 
ironically enough, dog houses of 
all sizes and shapes are built and 
offered for sale. 

As a final venture, the hundreds 
of small pieces remaining after the 
dog houses are built are packaged 
in 100-pound flour sacks and sold 
for 98c each to scouts, boy’s clubs 
and civic organizations. 

Several other consumer cus- 
tomer services have proven both 
popular and profitable. A broken 
window sash is glazed free if the 
glass is purchased in the store. 
One of the firm’s six cabinet mak- 
ers promotes the sale of valances 
in nine stock designs. These sales 
run between 3,000 to 4,000 feet a 
month. Cutting and threading pipe 
keeps one man busy most of the 
time. 

The cabinet shop will do a com- 
plete or partial job in accordance 
with the wishes of the homeowner. 
An estimated 50% of the orders 
for custom work are placed by 
women, many of whom do at least 
part of a Handy Andy construction 
job themselves. 

Operating on a_ self-service 
basis, the Handy Andy shop sees 
20 people at a time looking for ma- 


Varch 8, 


terials on a Saturday morning. 
Three salesmen, a cashier and two 
porters are needed to handle the 
traffic. 

“Many people come in once a 
week just to see what we have in 
our shorts department that they 
can use,” says Hulsman. “Almost 
everyone buys something before 
they leave. It may not be just what 
they came for, but they usually 
find something they can use in 
their home repairs.” 





Dealer Pointer 





GOOD PARADE ADVERTISING is 
still another use for a fork lift truck 
as illustrated here by the Genesee 
Lumber and Coal Co., Inc., Batavia, 
| i A 
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“For almost 30 years we've depended on 
AMF DeWalt to handle every cutting job!“ 


Says L.R. Witman, Mill Foreman of H. M. Stauffer & Sons, Inc., 
Millwork and Lumber Yard, Leola, Pa. 


is 


5 a = 
, 


This De Wait Power Saw in the millwork shop is 
over 27 years oid and still going strong as a cut- 
off saw. That's De Walt durability! 


¢ 


“We have 7 De Walts used for cross-cutting, mitering, 
beveling, ripping, dadoing and shaping. De Walt® 
adjusts easily and quickly to make any of these cuts. 


“T’m really proud of one special operation De Walt 
does. That’s 45° bevel ripping %” exterior plywood. 
It’s a tough job for any machine, but our 3 H. P 


r POWER SAWS 
De Walt has the power and the accuracy needed to 


In Canada: De Walt Canada Limited, 
Guelph, Ontario 


Subsidiary of 
“We've been using De Walts for almost 30 years AMERICAN MACHINE & FOUNDRY COMPANY 


, ° a New York 
now. There’s nothing like them for speed, safety, 
long life and top performance.” 


turn out fine looking work every time. 


These are typical comments of AMF De Walt users. vom - “gs tns., Department AL-S4-3 
. ancaster, Pa. 
They’re reasons why you should find out how , 
, rer , Please send full details on the De Walt Radial 
De Walt can fit into your operations—and save you baie Rae 
time, money and labor. See your AMF De Walt dealer 
for full details. Or send coupon at right. NAME 


ADDRESS 


CciTY_ ZONE___STATE. 
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the tightest closing window ever made 


RECS Sell on Sight 


AWNING WINDOWS 


Auto-Lok—the window women want most 
—sells on sight because builders know 
. > Many beautiful combina- 

from experience AUTO-LOK Windows tions are possible. Picture 

make houses worth more . . . help clinch windows can be supplied 
in any width for glazing 

sales. Ludman Auto-Lok make homes with 4’ plate or insulated 

look newer .. . more modern. They add plate panels. Screens, storm 
sash readily available. 

extra sales appeal and extra value 


without adding extra cost. 


Ludman Auto-Lok Windows save builders 
money, because no time consuming in- 
stallation adjustments are required and : Standard units can be used 
they never need adjustment afterward... = singly or in combinations 

~s* P . y for maximum light, venti- 
Eliminate costly call-backs. Figuring the $i} tation and greater wall 
time saved for installation and the j : space for furninure or- 

‘ ALE rangements. Exciusive Ge- 

extra value they add, Ludman Auto-Lok | tapehadion alabe vent 
Windows are the most economical for ventilation. 


Awning Windows to use. 








For the name of your neorest Auto-Lok jobber, write— 


LU iF) A B® Corpbealion NORTH MIAMI, FLORIDA 


LUDMAN LEADS THE WORLD IN WINDOW ENGINEERING 
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YOURS with Diana-style 
Youngstown Kitchens 


It’s true! Now you can offer beautiful, custom-planned 
all-steel kitchens in the homes you build . . . with more 
features than ever before in any given space. At the 
same time, you enjoy the economy of mass-produced 
steel units. 

New Diana-style Youngstown Kitchens give you the 
long-sought-after built-in look in completely fabricated 
steel units. 


reat 


, ef to 


@ You get more continuous work surface in less space. 
@ Installation is quick and easy. 

New Diana ensemble sinks combine with other ex- 
citing new units to give you added freedom in your 
kitchen planning. Youngstown Kitchens Jet-Tower* 
Dishwasher and Food Waste Disposer make your homes 
modern today, modern to stay. 

To gain the extra sales appeal of nationally accepted 
Diana-style Youngstown Kitchens in the homes you 
build, contact your distributor today. Or write: Builder 
Sales Department, Mullins Manufacturing Corporation, 
Warren, Ohio. 


a oe a es 


*Reg. U. S. Pat. Off 


NEW Built-in Beauty! 
ite) -43 Work-saving Features! 


m= 
CABINETS OF STEEL FOR LASTING APPEAL Meline Menuladtuing Caperaton 


Dept. AL-354, Warren, Ohio 


Please have my distributor contoct me about the 
new Diana-style Youngstown Kitchens. 


: 1 COMPANY 


ADDRESS 











MULLINS MANUFACTURING CORPORATION ¢ WARREN, OHIO ONE state 
World’s Largest Makers of Steel Kitchens 
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A brand new door designed to eliminate return ducts or 
unsightly gap at bottom of door. Builders will find them ideal 
for use with central air conditioning or perimeter warm air 
heating. A flush door, the grille at bottom allows free flow of 
air between rooms. Permits closed door privacy without 
upsetting the balance of the system. 

All steel construction and prime finished — the handsome 
flush interior door compliments any residential interior. 
Designed for use with Amweld K-D Inter-Lok frames — you 
will find both popular with builders this year. 

Write for complete information about the Amweld Air 
Conditioning Door or about the complete line of Amweld 
Steel Interior Doors, Frames and Sliding Closet Door Units. 


EFFECTIVE GRILLE AREA 


Available in 2'0’’, 2'4’’, 2'6", 2'8"’ and 3'0” widths and for 
standard 6'8" openings. 





Grilles are of uniform height and vary according to door 
widths. Grille area is adequate for all normal residential 
applications. 


THE AMERICAN WELDING AND MANUFACTURING CO. * 320 DIETZ RD. + WARREN, OHIO 
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for Volume and Profits! 
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it's the o\V*Cre 


Thor de 








The Thor Built-in range can be your hottest 
profit opportunity. Cash in quick by offering 
the new Thor Built-in Electric Range to both 
important classes of customers—contractors and LEESON STFEL PRODUCTS. INC., DEPT. AL3 
do-it-yourself home owners. aa aed : ; 
Subsidiary of Thor Corporation 

2115 S. 54th Avenue 


Chicago 50, Illinois 


it sells fastest because it’s got the fastest-selling 
features! Built-in oven is easily installed at any 
eye-level height desired. Top-surface cooking 
units are also easily installed in any standard 
counter-tops — with a flexibility that fits into 
any kitchen floor plan. For full information mail 
coupon now! 


Without obligation, send me sales opportunity facts about the new 
Thor Built-in Electric Range. 


Name 
7 . — 


Automatic Dryer Spinner Wringer Washer Refrigerator Freezer 


Address 


Firm 


THOR CORPORATION, Chicago 50, Ill. City 


elds | 


Zone State 

























Postage 
Will be Paid 


BUSINESS REPLY CARD 


First Class Permit No. 2502, Sec. 34.9 P. L. & R., Chicago, Ill 


Fits most standard kitchen cabinets 
Largest Built-in Electric Oven on the market 
Fastest Oven Pre-Heat of any electric range 


Timer that automatically times oven cooking opera- 
tions 


Broil-R-Roaster Rack that eliminates need for turning 
and basting 


Compact packaging makes unit easy to warehouse 


ideal for either new homes or for kitchen remodeling 
work 


OVEN AVAILABLE IN 
FOUR ATTRACTIVE COLOR OPTIONS: 


1. Lustrous COPPER 

2. Stunning THOR GOLD 

3. Luxurious SATIN SILVER 
4. Smart WHITE PORCELAIN 





Postage Stamp 
Necossary 

If Mailed in the 

United States 
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Buyers’ Preference for Appalachian Hardwoods 


is based on their excellent natural qualities—soft texture, easy workability, and beautiful graining. 


Each of the leading firms listed here is prepared to supply you with the finest quality, precision 
manufactured Appalachian Hardwoods. Consult them on your next hardwood requirements. 


*Cherry River Boom & Lbr. Co., Richwood, W. Va. 


Appalachian Hardweods, Flooring, Planing Mill Products, 
Glued Dimension. 


*Bemis Hardwood Lbr. Co.. . 


Hemlock, Hardwoods, Flooring, Dimension 


*Christian Lumber Co Monticello, Ky. 
A achian Hardw 


oods Exclustvety 
Shipping Point: Burnside, Kentucky 


The M. B. Farrin Lbr. Co Cincinnati, Ohio 


Kiln Dried and Alr Dried A chian Hardwoods 
“Century” Oak and Maple Fioormg¢ 


*M. E. Crisp Lbr. Co Welch, W. Va. 


West Virginia and Kentucky A Hardwoods, Oak. 
Papier, Beech, Maple. Ash, ree a and other 
hardwoods. All facilities. 


.Robbinsville, N. C. 


*Mowbray & Robinson Lbr. Co., Cesena, Ohio 
and West Irvine, 


Mills at Combs, Ky. 
Complete | &. of Resbeiien eons * "haple 
and Oak Flooring 


*j. P. Hamer Lbr. Co Kenova, W. Va. 


Manula: 
Appalachian Hardwood Lumber 


*The ae SS ~s Co Charleston, W. Va. 
West Flooring and Glued-up Dimension. 


Virginia up 
Dry Kiln and Planiog ¥ Mal facilities Mills: 7s. Teton, Dailey, 
. Colcord and Pettus, W. 


*Wood-Mosaic Co., Inc Louisville, Ky. 


“Parkay” Ready-Finished Hardwood Flooring, Lumber, 
\ Veneers, Dimension 


*McCracken & McCall, Inc Lexington, Ky. 


Appalachian Hardwoods POPLAR BEVEL SIDING 
Band Saw and Planing Mill at Flat Lick, Ky. 


Always Specity 
Appalachian Hardwoods 


% Member Appalachian Hardwood Manufacturers, Inc. 
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Oklahoma Pioneers With 
Women’s Training Course 


Women lumberyard employes enthu- 
siastic over three-day sessions designed to 
meet their special employment needs. 


Trained women employes are one answer to the per- 
sonnel problem plaguing many lumber yards across 
the country. 

W. M. (Bill) Morgan, secretary-manager of the Okla- 
homa Lumbermen’s Association, and his associates 
recognized this problem and did something about it 
in the form of a three-day training school for women 
at the University of Oklahoma last January. The 
association and the university were co-sponsors. 

The programs, which ran from 9 in the morning 
until 9 at night, included authorities in the fields of 
salesmanship, merchandising, color styling, tele- 
phone sales courtesy, public relations, credits and 
collections and other pertinent subjects. 

Films and demonstrations made the program un- 
usually interesting for the students. All the courses 
were designed to sell the do-it-yourself market. 

jack on their jobs, the girls reflected their enthusi- 
asm for the course in letters te the association office. 
Here is an excerpt from one letter: 

“T firmly believe that if any woman returned home 
from these sessions feeling that she did NOT learn 
anything worthwhile. then she had no interest in her 
job to start with and should seek employment in ar- 
other field! I am sure that the majority of us came 
back to our desks this morning feeling that we are 
much better equipped to do a 100% job.” 

In addition to Bill Morgan, members of the plan- 
ning committee for the sessions were: Virge Steger, 
Steger Lumber Co., Durant, president; R. A. Parker, 
R. A. Parker Lumber Co., Ponca City, chairman; M. S. 
Williams, Jack Bell Lumber Co., Okmulgee; Tom 
Hope, Long-Bell Lumber Co., Enid; Dale Carter, Car- 
ter Lumber Co., Tulsa; Lowell Adams, Adams Lumber 
and Supply Co., Ada; John B. Freeman, director, and 
Leon E. Thompson, department of short courses, Uni- 
versity of Oklahoma. 


These students registered for the course: 
OKLAHOMA 


ARDMORE: Iva Mae Ludwig, Bob Fraley Lumber Co.: 
CHANDLER: Anna Lou Bolerjack, Gordon White Lumber 
Co.; FREDERICK: Oleta Housley, George V. Stein Lumber 
Co.; MEDFORD: Mrs. J. V. Stewart, Stewart Hardware; 
MUSKOGEE: Mrs. Helen Coker, Hope Lbr. & Supply Co.; 
Mrs. Flossie Smith, Hope Lbr. & Supply Co.; NORMAN: 
Mrs. Ethel M. Locke; OKLAHOMA CITY: Bonita Bell, 
Chaffin Bros. Lbr. Co.; Florence Bunker, Chaffin Bros. Lbr. 
Co.; Mrs. Marion Grotkop, Standard Roofing & Material 
Co.; Jean Handley, Standard Roofing & Material Co.; Harry 
Mason, Mason Lumber Co.; Jobyna Shreve, Chaffin Rros. 
Lbr. Co.; PONCA CITY: Mrs. Caroline M. Held, R. A. 
Parker Lumber Co.; Miss Wanda Lane, Rock Island Lumber 
Co.; Mrs. R. A. Parker, R. A. Parker Lumber Co.: Mrs. 
Vernon Rogers, Rock Island Lumber Co.; PAULS VAL- 
LEY: Mrs. Muriel Reeves, Roy Perkins Lumber Co.;: TON- 
KAWA: Gladys Shelhamer, Valley Lumber Co.; TULSA: 
Lon C, Conner, Hope Lumber & Supply Co.; WAYNE: 
Frances Perschbacher, V. W. Steel Lbr. & Hdwe. Co. 


KANSAS 


HUTCHINSON: Mrs. W. R. Davis, Davis Lumber & Hdwe. 
Co.; Mrs. L. E. Gregg, Davis Lbr. & Hdwe. Co.; INDE- 
PENDENCE: Miss Doris Morley, Rock Island Lbr. Co.; 
WICHITA: Mrs. Virginia Conley, Ruth Vaughan, Mrs, 
Agnes Grosvenor, Rock Island Lbr. Co. 


MICHIGAN 
DETROIT: Mrs. Mary Streit, City Lbr. Co, 
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WOMEN ARE AN UNTAPPED SOURCE of do-it-yourself 
business, Marge Schmid, star of the WKY-TV program, 
“Here’s How,” told students enrolled in the training course 
for women in lumber and building materials. 


How to Bring Women 
Into Your Store 


Marge Schmid, the mistress of ceremonies and star 
of the daily Oklahoma City TV program “Here’s How,” 
was a speaker at the Oklahoma Lumbermen’s training 
course for women. Her program aims to help people 
improve and beautify their homes. Since it is televised 
in the morning, more women see it than men. And since 
Miss Schmid builds things—coffee tables, magazine 
racks and decoy lamps—on her program, lumber deal- 
ers have profited by it. (Over 2,500 women requested 
plans for the Douglas fir plywood coffee table, which 
was built on the program.) Since Miss Schmid’s pro- 
gram, currently drawing 700-1,000 letters a week, is 
directed to women, her mail has disclosed questions and 
problems that will help lumber dealers improve their 
sales technique with their women customers. For that 
reason, American Lumberman is printing pertinent 
excerpts from Miss Schmid’s talk. 


Women want to do-it-themselves! They can and will 
if we give them a chance. ° 

During the 21 days preceding last Christmas, we 
answered 8,737 letters. Most of these requested more 
than one set of plans for projects we had featured on 
our TV program, “Here’s How.” 

Approximately 10 out of every 100 letters bring in 
problems of these woraen. They’re the specific prob- 
lems and questions you'll be hearing daily. They run 
something like this: 


1. How can I refinish two old end tables? They’re 
dark now and I want them light. 


2. I need to paint my linoleum sink. Is there a paint 
that stands heat well? 


8. How can I make cornices? 


4. Will it be too hard a job for us to build our own 
patio? 


These are typical questions, but don’t let them 
scare you. They don’t mean that you, personally, will 


(continued on page 70) 
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Whether you're a paint manufacturer, paint dealer 
or decorator, here’s the miracle ingredient — 
WALLKyYp—that means more business for you. For 
it makes possible flat wall enamels so low in odor 
that the seasonal factor in painting and paint sales 
becomes a thing of the past. And, above all, there’s 
no sacrifice in the durability so vital for customer 


For your greater profit... satiolassion ond opal 


¢ 
: 


WALLKYD 


Chemistry’s Wonder Alkyd for Wall Enamels 





stretches 


Most important, the public knows about these ad- 
vantages. Frequent, forceful full page ads in these 


the painting season huge-circulation magazines are directing Mr. 


and Mrs. America to brands formulated with 


. WALLKYpD, stressing that this one type alone com- 
and produces pleasing 3 


bines all the virtues of every kind of wall enamel 
made up to now ... such as freedom from “painty” 


durability too! | smell, rugged endurance to wear and washing, 
+] 7 


ease of application, beauty, speedy drying, etc., etc. 

Get behind WaALLKyp now. Insist on WALLKyYD- 
base wall enamels. Display them prominently, 
and watch this big promotion program pay off. 


For a list of the paint manufacturers currently 
using WALLKYD, write: 


REICHHOLD CHEMICALS, INC. ¢ 525 NORTH BROADWAY, WHITE PLAINS, N.Y. 


Creative Chemistry... 
Your Partner 


in Progress Producer of WaALLKYD — 


and other synthetic resins for 
the paint, printing ink, paper, 
plywood, textile and 


foundry industries. 
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Use this 
glass block 





for insulated daylight 


with privacy 


Licuwr, beauty and insulation with privacy 
where it’s wanted most. That’s what a panel 
of Owens-Illinois Glass Block No. 365 will 
bring to any bathroom. 


Point out to your customers the many other 
advantages glass block have. They're easy to 
handle and easy to install. They can be made 
to fit any size opening...no frame is necessary. 
They never need to be painted or puttied. 

For information about how you can profit 
from the increasing use of glass block in home, 
school, factory, farm or commercial building— 
write: Glass Block Division, Owens-Illinois, 
Dept. AL-3, Toledo 1, Ohio. 


Owens-ILLINoIs 


GENERAL OFFICES (D rOLEDO 1, OHIO 
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MARY STREIT, vice presi- 
dent, City Lumber Co., 
points to a lumber chart in 
her office-showroom. She 
lectures before women’s 
groups in the firm’s newly- 
remodeled do-it-yourself 
room in the yard and at 
outside club meetings. Note 
American Lumberman’s do- 
it-yourself poster on the 
wall 


COVER: Oleta 
Housley of the 
Geo. V. Stein 
Lumber Co., Fred- 
erick, Okla., ex- 
plains paint color 
chart to a lady 
customer. 


TRAINING 
CLASS at Rock 
Island Lumber 
Co., Wichita, in- 
cludes a number 
of women. Left to 
right, Mrs. Edith 
Doll, switchboard 
operator; sales- 
man Ben Cable; 
Mrs. Virginia Con- 
ley, wallpaper and 
paint department; 
secretary Ruth 
Vaughan; man- 
ager Max A. Cuy- 
kendall; assistant 
manager Gene 
Frazier; salesman 
Bob Richey; Mrs. 
Agnes Grosvenor, 
bookkeeper. 


GLADYS SHELHAMER, 
bookkeeper, is sometimes 
a saleslady, too, at the Val- 
ley Lumber Co., Tonkawa, 
Okla. The customer she 
has just sold is a farmer, 
E. J. Schug. 




















have to know all the answers. I certainly don’t! How- 
ever, you can have access to sources that will answer 
these questions correctly or that will give a choice of 


answers. 


Here are the problems I hear about most often: 
1. Not understanding the technical terms and blue 
print plans, which are so often taken for granted in 


a lumber company. 


2.A feeling of being “out of place” in a lumber 


company. 


8. Lack of courage in starting a project and trying 
to figure the amount of material needed for it. 


4. Unfamiliarity with the tools she will need and 
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WOMEN ARE 
ACTIVE in the R 
A. Parker Lumber 
Co., Ponca City, 
Okla. Left to right, 
Mrs. John Maker, 
Mrs. R. A. Parker, 
Mrs. Caroline 
Held and John 
Maker. 


slottn fll 


ey MELUNe 


WOMEN SHOW 
THE MEN what 
accessories th ey 
need with their 
paint order. The 
ladies are Bonita 
Bell, Florence 
Bunker and Joby- 
na Shreve, all 
from Chaffin 
Brothers Lumber 
Co., Oklahoma 
City 


IVA MAE LUD. 
WIG of the Bob 
Fraley Lumber 
Co., Ardmore, 
Okla. is helping a 
contractor 
tomer fill 
needs 


cus- 
his 


METHOD of mix- 
ing paint is ex- 
plained by Anna 
Lou Bolerjack, 
left, of the Gordon 
White Lumber 
Co., Chandler, 
Okla 





the tools a woman can most easily handle. 


5. How to complete or finish a project most satixs- 
factorily. 


6. Where to get the plans for projects she knows 
she wants. 

7. Where to get ideas for things she has a need for, 
but hasn’t decided on yet. 

8. Getting plans that are practical, easy, economi- 
cal, attractive, unusual; adaptable for several uses 

-or any combination of these. 

9.A feeling of taking someone’s time away from 
something more important. 

Here are a few suggested solutions. Let our service 
sell success the first time women come in. By selling 


BUILDING PrRopucTS MERCHANDISER 


| Use this 


| 
| 
| 
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glass block 


for insulated daylight 


with vision 


a a 

GLASS BLOCK PANELS are as practical as they 
are beautiful. You can recommend them with 
confidence. Here a panel of Owens-Illinois 
Glass Block No. 370 provides an attractive 
wall you can “see through.” 

Remind your customers no storm windows 
are needed to keep the clarity of glass block. 





They won't frost or sweat in winter. Glass 
Block provides better insulation than a 
window with storm sash. 


Owens-lilinois Glass Block are easy to 
handle, easy to store, hard to break. Plan now 
to push —and profit from —this versatile, prac- 
tical building material. Write for details. 
Glass Block Division, Owens-Illinois, Dept. 
AL-3, Toledo 1, Ohio. 


Owens-ILLINOIS 





GENERAL OFFICES (1) TOLEDO 1, OHIO 
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That goes for blue print plans, too. Blue prints 
WOMEN IN STORE (begins on page 68) scare her. They scare me. Yet we both can read plans 





in everyday language with simple sketches. She’ll see 


in an instant what it is and where it goes. _ 
We can eliminate that “out of place” feeling by 
success the first time, we can guarantee a return trip. (continued on page 148) 


When we can sell confidence and pride in what they’re 
doing, we automatically sell more business. 


Let’s begin by simplifying terms. Don’t expect a 
woman to ask for an item by its technical name. She 
may ask for “that funny little saw with the bent 
elbow” or “something to hold the wood while I saw 
it.” She may not know what it’s called, but she knows 
what she wants it for. And if you simplify the terms 
at the beginning, she’ll soon be calling for it by the 
technical name. 


HARRY MASON, 

Mason Lumber 

Co., Oklahoma 

City, said he 

learned how to 

better serve the 

needs of women 

shoppers by tak- 

ing the training 

course for wo- 

men in lumber and 

building mate- 

rials. He and Lon 

Connor, Hope 

Lumber & Supply 

Co., Tulsa, were Mason always has Products File is- 
the only men en- American Lum-_ sue available for 
rolled. Note Mr. berman’s Dealer’ ready reference. 


THESE LADIES 
EXPLAIN to the 
bosses what they 
learned at their 
training course for 
women. The ladies 
are Mrs. Flossie 
Smith and Mrs. 
Helen Coker. And 
their bosses, left 
to right, 
Voorhies, 
president and gen- 
eral manager and 
Leslie Hurd, man- 
ager, the Musko- 
gee yard of Hope 
Lumber and Sup- 
ply Co. 


BOTH THESE 
LADIES, Jean 
Handley, left, and 
Mrs. Marian Grot- 
kop of the Stand- 
ard Roofing and 
Material Co., Ok- 
lahoma City, are 
qualified to make 
a sales presenta- 
tion on power 
tools. 





KILN 


CUT STOCK 


Phone 36 
JOHN DAY, OREGON 
Quality production from one of Oregon's 
finest Pine stands. Inquire today! 
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PONDEROSA PINE 100% FIR & LARCH 
SE ceie> MRO 


: MOULDINGS DIMENSION & BOARDS 





BLUE MOUNTAIN MILLS 


Teletype 56 
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CERTIGRADE 


TRADE Cal 


Red Cedat 
eee oce e —e 





A LABEL SIMILAR TO THIS, DESIGNATING 

GRADE AS NO. 1 BLUE LABEL, RED LABEL 

OR NO. 3 BLACK LABEL, IS ATTACHED TO 
ALL CERTIGRADE SHINGLES 








RED CEDAR SHINGLE BUREAU 


COPVaicwr i935 





QUALITY YOU CAN COUNT ON 


RED CEDAR SHINGLES produced by member mills 
of the Red Cedar Shingle Bureau are identified by a 
label on every bundle bearing the word CERTIGRADE. 
Only manufacturers who meet the grading standards of 
the Bureau can obtain or use these labels, which certify 
that the shingles so identified have been inspected and 


guaranteed as to grade by the Red Cedar Shingle Bureau. 


To build your reputation for quality, to assure 
satisfied customers, and to protect yourself... make 


certain you specify CERTIGRADE on every shingle order. 





RED CEDAR SHINGLE BUREAU 
5510 WHITE BUILDING, SEATTLE 1, WASHINGTON 


125 HOWE STREET, VANCOUVER 1, CANADA 
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HERE IT 1S !. r 


* Extra-heavy * Noiseless, 
extruded Lifetime Nylon 
aluminum wheels 
track * Silent, Solid 

* Heavy gauge Brass Wheel 

Cadmium Bearing 

plated steel * Positive, no- 

hangers with jump track 
adjustable slot feature 
* Smoothest, 
quietest 
operating 


14 —a 
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NOISELESS 









































NOISELESS, FREE-WHEELING 
TRACK AND WHEEL 


This track and wheel are made for each other! See how the wheel rolls - 
on the sides of the track-not the bottom! This not only centers the 


wheel, but keeps it riding above dust and lint that may accumulate in ACTUAL SIZE 
the groove, Rustproof aluminum track, plus the lifetime nylon wheel and TRACK OT200 
solid brass wheel bearing, guarantees you quiet, smooth, trouble-free 

Operation. 
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Built-in Protection 
AGAINST TRACK 













JUMPING! 





At tast—sliding door hardware with built-in, positive 
protection against track jumping! And there's no 
extra work, nothing for you to do—because this 
exclusive M-D design stops track jumping with a 
built-in bumper ridge that makes it impossible for 
the wheel to lift out of the track once the door is in 
Hanger enters track easily Bumper ridge keeps wheel place over the floor guide. It's simple, sure, foolproof! 


from jumping track 
mncKLanesne 
Qu: ALITY Aiinorthe C) II, VZ odin jou 
cs MACKLANBURG-DUNCAN co. 















ATTENTION 
DEALERS! 


STOCK -DISPLAY 
CASE & ACTUAL 
WORKING 
MODEL 


FREE win tunis 


ASSORTMENT! 


TRACK 


10 PIECES - 4’ EACH 
10 PIECES - 5’ EACH 
10 PIECES - 6’ EACH 
10 PIECES - 8’ EACH 
TOTAL TRACK - 230’ 


40 boxes of com- 
plete hardware for 
¥,”" doors. 

10 boxes of com- 
plete hardware for 
1%” doors. 


te ATTRACTIVELY 
DISPLAYED 

te INCREASES 
IMPULSE 
PURCHASES 

sk TAKES SMALL 
SPACE 





COMPLETE HARDWARE FOR 
DOORS %” TO %” OR 
DOORS 1” TO TV” 


Hardware comes completely packaged for a 
pair of %” doors. or for a pair of 1%” doors, 
Each package contains 2 front door hangers and 
screws, 2 rear door hangers and screws, 2 door 
guides and screws, as well as sufficient screws 
for mounting track. Cartons are clearly marked 
for %"’ doors or for 1%" doors. 




















DPOVVNARE 


DOOR 


SCREWS ff 


“y 





Order DEALERS 


wl You 
shipped th Bie 


Products o 


. 





é 
—>[® 





No. 5 of a Series 


MULTI-ITEM ADS REMIND BUYERS 
YOU SELL MANY PRODUCTS 


In addition to ads that feature completed “proj- 
ects”, your schedule should include some “change of 
pace” ads designed primarily to show a wide variety 
of merchandise. 

Many prospects need to be “reminded” of their 
need for a new ladder, lock set, hand tools, the table 
they’ve been planning to make from a flush door, 
and dozens of other items you sell. 

Unless you remind them, the money may be spent 
at the appliance or furniture store instead. Or an- 
other merchant may do the reminding, through an ad 
or window display, and get the sale you might have 
had, 

Multi-item ads also are aimed at “ready-to-buy” 
prospects—those who have made up their minds to 
buy specific items and read the ads for “where-to-buy 
and how-much-is-it” information. 

The 8 column x 14 inch layout shown here in re- 
duced size illustrates how an ad may be “crowded”, 
yet attractive, neat, inviting, easy to read. This is 
accomplished by using top-quality illustrations of 
uniform size and style. All cuts shown are in the 
ADservice mat book offered below. 

Strive to get “excitement” into the headline. You 
can do it with “SALE”, “CLEARANCE”, etc. How- 
ever these words promise price reductions. Our sug- 
gested headline has the quality of excitement without 
implying cut prices. 


\ 
oe. 


THIS 48-PAGE BOOK 
\t FREE TO DEALERS 


\} vers ' 


a 


yon Shows complete selection of 
ann aan wae k 254 ADservice mats, plus 

helpful ad ideas, layouts and 
copy suggestions. Send cou- 
pon below. 


C 

(please print or type) 
| AMERICAN LUMBERMAN 
| 139 No. Clark St., 
Chicago 2, Illinois 
Rush my free copy of the 48-page ADservice book. 
NAME 
| COMPANY 
ADDRESS 


| CITY STATE... 
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Your newspaper can set up this 3-column ad exactly 
as shown, or you can select mats of other products 
from the 254 offered in the ADservice book. See 
coupon below. 


YOUR NAME OR 
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_ YOUR NAME 


SUGGESTED COPY: 














Here at (your name) we're all set to show you the most 
complete selection ever of the newest and finest in BUILD- 
ING MATERIALS AND PRODUCTS FOR THE HOME. 
Values shown in this ad are typical of the hundreds offered 
in our STORE-WIDE VALUE PARADE! It will pay you 
to shop here first for Lumber—Millwork—Roofing—Insu- 
lation—Hardware—Paint—Hand and Power Tools—(name 
others). 

We invite you to come in soon, Let’s talk over YOUR 
home improvement plans without obligation. 


Varch 8, 1954, AMERICAN LUMBERMAN & 








Selby-Lankford & Ewing Lumber 
Company, Inc., Corpus Christi, 
Tex., has eliminated waste time and 
storage space by construction and 
use of a series of racks in the ware- 
house for storing such items as 
building board, paints, plywood and 
related merchandise that lends it- 
self to storage in the uniform racks. 


The steel racks are adjustable. 
Most of them have been reinforced 
by affixing wood strips at an angle 
from each lower corner to a point 
in the center at the top. 


Each unit has space for them six 
to eight tiers, depending on the 
amount and weight of merchandise 
stored. Space between tiers is ad- 
justable. 


Tom Lankford, secretary of the 
corporation, says use of the racks 
has made it much easier to store 
supplies, easier to find them and 
transfer them to and get it out for 

TOM LANKFORD, secretary, emphasizes flexibility of steel storage racks. He the store. Besides, the units are a 
says they save space and make it easier to get what you want. great space saver, adds Lankford. 








JUST ADDED: WE AREALL SET to Give Your Orders Care- 


4 More Dry Kilns. 
Our Capacity now 


1% on Bd. Ft. WE NEVER STOP MANUFACTURING Ponderosa and 
per arge. 


ful Attention and Prompt Shipment. 


Sugar Pine from our own large resources . . . top quality 
kiln-dried interior trim, jambs, frames, incense cedar 





venetian blind slats, glued-up panels, cut stock, box 
shook... 


WHAT YOU WANT, WHEN YOU WANT IT! 


RALPH L. SMITH IS YOUR 
DEPENDABLE SOURCE OF SUPPLY. 








The Ralph L. 


SMITH 


‘Lumber Company CALIFORNIA 


Mixed Cars to the Trade, Our Specialty 


MILLS AT ANDERSON AND CASTELLA 
SALES OFFICE AT ANDERSON, CALIFORNIA 


SUGAR PINE « PONDEROSA PINE DOUGLAS FIR + WHITE FIR . INCENSE CEDAR 
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wad lant 


BUILT FOR A SITE 
THAT’S EASY ON THE EYES 


When nature’s beauty lies right in the front For more information see your WINDOWALLS 
yard, WINDOWALLS make it an inviting part of distributor or write the Andersen Corporation, 
daily living. Architect Norman Johnson took WINDOWALLS now available from distributors 
full advantage of this hilltop site by speci- throughout the United States including the 
fying a wall of stock-size Andersen Gliding West Coast. 

Window Units in the living room. In homes ORAS: OP SORE eens 
you plan or build, Andersen WINDOWALLS 


open rooms to sunshine, fresh air, the view— ® 
yet offer weathertight protection against cold, nN ersen 
dampness, dust. They’re both windows and 


walls. They’re Andersen WINDOWALLS.,. \ \ Ie dh /] * 
made of toxic-treated, insulating wood. AL OWd S 


COMPLETE WOOD WINDOW UNITS 


1 : 
Andersen Corporation 


BAYPORT, MINNESOTA 














Low-Cost Homes Can 


THE SILBERT 


The Silbert by architect Samuel Paul enjoys an im- 
pressive list of features that are strong in selling 
appeal, yet inexpensive to build. For example, the 
22-foot living-dining area is separated from the kit- 
chen by an arched wall of fluted plastic paneling. The 
dining table can be served right from the range 
through a step-saving pass-through. 


_ A flap table, when closed, hides a cabinet; opened, 
it can serve as a bar. Note how the unusual stairway, 
both up and down, is protected by sliding doors which 


t 
ot Wreoktos! 
icounte 


So AS BES 
1 


add to beauty and safety. The hall linen closet has 
an access opening in the bathroom, where there is 
also a soiled clothes chute to basement laundry. 


Upstairs, there is space for two more rooms. There 
is a carport on the kitchen side. Since it is easily 
screened for outdoor living, the term carporch is 
fitting. Ovér it, the roof extends in an unbroken eave 
and on the other side of the house a planting frame 
adds still more to the apparent width. 


Write for plan AL-11. 


How To Order 


Blueprints and materials lists 
for the houses described on these 
pages may be secured by writing 
American Lumberman, 139 North 
Clark Street, Chicago 2, Ill. One 
set of plans and a materials list 
may be secured for $22.50. Dupli- 
cate sets of plans are $5 each. 
Please make remittance when or- 
dering. 
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Look at this impressive list of inexpensive features, which give these homes of $8,000 


—$10,000 unusual value. 


A 24-foot living-dining area is 
featured in the Bluefield design by 
Samuel Paul. Together with the 
kitchen, it occupies the front half 
of the plan; two bedrooms and a 


BED ROOM 


SEWING : P 
. 12'-8" x19°-6 


ROOM 


Lon | 


STORAGE i 


Buitpinc Propucts MERCHANDISER 


THE BLUEFIELD 


bath are in the rear. There is room 
for further expansion in the attic. 
A suggested division of this space 
shows how it can be used for sleep, 
play, storage and sewing. The un- 


broken eaves give a long low look 
to the house. There is a 20-inch 
overhang front and rear which be- 
comes 32 inches at the front entry. 
Write for plan AL-12. 











\ 
YOU PAY\NO PREMIUM FOR THE FROST PLUS FACTOR 


Frost lumber is recognized throughout the industry as the 
standard of quality. Yet, it costs not one cent more than 
ordinary lumber. 


In addition, the Frost customer gets these important extras: 





Flexibility of three mill production 
Reassurance of perpetual timber supply 
Operating efficiency of multi-million dollar modernization 


Supply of customary mixed loads plus flooring and treated 
lumber 


Tradition of good craftsmanship that marks all Olin products 
These factors explain why so many discriminating 


lumber buyers look to Frost as their first 
source of supply. 
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ADDS A GOLDEN TOUCH 


As a result of a half-century of quickening realization that our forests must be preserved, 


today there stand 450,000 acres of Frost timberland managed on a self-perpetuating 


basis. The controlled annual harvest means regrowth and a never-ending supply of logs. 


At Frost's three big saw mills, we have 
installed modern methods and equipment 
to insure the best out of every log. Our 
boards are sawn, edged and trimmed ex- 
pertly @ dried in the finest circulating kilns 
to assure correct moisture content, and lum- 
ber that stays straight @ surfaced and run 


to pattern by unexcelled planning facilities 


,; 
t 


FOREST PRODUCTS 
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DIVISION 


®@ carefully graded to insure “on-grade” @ 
inspected and shipped under watchful 


scrutiny to guarantee satisfied customers. 


We feel that the quality of our southern pine 
lumber meets such exacting specifications that 
we have decided to identify it as “Frost Golden 


Pine.” From now on you will find this trade- 


mark stamped on the end of every board. 


r Zz 








OF OLIN INDUSTRIES + INC. | 





FROST GOLDEN PINE 
FLOORING * HARDWOODS 
TREATED MATERIALS 
FROSTBRAND FURNITURE 


(To obtain more data on advertised products see page 158) 


LOUISIANA 
Producers of 
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eooif Moves 


the year ’round 
and here’s why! 


DEMAND for Trinity—the whitest white—is broad and 
growing. Used in concrete products, stucco, terrazzo, light 


reflecting floors, etc., etc. 


A Fine Propuct. Made of selected oyster shells and 
Clays that are pre-processed before actual manufacture be- 


gins. Tested for quality 200 times during each days run. 


ADVERTISED continuously since 1941 and currently 
appearing in more than 20 publications reaching all 


segments of the building field. 


Stock Trinity White for 
year ‘round profits! 


® 
- 
*. 
nina, hate ---A True Portland Cement 


fit 
a 


A Product of GENERAL PORTLAND CEMENT CO. - Chicago 
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Dallas + Chattanooga + Tampa - Los Angeles 


March 8, 
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Hertlein salesmen—all attended the American 
Kitchens sales-training school—all are kitchen 
planning experts. 


“We Multiplied Our Kitchen Sales 8 Times 


WITH 


the Easiest to Sell Kitchen Because 
it Has All the Features Women Want Most!” 


C. G. Hertlein, outstanding St. Louis kitchen specialist, says: 
“We Chose the Highest Quality Product in the Kitchen Field" 


In C. G. Hertlein’s own words: 
“‘Look at the quality features 
American Kitchens has that no other 
brand of kitchen offers: rounded 
corners that don’t catch dirt, easy 
to clean; no dirt-catching handles; 
one-piece drawers that wipe out like 


a bowl; baked-on enamel finish for 
lasting beauty; quiet nylon glides 
on drawers that are ever-wearing, 
ever-silent, even when drawers are 
fully loaded; one-piece style con- 
toured tops, vinyl covered, no 
cracks or seams to catch dirt.”’ 





HERE ARE 10 REASONS WHY AMERICAN KITCHENS 
iS THE MOST PROFITABLE LINE YOU CAN SELL 


More work-saving features. 
+ Pre-sold prospects—live 
leads. 


+ High mark-up — average 
sale over $400. 
+ Easy terms under FHA. 


BUILDING PRropucTs MERCHANDISER 


5. No trade-ins, no yearly 
model changes. 

6. Fast, effective sales-train- 
ing in your own store. 

7. Minimum display space, 
no heavy inventory. units. 


8. Strong national advertis- 
ing support. 

9. Regular extra-value sales 
promotions. 


10. Complete line of kitchen 


C. G. Hertlein, St. Louis 


American Kitchens —-AVCO Mfg. Corp. 
Connersville, indiana 


J am interested in an American Kitchens 
franchise, if one is available in my area. 
Please have my nearest distributor con- 
tact me. 

Name 

Address 

City Zone State 


AMERICAN KITCHENS oIvisiOn ( VCO) conmeRsvILLE, IND 
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TREATED POLE-FRAME BUILD. 
INGS is a good market almost never 
adequately developed, said instructor 
C. 8. Walters. He advised the 41 deal- 
er-students to “Encourage farmers to 
use them!” 


Know Farmer’s Problems .. . 
The First Step in Selling Him 


Sell improvements, ideas and service, dealers at Uni- 
versity of Illinois short course in Farm Structures advised. 
Speakers offer latest information on lamination, connectors, 
treated poles, paint and insulation in today’s market. 


Third in a Series 


Two previous articles in this series, 
February 8th and 22nd discussed 
the farmer's changing needs and 
types and application of roof 
trusses, 


“The time has come to sell im- 
provements, ideas and services to 
the farmer, instead of just cement, 
lumber, steel, aluminum and roof- 
ing,” declared Deane G. Carter, de- 
partment of agricultural engineer- 
ing, college of agriculture, Uni- 
versity of Illinois. 

“The responsibility for the farm- 
er’s recent negative attitude falls 
on all of us,” Mr. Carter continued. 
“The manufacturer and dealer 
have raw or finished products to 
sell. Too often the sale of the prod- 
uct is the end point, and not 
enough thought is given to selling 
the farmer on the purpose or use 


86 


of the product. 

“The key point is that the farmer 
spends money for things that do 
something. Buildings are about the 
only major items of investment in 
agriculture that are bought, built, 
used and thought about in static 
terms ... the builder and dealer 
tend to establish a pattern or type 
of building in a community and 
then perpetuate it. 

“Extensive improvements in 
corncribs have been made in brac- 
ing, cornectors, laminated arches, 
elimination of cross braces and the 
like, but only to better the old 
model,” he pointed out. “Barn shel- 
ter was improved, a fine contribu- 
tion was made and is still in prog- 
ress as we went from timber frame 
to stud walls, from wood frames to 
laminated arches, timber-connec- 
tor trusses, creosoted poles, con- 
crete and steel, and from few to 
many choices in building sheets, 
roofing and other structural parts. 


Varch 8, 1954, AMERICAN 


BENT-AND SAWED-ARCH LAMINA. 
TION were illustrated on the black 
board by D. G. Jedele, Midwest Plan 
Service. “Build on the site and elimi- 
nate transportation problems,” he ad- 
vised dealers. 


“What is the next stage?” Car- 
ter asked. 

“Dealers, local builders, manu- 
facturers and colleges of agricul- 
ture—in that order — influence 
what is done about farm building 
improvements,” added Mr. Carter. 
“Tt is up to these groups to know 
what is needed and why, so that 
the farmer can get the best service 
and value. 

He outlined three premises: 

1.Old buildings will not 
work for today’s agriculture 
except where the existing shell 
can be vitalized for modern 
operations by means of remod- 
eling and addition of equip- 
ment. 

2.Only a few structural 
types and forms are needed to 
provide the essential flexibil- 
ity for all normal farm needs. 

3. We are now at the point 
of change, not only in the ac- 
ceptance of almost completely 
new modes of farm building 
operation, but in way of think- 
ing. 

“Every dealer must recognize the 
increasing acceptance of ready- 
made buildings, structures and 
parts. These range from self-feed- 
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PECIAL OFFERS 


These professional selling fixtures 
boost tool sales .. . lower selling costs! 


The latest in se/f-selection tool 
selling! Ends confused tool 
display. No jumble. No hid- 
den merchandise. Speeds sales, 
lowers selling costs. 

Sturdily constructed to last. 


for price marking. Each fix- 
ture gives you a power tool de- 
partment in minimum space. 
And each assortment is the 
biggest dollar-value in the 
portable power tool business! 


Beautifully colored to catch 


Check your price sheets and 
the eye. Shelf strips provided 


you'll agree. 


vou GET ALL 22 ITEMS SHOWN HERE 
Ue You sell for .. - $416 20 
thee $299.95 


3 Lip sans You buy for ..- * 
1 Polisher kit —_— 


1 Saw case 
1 Comb, saw case & table 


1 Wuminated fixture 
1 Iuminated sign 








22 ‘Powel Too! Guides’” 





YOU GET ALL 15 items sy 


4 Wall-Shops 
3%” drills 
1%” drill 
2 Power saws 
2 Lip saws 
1 Polisher kit 
| Illuminated fixturg 
| Iiluminated sign 


15 “Power Too! Guides’’ 


OWN HERE 


You sell for... $264.45 
You buy for... $199.74 


un yereneen 


You make 





PORTABLE ELECTRIC TOOLS, INC. 

320 W. 83rd St., Dept. AL-34, Chicago 20, Ill. 

In Canada: Portable Electric Tools, Ltd. 

425 Birchmount Rd., Toronto 13, Ont. 

a Please send full details on your 3 
Special Portable Power Tool Offers, 

C Have representative call, 


ITEMS SHOWN HERE 
You sell for . - 


you GET ALL 8 


$138.75 
: yodaet fixture You buy for .-- $99.95 


1 Wuminated sign ae $38.80 


1 Wall-Shop 
2 V4" drills 
1 Ve""arill 

1 Power saw 


Name 





You make. .--- Address 





= I Zone____. State_ 


A. Cnet tis mek db deadpan ast ep ana ebay Ge 


Dun anaes ane @ © Gels en ate 
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CUTTERS 


Tools of quality for quality 
workmanship. Each J.M.J. cutter 
is expertly and exactingly de- 
signed for the types of tile 
designated, 


TILE 


MODEL WFT- 2 


cuts wood and 
resilient floor tile 

9 « 9 0g. of diag, © 12” x 12" sa. 
MODEL MPT-1 


cuts and 
bevels 
metal 
wall tile 


up to 5° x 5” sq. 
ond diag. 


MODEL FT-1 


PAT. No, 
cots oll 2641845 
resilient floor tile 


9” x 9" sq. and diag. 
12° « 12° sq. 
MODEL PT-91 
cuts 
plastic 
wall 
tile 
Including 84%" 
: ee ee re B 


BLADE RESHARPENING SERVICE 


DEALER RENTAL 
PROGRAM AVAILABLE 


WRITE FOR LITERATURE AND 
NEAREST DISTRIBUTOR TODAY. 


J.M.J. INDUSTRIES 


Engineers «Manufacturers 


224 CENTREVILLE AVENUE 
BELLEVILLE, ILLINOIS 
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FARM STORY 
(begins on page 86) 





ers and movable hog and brooder 
houses to laminated-arch buildings 
and all-metal cribs, bins and sheds. 
“Prefabrication has not caught 
on for the bigger buildings, but 
we can expect to see much greater 
use of package selling in the fu- 
ture. Rilco, Butler, Quonset, United 
States Steel, Martin and Doane— 
to mention only a few—are in the 
farm market to stay,” Carter con- 
cluded before turning the class 
over to individual instructors. 


Laminated Arches 

“Use ‘home fabrication—build- 
ing on the site’ as a winter project 
to keep your labor busy,” said D. 
G. Jedele, Midwest Plan Service, 
Ames, Iowa, who led the dealer 
class in Laminated Arches and Use 
of Glue.” 

“Transportation is the main 
problem, so you had best build on 
the farm,” he told the dealers. 

He explained bent-arch and 
sawed-arch lamination and said 
bent lamination (a 32-36 foot span 
is normal in barns) is the most 
familiar type, used by commercial 
companies. Jedele said Midwest 
Plan Service can show the types 
of spans, how to lay them out and 
the nail spacing to lay laminations, 
etc. The job requires a jig. 

“We have come to the exclusive 
use of glue in putting these to- 
gether. Structural glues—and not 
a perfect bond at that—have 
proved perfect to resist shearing 
action (arches going back to nat- 
ural state). It requires fewer and 
smaller nails. Most glues set in 
four hours,” Jedele told the dealer 
audience. 

In explaining the steps of field 
lamination (on the site), he said 
the highest shear is at the end of 
each member, so it is best to have 
bolts there. Pieces of 1x8, eight 
feet long, are best for sawed-arch 


March 8, 


PRESSURE-TREATED POLES and 
metal connectors and fasteners of the 
latest types were placed on exhibit. 
Some dealers are renting connection 
cutters now. 


lamination, he added. 

“Dealers can sell farmers this 
materia] and saw it for him,” Je- 
dele declared. “Sawed-arch takes 
about the same amount of mate- 
rial and saves back-breaking labor. 
I don’t think arches should be put 
together any other way but gluing. 
The two best types are casein with 
preservative added (water-resist- 
ant as it is manufactured today) 
and a resorsinol glue for high 
humidity climates (which is wholly 
waterproof).” 

Questions from dealers after 
Jedele’s talk brought the added in- 
formation that dry lumber must 
be used in lamination; that more 
plywood is needed if they try to 
cut costs with that material; that 
the casein has the necessary gap- 
filling properties; and that the 
cheapest grades and species rec- 
ommended (“you can cut out de- 
fects in the bent-arch laminated 
process”) are Douglas fir or south- 
ern pine, the normal structural 
grades. “Use two plys to set up a 
rafter,” Jedele said. 


Metal Connectors 


“The farm building’s support’s 
weakness has been improper 
fastening to resist the whole load. 
Even lumberyards are not yet 
fami'iar with all items in this 
respect,” said J. T. Clayton of the 
university’s department of agri- 
cultural engineering, who held the 
class in Metal Connection and 
Fasteners. 

He said the split-ring connector 
is the best available today in new 
construction because it develops 
80% of the inherent strength of 
wood. It reduces the roof load from 
approximately 3,000 to 2,000 lbs. 

“It is much stronger than nails 
and more practical than bolts,” as- 
serted Mr. Clayton. He said that 
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make bigger profits with 





HORIZONTAL SLIDING! 
FULLY WEATHERSTRIPPED! 
EASILY-REMOVED SASH! 
NEW, UNIQUE SILL SEAL! 


Wide, wide expanses of glass—for that wall to wall window treatment 
so greatly admired! Today’s architecture demands that exterior walls 
have that simple, uncluttered look, yet provide adequate light and 
ventilation. MALT-A-GLIDE Horizontal Sliding Wood Window Units 
are ideal for every room .. . serving handsomely as “l’ght-walls” for 
living areas, or as high “ribbon windows” where privacy is wanted. 


MALT-A-GLIDE Horizontal Sliding Wood Windows— newest in the 
time-proven line of MALTA products—have all the features demanded 
by your customers ... beauty of design, precision construction from 
top-grade chemically treated materials, full weatherstripping, easily 


removable sash and a positive watertight sill which also eliminates Manufacturing Company 
drafts and heat floss. ALTA 

You'll be proud to display the new MALT-A-GLIDE . . . place a 
demonstration unit on your sales floor. Watch your window sales 
jump to a new high! Write for name of nearest MALTA Jobber. 


MEMBER PONDEROSA PINE WOODWORK ASSN ANON WM AAD 
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Here's a brand new line of doors 
that has everything. Made by a 
manufacturer with over half a cen- 
tury of designing and engineering 
experience, the new Calder doors 
are available in every conceivable 
size and style for every conceiv- 
able need. Special designs and 
sizes to order and for extra ap- 
peal to the customer and extra 
profit for you-—all Calder doors 
can be equipped with radio con- 
trolled electric operators. 

Send for complete 

information and -, 

ovr new, free, 

iustrated catalog. 


calder 


MANUFACTURING CO. 
LANCASTER 14, PENNA, 
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FARM STORY 
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some dealers now have the con- 
nector cutter to rent and are using 
it not so much for profit as for 
service. 


Pole Frames 


The discussion on Pole Frames, 
Native Lumber and Treated Ma- 
terials was led by C. S. Walters, 
forestry department, University of 
Illinois. “There is a place on the 
farm for treated  pole-framed 
buildings,” declared C. S. Walters 
of the university’s forestry de- 
partment. He advised commer- 
cially-treated poles and treated 
skirt boards. 

He also advised dealers to: 

1.Set poles four feet or deeper 
into the ground. 2. Bolt framing to 
poles. 3. Obtain plans that show 
how and where the poles are used. 

“Poles are normally associated 
with low-cost construction, as the 
cost for foundation and wall is 
usually somewhat less. But poles 
alone do not determine whether 
the entire building is low in cost,” 
Mr. Walters pointed out. He added 
that the college of agriculture has 
several plans showing pole fram- 
ing. 

“Dealers in some areas should 
stock treated material,” Mr. Wal- 
ters added. “Encourage farmers to 
use pressure-treated poles wher- 
ever possible.” He recommended a 
cold-tar creosote that meets AW- 
PA specifications, but emphasized 
pressure treatment is best. 

“Pressure-treated pine poles will 
be the best item you can sell,” the 
dealers were told. “Keep a bucket 
of pentachlorophenol (penta) 
handy if you want to dip or redip 
a lesser grade. Some poles are set 
in cement; I’ve even heard of some 
set in pitch, but pressure treat- 
ment removes the necessity of 
either. 

“You can’t carry a full line of 
pressure-treated poles, frames and 
lumber, but try to get the farmer 
to advise your yards ahead of time 
what he’ll need,” Walters sug- 
gested. 

On the subject of native lumber, 
instructor said, “farmers 
should generally be encouraged to 
use native lumber, especially from 


| their own woodlots or from nearby 


sawmills. We prefer to have rvuugh 
lumber used mainly for framing, 
sheathing, and nailing strips, and 
not for exposed surfaces. The 


| dealer who encourages this prac- 


tice will generally sell enough 
more cement, roofing, siding, paint, 


| glass, etc., to offset the losses in 


sales of dimension and board lum- 
ber.” 

He urged farmers using native 
poles, to select thin sapwood and a 


March 8, 


lot of heartwood. Pine has deeper 
sapwood, he pointed out. 


Paint 


Most paint trouble on farms is 
due to excessive moisture in farm 
buildings rather than to defects in 
the paint. The dealers were told 
not to recommend a white oil-base 
paint for use over old, red-painted 
buildings. If moisture is a prob- 
lem, dealers can recommend the 
use of vapor barrier, mechanical 
ventilation or open-type buildings 
to their farmer customers before 
repainting. 

The Forest Products Laboratory, 
Madison, Wis., was cited as an ex- 
cellent authority on painting and 
paint problems. 

Protecting galvanized roofs by 
painting at the first sign of rusting 
is an economical way to increase 
the life of the roof and make added 
paint sales to the farmer from the 
lumberyard. Early application can 
save in two ways: more coverage 
per gallon and the paint lasts 
longer. It is important to select a 
suitable paint; the paint must sup- 
ply a good protective coating 
against weather and at the same 
time retard further rusting. 

If a single coat of aluminum 
paint is applied to a rusty surface 
without a primer coat, rusting will 
continue and the paint will fail in 
one to three years. Tests now be- 
ing made at the university indicate 
that a combination of zine paint 
and aluminum spar varnish paint 
may last for nine years. 

Metallic zine paint, made up of 
80% zine dust and 20% zinc ox- 
ide, has proved to be one of the 
best paints for both one-and two- 
coat applications. Two coats spaced 
so the second coat is put on when 
the first coat shows signs of fail- 
ure can be expected to last for 10 
or 12 years. Single coats of zinc 
paint with a soybean oil vehicle 
gave about 61% years’ service. 


Insulation 


Insulation is one of the most- 
needed materials dealers can sell 
to farmers. Insulation for sidewalls 
and overhead in farm buildings in- 
clude milk houses, dairy barns, 
poultry houses, central hog houses 
and farm shops. It should be ap- 
plied about 314.” thickness, either 
loose-fill or bat-type overhead, and 
2-214” in sidewalls; stud spaces 
are not usually completely filled. 
Reflective insulation may also be 
used. 

Edge insulation of concrete 
floors is highly desirable for brood- 
er houses and central hog houses. 
It should be used at least 1” layer 
of asphalted felt or insulation 
board or 2” foam glass. 

(The concluding article of this 
series on selling the farm customer 
in today’s market will be on farm 
remodeling and improvement; it will 
appear in the March 22nd issue.) 
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Are You Getting These 


b Profits from 


* > 


IN THE HOME .. . ZONOLITE INSULATING FILL 
appeals to your customers because it answers 
the need for an easy-to-do, low cost job. Insu- 
lates average attic for as low as $67.60. Abso- 
lutely fireproof, rodent-proof, permanent. 





FIRESAFE PLASTER . .. It's easy to sell because 
home owners ond plasterers prefer Zonolite 
Vermiculite Plaster Aggregate. it's only one- 
third the weight of ordinary plaster. Yet four 
times more firesafe—so tough even nails won't 
chip it. 


FIRESAFE INSULATING ROOFS! Builders and 
architects recognize the pius-benefits of Zonolite 
concrete for roof construction. Weighs only | /5 
as much as ordinary concrete— provides a fire 
safe permanent monolithic covering of insulation 


BuILDING PropwuctTs 


MERCHANDISER 


—— 
——————~ 


ON THE FARM .. . ZONOLITE INSULATING 
CONCRETE provides warm, dry, healthy floors, 
Reports from hundreds of farms show that three 
out of eight pigs die from cold and dampness. 
Zonolite protects farm animals, increases farm 
production, pays for itself in a short time. 


KILL HARSH | NOISES . . ZONOLITE ACOUS- 
TICAL PLASTIC is being specified by more and 
more architects because it provides the most 
economical sound-conditioning for old or new 
construction. With a noise reduction coefficient 
of 0.65, Zonolite provides o beautifully textured 
finish. It's fire-proof—time saving—cost cutting. 


t 


WARM DRY FLOORS for All Basementiess 
Construction the overwhelming trend to 
basementiess homes and the nationwide popu- 
larity of radiant heating is creating a bigger 
demand for Zonolite Vermiculite Concrete Ag- 
gregate. You con cash in on this ready-made 
market if you stock and promote Zonolite. 


m ZONOLITE? 


” (ae 


Ph eal 


Zonolite Offers So Many Ways 
to Keep Your Cash Register 
Singing All Year Round! 


Have you ever eeetty considered the many, many 





rofit opportunities that Zonolite products offer you 
in the home, farm, commercial construction mar- 
ket? From consumers, from building tradesmen? 

Zonolite’s national advertising in magazines like 
the Saturday Evening Post, Better Homes and Gar- 
dens, American Home...in Farm Journal, Success- 
ful Farming, Country Gentleman . in leading 
architectural, builder and plastering publications 
create a constant flow of traffic and acceptance for 
Zonolite. 

And now! ... Zonolite is planning its most exten- 
sive advertising oe abe to help you sell Zonolite 
faster than ever before! Plan now to increase your 
profits from home insulation and aggregate sales. 
Mail coupon for Dealer Sales Kit. 


COMPANY 


Dept. Al-34, 135 S. ta Salle Street, 
Chicago 3, Illinois 


Ok A YS ER 
Zonolite Company, Dept. AL-34 
135 S. La Salle Street, Chicago 3, Illinois 


Without obligation, please rush Zonolite profit details and 
FREE DEALER SALES KIT 


| Pa taecdpebivecers Zone... .State 
Re 
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Answers to Dealer Questions on Panel System 


Dealers have asked a good many 
questions about the new panel sys- 
tem of construction developed by 
the Small Homes Council, Univer- 
sity of Illinois, under a grant by the 
Lumber Dealers Research Council. 
American Lumberman is printing 
the most important of these ques- 
tions and anawers as prepared by 
the Small Homes Council in this and 
the following issue. For a complete 
explanation of this new system, see 
“Panel System Aimed at Prefab 
House Competition,” American 
Lumberman, Feb. 8, 1954, page 40. 

A booklet, “Homes from Pre-As- 
sembled Wall Panels,” is available 
from the Small Homes Council, Uni- 
versity of IUinois, Urbana, Ill. at $1 
per copy. This booklet describes and 
illustrates five house plans, evx- 
amples of how the precut and preas- 
sembled wall panels can be used. 


Q. Where do you start in erect- 
ing your panels? 


A. There are two methods of 
erecting panels. In one, the panels 
may be erected one by one with a 
crew of two men. In this case, 
panel erection is started four 
inches from one corner of the 


house. In the other method, all pan- 
els may be assembled into the fin- 
ished wall on the floor of the house 
and tipped up together. In this 
case, the wall should be eight 
inches less than the overall dimen- 
sion of the house, 


Q. Does FHA approve of this 
method of construction? 


A. Houses using this method of 
construction have been approved, 
evaluated, and insured by the FHA 
insuring office in Springfield, IIl.; 
also in other areas of the country 
including Michigan, Ohio, New 
York and Indiana. In submitting 
these houses for FHA approval, 
proceed in normal fashion—check 
with your local insuring office. 
This method is considered to be 
conventional construction. 


Q. How does this system com- 
pare to conventional construction 
in the amount of material used? 


A. For a 24’ 8” x 40’ 8” house, 
the system uses between 50 and 
100 more board feet of lumber. 
This extra material cost is com- 
pensated by a reduction of 25-30% 


in labor costs for wall framing and 
erection. 


Q. Why is a continuous header 
specified? 


A. By using a continuous double 
2x6 header, all lintel problems are 
solved, the house is tied together 
and all studs may be cut to the 
same length. Actually, the contin- 
uous header allows the placement 
of openings at any four-foot inter- 
val. All codes accept two 2x6’s on 
edge for lintels for 4’-0” openings. 


Q. Why don’t you cut the corner 
post studs the same length as the 
others and extend the continuous 
header on over the corner post? 


A. Headers as dimensioned are 
in even two-foot lengths. If head- 
ers are extended over the corner 
post, it would be necessary to buy 
an extra length of header and 
waste some lumber. In some in- 
stances, the headers are extended 
over the post to serve as a support 
for the flying rafter. In these cases, 
the additional length on the 
header is two feet, giving an end 
overhand of 1’'-8”. 





“SUPERIOR’ 


MARYSVILLE, CALIFORNIA 


Spec'alizing in 


excellent quality dry 


Ponderosa, Sugar Pine, 


White Fir and Douglas Fir. 


Equipped with Modern Stetson- 
Ross planer, Irvington Smooth 
double-end trimmer. Member of 
the Western Pine Association. 


SUPERIOR LUMBER 
CHES COMPANY 


920 9th ST: * Phone HUdson 4-8216 
SACRAMENTO 14, CALIF 
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Alcoa’s powerful 
television show 
helps you sell 


screening 
of Alcoa 
Aluminum 





Edward R. Murrow is on the air for Alcoa—and 





for you. Hard-hitting commercials tell your 
customers that screening of Alcoa® Aluminum 

is the best on the market. Alcoa advertisements 
in national magazines like The Saturday Evening 
Post, Life, Better Homes & Gardens, American 
Home, House Beautiful, House & Garden and 
Sunset Magazine are telling your customers to look 
for the Alcoa label on the screening they buy. 


ORDER YOUR SCREENING NOW... 
DISPLAY THE ALCOA LABEL 





IT’S AVAILABLE NOW! 


Insect wire screening woven by the following manufacturers from Alcoa 
Alclad 56-S Aluminum Wire conforms to National Bureau of Stand- 
ards Specification CS 138-49 and Federal Specification RR-S-141 a, 


Alabama Wire Co., inc. 


American Wire Fabrics 
Corp 

Chase Brass & Copper 

° 

Clinton Wire Cloth Co. 

Cyclone Fence Division 
(American Steel & 
Wire Company) 

Dixie Screen & Wire 
Products, inc. 


BuILDING PropucTtTs MERCHANDISER 


Gilbert & Bennett Mfg. 
Co. 

Gulf Screen & Wire 
Co., inc 

Hanover Wire Cloth Div 
(Continental Copper 
& Steel industries, inc.) 

Heilig Bros. Co., inc. 

The C.O. Jelliff Mfg. Co. 

Keystone W ire Cloth Co 

New York Wire Cloth Co 


Pacific Wire Products 
Co., inc. 

Pennwoven, inc. 

Phifer Aluminum Screen 
Company 

Sporgo Wire Cloth & 
Screen Co. 

Whitehead Woven Wire 

2. 
Wickwire Brothers, inc. 
Wire Products, inc. 


ALCOA 


A oA op 
UM COMPANY 
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Wp erchanillsar \ STANLEY 


HOW ARE YOU 
DOING WITH 
ELECTRIC TOOLS? 


Do Better With This 


5 
ANDYMAN 


MERCHANDISER 


Here’s a display merchandiser 
aimed squarely at the “do-it-himself” 
customer, and who isn’t these days? 
He sees you every day. Does he see 
your electric tools? Here’s the best 
way to take quality tools out of their 
boxes and wrap up more sales. 

Use this 42” x 17” birch and peg- 
board merchandiser. On counter, 
island, end bunker or in a window, 
this irha approved fixture stops ‘em 
and sells ‘em. Unsightly cords are 
tacked away underneath where they 
secure the tools while permitting the 
handling that sells them. 

Ask your jobber about the Stanley 
Handyman HI Electric Tool Mer- 
chandiser, or write direct to Stanley 
Electric Tools, 445 Myrtle Street, 
New Britain, Connecticut. Ask for 
Electric Tool Merchandising File No. 
43000 data. 

Check the list of Stanley Electric 
Tool Service Stations packed with 
each tool. Become familiar with the 
one near you. Recommend it to cus- 
tomers who ask. 


a8 
ear 
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STANLEY Tool Stations 


Where Shoppers Stop 


“This is one station few pass with- 
out at least stopping for a look. And 
often the looker turns <into_a buyer.” 
So says Lucian Truskoski jof the 
Forestville Lumbed Co., Plainville, 
Connecticut. ,% 

Luke has had his Stanley Tool 
Station on the job about six months 
and he’s had to re-order sold-out 
items several times. “My customers 
are naturally tool conscious,” he de- 
clares, “and when they see Stanley 
Tools laid out so invitingly at the 
Tool Station, they nearly always stop. 
The next step is closer examination— 
a man feels the balance of the “100 
PLUS” hammer, sights the cutting 
edge of a No. 4 plane, works the 


and Buy! 


ratchet of a “Yankee” spiral screw- 
driver. There’s something about the 
heft of Stanley Tools—when a man 
begins handling them, he begins want- 
ing them. I’m sure sold on my Tool 
Station, and so are my customers.” 

The Stanley Tool Station displays 
and sells 107 different items in less 
than 9 square feet of floor space. This 
is real space econcmy, real sales effi- 
ciency. Building supply dealers want 
both. Ask your jobber about the 
Stanley Tool Station. You'll find him 
fully informed and glad to help. For 
more detailed information write 
Stanley Tools, 207 Elm Street, New 
Britain, Connecticut. Ask for Tool 
Merchandising File No. 43000 data. 


HARDWARE ¢ TOOLS © ELECTRIC TOOLS © STEEL STRAPPING © STEEL 
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This Merchandiser MOVES 
Household Hardware 


DO YOU HAVE ENOUGH OF THESE? YOUR CUSTOMERS DON’T 


Here's an item most closets need, and mast of 
your customers have closets. This bright dis- 
play uses only 14%” of space to show the 
sizes, uses, and ease of installation of Stanley 
Closet Bars. Get yours now. It’s free when 
you order at least a dozen bars of one size 
(18”, 30”, 48” & 72”, all adjustable) or “% 
dozen each of two sizes. Your wholesaler has 
it, or write Stanley Hardware for data on 
Closet Bar Display No. DB7020. 


JAK 


Ws 


—— 


Here’s How One 
Building Supply 
Dealer Does It! 


Ned Cummings of the P. D. Thibert 
Lumber Company in Springfield, 
Massachusetts, finds household hard- 
ware a steady seller, and is particu- 
larly pleased with sales of the 57 
carded items displayed and sold by 
his Stanley Household Hardware 
Merchandiser. 


“It’s not only that the hardware 
sells,” says John, “but the merchan- 
diser does all the work for me. 
Customers see what they want and pay 
for it. There’s no selling time to put 


| in. When an item is sold out, the 
| ‘sold-out’ card flags me and I re- 

order, and believe me, I’ve been doing 
| a lot of re-ordering lately. I’ve in- 


creased sales of these items 300% 
in 90 days.” 

Dealers everywhere acclaim this 
self-service, sales-building merchan- 
diser. It stands on only 2% square 
feet of floor space and pays for every 
inch by selling and promoting related 
sales. 


Order your Household Hardware 
Merchandiser today. Ask for Package 
No. N-102. Here’s what it includes: 


Y% dozen each of 57 Household 
Hardware Items that retail for 
$136.44 
| Display Stand FREE 
YOU PAY ONLY § $81.85 


Your wholesaler has it, or write 
direct to Stanley Hardware, New 
Britain, Connecticut. Ask for Hard- 
ware Merchandising File No. 43000 
data. 


THE STANLEY WORKS © NEW BRITAIN, CONNECTICUT 


BUILDING PRropucts MERCHANDISER 
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There's Money 


CUPRINOL FOR 
PLYWOOD 


Make an extra profit on 
every order. Stops grain 
raising and checking. 
Keeps customers happy. 


ZY CUPRINOL FOR SASH, 
~ - DOORS & SCREENS 


Make an extra profit on 
every order. Stops warping 
and swelling. Avoids costly 
complaints. 


7, _ CUPRINOL FOR 
je HOME HANDYMEN 


Sell non-toxic, non-irritat- 
ing, safety-first Cuprinol to 
protect customers, and your 
goodwill, 


New Displays! 


Educate customer and clerks 
alike. No extra space needed. 
Write direct for kit. 


Triple-Acting Cuprinol is the 
modern wood preservative that 
assures a better finish, better 
service and longer life for the 
wood you sell your customers. 
Its high quality formula pro- 
vides maximum protection 
against rot, termites, warping, 
swelling, grain raising and 
checking. Also excellent as a 
primer under all finishes, 


A smart-looking wire rack stand 
takes only 15” x 21” of floor 
space, holds $49.20 worth of 
Cuprinol and can return a hand- 
some 300% on capital invested.* 
Write today for full details. 


*Based on a conservative 6-time 
a year turnover. 


CUPRINOL 


DIVISION DARWORTH INC 
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Florida dealer says chim- 
ney sales also promotes roof- 
ing and paint sales. 


A substantial amount of potential 
profit for building supply dealers is 
“going up in smoke” for their lack 
of interest in complete chimneys, 
according to the experience of Pen- 
insular Building Supply Company, 
St. Petersburg, Fla. 


STORE UNIT TELLS CUSTOMER 
complete story—what it is and what it 
costs—-and he can see how it looks 
when installed. 


| Sells 20 Chimney Units Annually 


This concern is selling about 200 
complete chimney units annually. 
Sales are easy and the cost of mer- 
chandising the chimneys is modest, 
says Roy Deeb, president. That 
means long profit. 

According to Mr. Deeb, sales of 
complete chimneys come from two 
general sources: 

First, the attractive supply store 
contains a permanent chimney dis- 
play. This is a chimney, set up and 
ready for installation. The display 
is near the stairway leading up to 
the company offices, and directly in 
front of the main entrance. Any- 
one who comes inside the store sees 
it immediately. 

A sign on the unit tells what it is 
and gives the price, so that shop- 
pers may examine the complete unit 
and sell themselves without even 
asking the price. A lot of sales go 
to individual homeowners through 
this display suggestion. 

Second, and even more important, 
is the work of outside salesmen, 
calling on home-building contrac- 
tors. The salesmen always suggest 
complete chimneys when discussing 
other materials with home-building 
contractors; and the company finds 
that selling the chimneys largely is 
a matter of reminding contractors. 
Without the reminder the average 
contractor would overlook the chim- 
ney unless the home buyer specifi- 
cally mentioned it. 

Mr. Deeb says that the store dis- 
play not only sells chimneys, but 
aids in the sale of auxiliary items, 
too, particularly paints, since the 
chimney must be painted. The dis- 
play also gives roofing sales a boost. 





Dealer Pointer 





INTERIOR DECORATING CORNER 
is attracting customer’s attention at 
the Milot Brothers Co., Woonsocket, 
R. I. This corner consists of paint, 
wallpaper and electric fixtures. The 
paint section includes 35 colored mold- 
ings. Six miniature doors are used to 
show customers what the overall dec- 
orative effect will be. Various types of 
“live” electrical fixtures are just over- 
head and frequently add to the sale. 
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one of 10 woods from the 


WESTER N YI NE region 


Strong, durable and straight-grained, Larch is an ideal 
wood for all structural and heavy construction purposes. 
Tough-fibered and rigid, it holds its shape, works well 
and resists nail withdrawal. Larch’s handsome grain, 
satin-smooth surface and reddish color put it in demand 
for interior architectural woodwork, too. 


Larch comes in 3 select, 5 common, 3 structural, 
4 dimension grades. You can order it in straight or mixed 


car lots, together with other woods of the Western 
Pine region. 


IDAHO WHITE PINE 
PONDEROSA PINE 
SUGAR PINE 


the Western Pines 


LARCH 

DOUGLAS FIR 

WHITE FIR 
ENGELMANN SPRUCE 
INCENSE CEDAR 

RED CEDAR 
LODGEPOLE PINE 


the Associated Woods 


get the facts on LA RCH 


write for the FREE illustrated booklet to 
WESTERN PINE ASSOCIATION 
Yeon Bidg., Portiand 4, Oregon 





Sterling: 


HARDWARE 
































INSTALLS EASIER, 
WORKS BETTER, 
LASTS LONGER 


imple « Accessible + Easy to Insta 


Your customers prefer Sterling Hardware 
“Quality-By-Design”— because Sterling 
is easier to install and gives long, quiet, 
trouble-free service. 

Available in Complete Packaged Sets 
for most door openings. 


STERLING HARDWA 


2345 WEST NELSON STREET * CHIC 


Apt! 


ee Mm Aer DD Sie Vi 


Sterling 


HARDWARE 


NATIONALLY ADVERTISED in Leading Magazines 
SEE OUR CATALOG IN SWEET'S 
Architectural File + Light Construction File 
VISIT OUR DISPLAYS 
Architects Samples Corporation, N.¥.C, 
Chicagoland Home Building Center 
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DO-IT-YOURSELF EXPANSION is indicated by the 
of the dealers reporting in the survey said they are actively engaged 


in selling this fast-growing market. 


-~ 


fact that 65% 


WORRY OVE 


R FINANCING on the part of prospec- 
tive home builders is one of the greatest deterrents 


to dealer sales in almost every region. Dealers predict 
general upsurge in sales if financing regulations are 


relaxed. 


What Dealers Say About Their Business 


Norm Mason’s Coast-to-Coast survey summarizes 
the current situation in sales, financing, prefab competition, 
do-it-yourself, collections and other vital phases. Here’s a 
chance to check your business and your region against others. 


“We are continuing on the same 
level plateau of sales we have been 
having for two years,” says Nor- 
man P, Mason, William P. Proctor 
Lumber Co., North Chelmsford, 
Mass. in his annual retail lumber 
industry business conditions sur- 
vey. 

“There was a drop of only 7.3% 
in sales in 1953 from 1952,” said 
Mason. 

According to his’ region-by- 
region survey, here is the business 
picture as 1954 began: 


“a 


Northeastern Area (New Eng- 
land and N, Y.): This area seems 
to be proceeding on a level plateau 
of sales without boom or bust. Fi- 
nancing is relatively easy; rates are 
moderate and mortgage money is 
available without discount. Unem- 
ployment is up slightly. Overtime 
pay is less prevalent. In general, 
the building industry is optimistic. 

Balance of Region One (N. J., 
Penna., Del., Md., D. of C.): Deal- 
ers are troubled by declining sales 
and excessive union labor de- 


HIGH COST OF LABOR is causing dealers to seek faster, easier methods of 
doing things. Survey shows 50% of dealers in the Pacific Northwest, Nevada and 
Montana have been able to reduce operating costs. 
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mands. Wages have been advanc- 
ing. Dealers are less optimistic 
about the outlook than those in 
New England. 

Region Two (Va., W. Va., N. C., 
S. C., Ga., Fla., Ala., Miss., La., 
Tenn., Ky.): Sales volume here 
closely approximated the national 
average. Disturbances in some 
areas because of direct selling by 
wholesalers. Major problem in get- 
ting financing for homebuilders in 
moderate sized communities. Two- 
year-long slump in textile manu- 
facturing and continuing lack of 
demand for coal has slowed busi- 
ness in some areas. 


Region Three (Minn., N. D., 
S. D., Ia.) : Drouth and farm prices 
are serious problems. Sales were 
down about 12% —the largest 
average drop except in Texas. 
Dealers have given less wage in- 
creases than those in other areas. 
Dealers are generally hopeful for 
better conditions. Prefabs are 
making some inroads. 


Region Four (Mo., Kan., Ark., 
Okla., Neb.): Problems in finding 
ways to reduce costs and getting 
financi.g for customers. Collec- 
tions are more of a problem. Low 
farm prices retard business. About 
91% of the dealers had lower vol- 
ume in ’53 than in ’52. Average was 
off 10.8% on sales. 

Region Five (Ida., Ore., Wash., 
Nev., Mont.): Bad _ distribution 
problems are serious. Funds for VA 
mortgages are scarce. About 50% 
of dealers reporting said they had 
been able to reduce operating 


(continued on page 100) 
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This little pig goes to town 
Sun tenn e for dealers handling Temlok sheathing 


t en or Colonial? i 
; < . Wi Starting in March, this little pig will help you sell more Tem 
y lok® Sheathing. He’s opening an imaginative advertising 
s smart . 4 campaign to create new interest in Temlok Sheathing and 
‘ton my help pre-sell your customers on its many advantages. 
He'd build his home right, right from ' , 


there were 2 fourth Little Pig— 


Whatever his 


Home buyers depend on brand name products as a guar 

soroof, with comfort just seething, antee of the quality they expect in a well-built house. The 

Both woll-proot and prone maine S name “Armstrong” has been established by many years of 
Aad wel inmate wi constant advertising. oy 

As the start of a new series of Temlok ads in American 
Home and Better Homes and Gardens, this smart little 
porker demonstrates, in a refreshing new way, how to build 
a comfortable house with Temlok Sheathing. 

This effective salesmanship will work for your builder cus 
tomers, too, because the use of brand name products is one 
of the biggest sales points a builder can offer. Besides hav 
ing many casnide advantages, Temlok is the sheathing 
prospective home buyers know best. It’s this acceptance 
and preference that helps sell houses. 

There are new display materials designed to back up the 

campaign ard help you promote Temlok in your 
mn For information, write Armstrong Cork 
Company, 3703 Rieker Avenue, Lancaster, Pa. 


ARMSTRONG'S 
TEMLOK 


The name that helps you sell 
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Nearly Every Customer 


has a use for 


Anchors 


The most practical and 
economical earth anchor 
for erecting and rein- 
forcing: 
e FENCE CORNERS 
e GATE POSTS 
e GRAIN BINS 
« CORN CRIBS 
e TV ANTENNA 
TENTS 
BOAT DOCKS 
HAY STACKING TRACKS 
CLOTHES LINE POSTS 
LARGE TREES 


Other guying, straight - 
ening, tightening and 
anchoring jobs. 


A 


Locally and Nationally 
Write for catalog and information 


AB CHANCE CO 











STICK WITH THE 
LINOLEUM PASTE THAT MEANS 


EXTRA PROFITS 


TIGER-GRIP 
LINOLEUM PASTE 


More spread per 
gallon (20 yards or 
more) ... smooth- 
er body... easy to 
spread... no dis- 


agreeable odor . . . no presetting neces- 
«.. mever gummy or tacky. 


sary 


LINOLEUM TROWEL 


Spring steel, correctly 
serrated for proper 
spreading. Aluminum 
shank, turn-proof han- 
dle. Durable, light- 
weight. 


CONSUMERS 


WATERPROOF CEMENT 


Ideal companion for 
Tiger-Grip. Where damp- 
ness exists —sink tops, 
baths, lavoratories, for 


closing seams, etc. 
Order from your wholesaler. 


CONSUMERS 


100 


N WA 


ity T 


=e) 


6 M< 


GLUE 
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DEALERS SAY 


(begins on page 98) 





costs. Seare philosophy hampers 
business in some areas. 

Region Six (Colo., N. M., Wyo., 
Utah, Ariz.): Dealers relatively 
optimistic. High costs and unethi- 
cal competition are problems. Diffi- 
culty in placing loans. Sales in 
1953 were good. Dealers expect a 
good year in 1954. 

Region Seven (Calif.): Sales 
down slightly in 53. VA money is 
scarce. VA regulations are tough. 
Dealers expect volume to be lower. 
Genera! California business is not 
brisk. Prefabs are not a serious 
factor. 

Region Eight (Ohio, Mich., Ind., 
Ill., Wis.): Sales in 1953 better 
than elsewhere. About 50% of the 
dealers had more sales in ’53 than 
in ’52 and net average increase 
was 2.8%. About 60% of dealers 
say prefabs are a serious factor— 
far more than anywhere else in the 
country. Lack of adequate mort- 
gage financing for conventional 
homes makes the market easy for 


Sales for 1953 


prefabs in smaller communities. 
Collections are generally more 
troublesome than elsewhere. 


Region Nine (Tex.): Business 
not as booming as in the past. 
About 55% of the dealers expect it 
to be worse. About 91% of the deal- 
ers think business is normal. Pre- 
fabs not a serious threat. Dealers 
need better financing. More un- 
sold homes than usual; some pro- 
ject builders are overbuilt. About 
90% of the dealers report lower 
sales in ’53 than in 52. The aver- 
age drop in sales of 14.9%, while 
not too large, is the largest in the 
nation. 


Only One Sales Increase 


To summarize the sales picture 
of 1953 as compared to 1952, Mas- 
on’s business conditions survey in- 
cluded the following table com- 
piled from al! dealers participat- 
ing in the survey. It will be noted 
that region eight (Ohio, Mich., 
Ind., Ill., and Wis.) was the only 
region to report an increase in 
saies (2.8%), while region nine 
(Texas) showed the biggest drop 
(—14.9%). Here is the table: 


compared to 1952 





Sales No 
Region Up Chanve 


Northeastern 47% 6% 
Bal. of Region 1 0% 9% 
Region No. 2 36% 4% 
Region No. 3 11% 11% 
Region No. 9% 0% 
Region No. 50% 0% 
Region No. 88% 0% 
Region No. 0% 0% 
Region No. 8 56% 4% 
Region No. 9 10% 0% 

U.S. 314%4% 3%% 


Sales Dealers with sales in Average 
Less 15% plus or minus range Change 


shy a 
91% 70% 
60% 84% 
78% 89% 
91% 84% 
50% 71% 
62% 15% 
100% 100% 
40% 88% 
90% 64% 
65% 82.3% 





To further support his assump- 
tion that sales in retail lumber- 
yards are going along on a more 
or less level plateau, Mason gives 
the figures on housing starts dur- 
ing recent years: 195C—1,396,000; 
1951—1.091,300;: 1952—1,127,000; 
and 1953—1,102,400. 

Mason says: “Here is one inter- 
esting fact which may indicate 
that our industry is not getting as 
much of this housing market as in 
the past: Dollar value of housing 
in 1953 (totaling $11.700,000,000) 
for private work was 7% ahead of 
1952 which was a record exceeded 
only by 1950. I think the average 
unit was larger, but some of the 
increase is in higher labor costs 
and some was in the expansion of 
the prefab market.” 


Mortgage Figures Higher 


Mason points out that the fig- 
ures on mortgages recorded may 
indicate that dealers should have 
had an even better year. For a ten- 
month period in 1952, mortgages 
recorded ($20,000 and under) 


amounted to $14,971,830,000. For 
the same period of 1953, the value 
of mortgages recorded amounted 
to $16,576.437,000. He adds, “This 


Varch 8, 


shows an increase of 10.7%. How- 
ever, some of the increase may be 
because the figures include other 
than housing mortgages: and, it 
also may indicate some increases 
in loans on existing homes.” 

Summarizing the nationwide 
dealers inventory picture, he says: 
“Retail lumber dealers inventories 
are no danger to the economy of 
the nation. Dealers generally are 
not overstocked. Most inventories 
are well balanced.” 

“Many dealers are caught be- 
tween the problem of resale prices 
limited by competition from other 
dealers (too many of them) and by 
competition from wholesale houses 
(selling direct) and by rising costs 
—particularly labor costs,” Mason 
declares. The following table 
shows wage increases are becom- 
ing a more serious problem for 
dealers: 

(continued on page 103) 
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Wisconsin Knight MALAY 


HAS A FLUSH DOOR TO COST 
MEET THE NEEDS OF : eda 
ALL YOUR CUSTOMERS : Terrific 


BIRCHINA 
AWaue you seen these; 
Here is the flush door 


*R; e that is setting the pace 
Birchina UTMOST in sales! Wisconsin 
* Knight is a name favor- 
La uaqn ably known among door 
+ h BEA UTY merchandisers, builders, 
W H ‘ architects and homeowners, 
ite Guamba ; and YOU can profit from 
*R;: a ransate.t, this popularity by stocking 
Birch a this door that keeps e cus- 
Me. ' tomer satisfied 
*Gum 
¢ DISTRIBUTORS: Get the full facts by contacting us 


INTERIOR AND today, without delay. 
EXTERIOR DOORS RETAILERS: We'll gladly send you the name of your 


nearest jobber. 
13%" AND 134" 
HOLLOW AND Telephone Collect: TExas 4-8008 


SOLID CORES 
WITH OR WITHOUT ACU lee sgh WISCONSIN DOOR CO. 


LIGHT CUTOUTS 10101 Lyndon Ave. Detroit 38, Mich. 


A rchiteets look upon the How-ell-dor in terms of a 
quality standard of performance, To builders and 
suppliers it means ease of installation, fast turnover. 
,, To the ‘homeowner it‘is gn attractivély priced door, 
. built for lasting beduty. ‘ 
When specifying How-ell-dor, look for fast, dependable 
eet at vak Ob don. Na Ae sth now 44 stock sizes and detec’ ed resi- 


extra-durable How-ell-tite track ... another | dential and commercial doors to satisfy every requirement. 
& cae Sneoreng Bre, @ Write for FREE °54 literature e 


THE HOWELL MANUFACTURING CO. 7200 Hasbrook Ave., Philadelphia 11, Pennsylvania 
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——SON Ng 
SAL) (NULAC 
Wilh OhC Me. Of v1. 


The small self-demonstrating model 
shown above is the key that unlocks two 
big screen markets. for you. With this 
silent salesman prominently displayed in 
your salesroom you can sell both of them 
more easily, more profitably. 
You sell frameless, full-length Colum- 
bia-matics with a minimum inventory 
. your distributor can supply fast 
delivery on all standard Columbia-matic 
sizes, and any special-order size. You 
stock only what you need . . . yet sell a 
complete line. 


| your homeowners! 


These are the 
Columbia-matic features 
they go for: 








Patented Automatic Tension— Patented spring-loaded bot- 
tom rail holds full-length screen drum-tight against window 
frames for complete insect protection. 


Save time—Easy to put up and take down from inside. 
Anyone can do it in seconds. 


Save work—No more struggling with clumsy rigid frames or 
Here's the most powerful support in the industry ladders. Columbia-matics have top and bottom rails only. 
It’s the most powerful advertising campaign ever put behind Roll up for compact storage. 

a window screen . . . it's the most complete merchandising 
and point-of-sale support available . . . it’s all designed to 
give you more sales on high-profit Columbia-matics—the 
nation’s finest tension screens. Full-page and half-page ads 
in top national magazines— 34,950,000 consumer reader 

impressions this Spring! . . . plus month-after-month adver- Sef 

tising in these top architectural and building magazines: yout. ”Y boro! 
House & Home, American Builder, Practical Builder, 

Architectural Record, Progressive Architecture. 


Save money —Columbia-matics cost no more than ordinary 
screens. Rustproof aluminum needs no painting, maintenance. 





Show them how Columbia-matics 
actually save them money 
Yi) Hoover ordinary screens 


Easily installed by unskitled labor in minutes from inside, 
no template. 


Columbia Mills, Inc., Dept. M-3, Syracuse 2, N. Y. 

Please send me complete information 

on Columbia-matic Tension Screens 
Name 
Company. to fitting —Columbia-matics arrive pre-cut to your specifica- 
id tions . . . perfect fit assured. 
Ac aress__ i : - 3 
No callbacks—Columbia-matics can’t swell, stick, warp. . . 
won't drip-stain house siding. 

Get the twin market 
Columbia-matic profit story now! 


Te Zone _ State 


My distributor 





el 
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ACOUSTICAL TILE NAILS 
... designed for the job 


DEALERS SAY (begins on page 98) 





Wages 
No increases Wage increase 


Wage increase Gave increases in 
in ’52 or ’53 


in 1952 in 1953 both ’52 and ’53 


52% 68.4% 54% 
154% % 54% 69% 58% 
27% 45% 45% 40% 
67% 11% 33% 33% 
23 % 54% 54% 57% 
28% 70% 57% 100% 
25% 62% 62% % 80% 
25 % 50% 15% 66% 
0% 68 % 92% 65 % 
36% 36% 27% 25% 


Northeastern 16% 
Bal. of Region 
Region No. 
Region No. 
Region No. 
Region No. 
Region No. 
Region No. 
Region No. 
Region No. 


CcConavtk Whe 





“How buyers pay their bills is 
another indicator of the trend bus- 
iness is taking,” says Mason. “My 
figures show no indication of any 
change from the level plateau of 
activity we have been having. Ac- 
counts are up a little where busi- 
ness is best in the northeast and 
in region eight. Collections are 
down in areas like Texas where 
sales have dropped off.” Here is 
Mason’s table on the credit trend: 


Credit Trend 
Paying Paying 
Better Normally 


Northeastern 5% 53% 
Bal. of Region1] 0% 388%% 
Region No. 2 3% 39% 58% 
Region No. 3 0% 44% 56% 
Region No. 4 0% 31% 69% 
Region No. 5 0% 57% 43% 
Region No. 625% 12%% 62%% 
Region No. 7 0% 25% 75% 
Region No. 8 8% 42% 50% 
Region No. 910% 30% 60% 

U.S. 4% 40% 56% 


Paying 
Slower 


42% 
6142% 





“It is quite obvious to me that 
customers of many of our dealers 
find it difficult to get VA loans ex- 
cept at substantial discounts,” 
says Mason. “ We have a real job 
to convince the administration that 
buyers are better served by a flex- 
ible interest rate high enough to 
draw investment funds instead of 


low, inflexible rates which look 
nice but do not draw funds for 
such loans. If correction could be 
made in the loan picture it would 
develop much added volume and 
thus be very helpful to the coun- 
try’s economy.” 


Do-It-Yourself Expansion 
Mason points out: “It seems to 
me that the number of dealers with 
an active do-it-yourself market in- 
dicates a big expansion going on in 
this area. We find that do-it-your- 
self jobs result in other jobs for 
our contractors because not every- 
one can do his own work but still 
wants to keep up with the Jones.” 
This table shows dealer activity 

in the do-it-yourself market: 


Do-It-Yourself Market 
Active in do-it-yourself 
market 


Yes 

Northeastern 63% 
Bal. of Region 1 62% 
Region No. 2 56% 
Region No. & 67% 
Region No. 85% 
Region No. 86% 
Region No. 5 «616% 
Region No. 50% 
Region No. 16% 
Region No. 9 386% 
US. 65% %o 








Unique "Delivery System" Cuts Costs 


A novel method of hoisting as- 
phalt shingles from the ground to 
the roof won an 88-square sale for 


Bui_pinc Propucts MEercHaNnDIseR 


the Clay Building Materials Co., 
Comanche, Texas. The method 
might be utilized by any dealer in 
a similar situation. 

J. B. Ruth, company manager, 
fastened skate wheel conveyors on 
a frame from the ground to roof 
of the 35-foot-high eaves of the 
Comanche Grammar School. A 
cable was run through a pulley at 
the top of the frame and fastened 
to the front end of a jeep. Bundles 
of shingles were raised by back- 
ing the jeep. 

When the Comanche school 
board selected fire and weather 
resistant interlocking asphalt 
shingles for the reroofing job and 
asked for bids, it specified that 
delivery be made on the roof, not 
the ground. Mr. Ruth held his ad- 
ditional delivery costs to 10 cents 
a square. 





When installing acoustical tile choose a 
job-designed nail that combines ease of 
application with these special features: a 
head end which allows the nail to be 
driven home without damaging the tiles 
..a@ collar which holds the tiles firmly in 
place...annular threading which gives su- 
perior holding power, The nails are fur- 
nished with a plated finish to prevent rust 
streaks where moisture is present. Send 
for free samples and descriptive literature. 


JOHN HASSALL, INC. 


P. O. Box 2156 
Westbury, N. Y. 


| CASH IN 


RED CEDAR CLOSET LINING 


SEAL- 
PACKAGED 
FAST-MOVING 


Nationally 
ptduertised 
BROWN’S 


SUPERCEDAR 


Guaranteed 90% Red Heart-100% Oil Content 
Our national advertising annually produces thous - 
ands of customer inquiries which are turned over 
to our dealers for follow-up. Here is an active 
market for cedar closet lining. Brown's SUPER- 
CEDAR is a fast-moving, 

profitable item and is 

produced by the largest 

and oldest experts in 

the business. Sold only 

through leading jobbers 

and millwork distribu- 

tors. 


Write for Builders Folder and Consumer Booklet 











PRODUCT OF 


GEO. C. BROWN & CO. 


GREENSBORO, N.C Eata 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 
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MILOT BROS. sells the best in 
Building Materials and 
Home Appliances, but 


“DON'T JUST TAKE OUR WORD” 


md whet "1 
ves ot 99 Kutores St 
had never done any carpente 


he started reoaies on his awn horn 


Fiberglas Insulation 


oy be omer te metal vet we scene! ond fficmeat 


~ Milct Brothers Co. 


LUMBER & BUILDING SPPUNS) 


| Seeetetie im Buide Mardware 











Customers Indorse Products 


Human 
Island firm. 


A 12-week testimonial advertis- 
ing campaign attracted a lot of at- 
tention to the Milot Brothers Co. in 
Woonsocket, R. I. This series fea- 
tured the theme, “Don’t Just Take 
Our Word.” Each ad showed the 
picture of a Milot Bros. customer 
with the product he had purchased 
and a direct quotation of a compli- 
mentary nature about the product 
and company. 

“These ads aroused much more 
than ordinary interest,” says Aram 
P. Fleurant, president. “It seemed 
to give customers the courage to 
tackle their own repair and modern- 
ization problems. We found that 
people were watching for the next 
ad to see who would be featured, 
indicating that pictures of neigh- 
bors have a strong public appeal.” 


4 


CUSTOMER’S PERSONAL INDORGCEF. 
MENT and picture attracted favorable 
attention to the series of 12 weekly 
ads run by Milot Brothers Co., Woon- 
socket, R. 1. 


interest ads attract attention to Rhode 


Preceding this series, the firm 
ran a series of 15 weekly institu- 
tional ads, playing up its various 
departments — hardware, paint, 
millwork, tools and others. This 
series opened with an illustration 
of a man studying a dictionary with 
the thought that while Milot Bros. 
does not carry as many products as 
there are words in the dictionary, 
it does carry thousands of different 
products. 





Your Customer's Needs 


Good merchandising is not just ag- 
gressive selling, attractive displays, 
effective merchandising or any single 
element that goes to make up a good 
merchandising program. It’s a combi- 
nation of all of these. And not the least 
is to know your customers needs. His 
needs should be thought of as the 
structure or finished job. 


—F. W. Girdner, sales manager, 
Bradley Lumber Co., Warren, Ark. 





*& LITTLE AMERICAN—the 
ONLY floor sander soldwith 4 


HARDWARE 
6 INTE 


FRICTION CASEMENT ADJUSTER 





Design, construction and finish have distinguished IVES 
Specialty Hardware as the finest obtainable. Typical is this 
Friction Casement Adjuster of brass or bronze. Featuring 
the utmost simplicity in its unmatched, square design, the 


a 5-Year Service Guarantee! <)> 


Experience proves 


Americun 


Sanders 


produce top rental profits due to easy oper- 
ation, professional-type results, and ex- 


tremely low 
per-proof . 


St. Clair St., Toledo 4, Ohio. 


maintenance. 


. ideal for Do-It-Yourself! 


% Send today for FREE booklet describing tested rental 
plan. The American Floor Surfacing Machine Co., 521 So. 


Practically tam- i 
R 


| 
| 


AMERICAN ' Performance Proved Machines 
«+ Nation-Wide Service 
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THE H. B 


unique construction assures a constant friction whic 
inates the need for manual adjustments. You'll recognize it 
at once by the IVES... 


Varch 


elim- 


Extra Quality Touch! 


ey ag 


Bf Si 


DRAW PULL (137) SHUTTER 
ADJUSTITE IR. = LOB. 


for the EXTRA QUALITY touch! 


IVES COMPANY - 
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‘Fir Pluwood 


means the difference between 








cm 







Bowman Lumbé? Co., Abilene, Tex. 


There’s a profitable clue for you in the way 
Chubby Cobb re-built sagging sales by specializing 
in fir plywood. Here’s a capsule of the plan’ 
that helps sell over a carload of plywood a month— 


1. ADEQUATE INVENTORY — Carry complete line of fir plywood 
all grades and sizes, plus specialties. ‘“You can’t sell what 
you don't stock,’ explains Mr. Cobb 


2. STORE DISPLAY —Identify yard as ‘‘Fir Plywood Headquarter 
Remodel showroom around plywood displayed in full sheet 
Tale mm lammat-laleh an ey-lal-imeclel, 


3. ADVERTISING AND PROMOTION—Regular newspaper ads plu: 


daily radio announcement eature plywood special fer 
prans and “how-to material for builders, farmer 
‘do-it-yourself”’ ent ist 

DENOUEMENT: Based on Abilene yard icce: am ( 
New A ) Rawn m | ( ‘ en | aT f 
yvewman, owner, Bowma imber Ce saan) elars ! 
elas celelemiamalan eight other yard Com oleiiiomaeg-paal 9) 

r arct 


Play it safe! Your reputation is on the line with 
every panel you sell. Stock only DFPA-grademarked 
panels. “‘EXT-DFPA”’ for outdoor use, PlyPanel for 
interior finish, PlyScord for structural use. 





YOUR PROFIT-MAKING FORUM 


Big chance to clean up... 


In every community, there is a tremendous and 
continuing need for business and professional men 
to paint, modernize, expand or build entirely new 
quarters. Yet few dealers are making the most of 
this bigger-than-ever profit opportunity. So let’s get 
a headstart on competition, and see how you can 
land a larger share of this rich market! 

The smartest way to go after these jobs is before 
decisions are made to redecorate or modernize. In 
other words, grab the inside track-—by selling busi- 
ness and professional men on your staff and your 


services before they even think they might like to 
remodel or paint. 


... here’s how 


More and more dealers are advertising regularly 
to home modernization and new hom: prospects. And 
many run small c’ass.fied ads or larger space ads 
merely listing their products. But few dealers are 
using even one inch of space to educate business 
and professional men to the many specialized serv- 
lees they offer to store, factory and office modern- 
ization and building prospects. 

Yet the first thing any business man wants to 
know is where he can get expert planning service 
how he can safely and easily finance his store or 
office modernization—and where he can get labor he 
can count on to do the job right. 

Equally important he wants to know where he can 
get an a:curate, honest estimate. And which com- 
pany offers a staff of experts who are quick to un- 
derstand his ideas and exactly what he wants. 

While competition is sleeping at the switch, get 
off to a running start—with a low-cost, small-space 
ad campaign especially slanted toward the business 
and profess'onal men in your trading area. For ex- 
cellent results, try running one ad a week aimed at 
this specialized group, in addition to your regular 
ads aimed at new home and home repair prospects. 


.. . four profit making tips 


Here are four ways to make your small-space ads 
to business men pay off. First, always space these 
ads the same number of days apart. The more con- 
sistent you are about scheduling them, the more 
people will look for them and the higher your returns. 
Second, pick a day like Thursday, Friday or Satur- 
day to run them, since most men have more time at 
the end of the week for reading and thinking things 
over 

Third, plan to run this campaign on the sports or 
business page where men instinctively turn. Fourth, 
and most important, keep slanting your ads towards 
different business and professional groups: and make 
sure your copy talks the language of each specific 
group you are trying to reach. 

For examp'e. slant one ad specifically towards food 
store owners one week and point out how your 
planning service can help to boost store traffic, speed 
service, improve disp'ays or solve some other prob- 
lems of major interest to this group. 

The next week, aim one of your ads at all the doc- 
tors or dentists in your area—-pointing out how im- 
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portant the right surroundings and atmosphere are 
in building a good practice or holding onto it. And 
explain how easily redecorating can be financed. Or 
how little it costs to make laboratory improvements 
such as the addition of built-in cabinets or extra 
shelves. 


. Major advantages to you 


Here is why this kind of campaign pays off well. 
First, it appeals to the greatest self-interest of your 
best business and professional prospects—by selling 
your services in terms of their individual problems. 
Also the more you vary your ads and aim them a‘ 
different professional groups, the more you demon- 
strate that your staff is expert at solving every store, 
office and factory modernization and building prob- 
lem. 

Ads of this type, unlike classified listings, help 
business men to discover their modernization needs, 
speed their desire to buy—by suggesting specific of- 
fice, store or factory improvements and underscoring 
their benefits every week. The more business and 
professional men keep seeing ideas for increasing 
their business—and the more they leara about actual 
ways and means to modernize and redecorate—the 
riper they are for personal selling, and the faster 
your salesmen can clinch those dea!s. 

Another big advantage is that small-space ads of 
this kind cut sales costs—by making your organiza- 
tion stand out, and by pre-selling business and pro- 
fessional prospects on your staff, your services, your 
experience. Make it possible for your salesmen to 
concentrate their whole effort on selling your ma- 
terials and the job being considered, instead of hav- 
ing to build from the foundation up! 


... a better mousetrap 


Here’s another way to establish yourself as THE 
authority on remodeling, redecorating and building 
for commercial purposes. Prepare a lively series of 
publicity stories on modernizing for profit and new 
products of special interest to business and profes- 
sional men—and see if you can get your local news- 
paper editor to run them once or twice a month in 
the form of a regular newspaper column, under your 
own personal by-line. 

For example, you might headline each of your col- 
umns this way: 


“NEW PROFIT-MAKING IDEAS” 


By John R. Abby, 
President of The Abby Lumber Co. 


Here are some excellent points to stress in selling 
your editor on featuring your column. No subject is 
of greater value and interest to business and profes- 
sional men than factual information and ideas for 
increasing profits. For this reason, such a column 
should attract a large reader audience and help to 
increase the newspaper’s circulation. 

Business-building ideas also help to increase the 
prosperity of the entire community, which in turn at- 
tracts more business and dollars to your trading 
area—benefits every civic-minded editor who is in- 
terested in promoting! Also point out that your col- 
umn fills a very real need because you are writing 
it up on the basis of local needs and local conditions. 
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Your customers want quality at a price 
Every builder wants the selling help 
of recognized brands... 

















o Now. 


a quality, 
low-cost lock 
backed bya | 
famous, mpg 
reputation... 


| 
ALIGNA/O OCK = > 


with one of the greatest builder promotions ever launched! 
Turn page, and > 








ew 


ad 


Compare 


Compare it for price... for appearance 
for design...for that ‘feel’ of quality 
...for protective features 


.»-for EVERYTHING that you want! 


ALIGNALOCK is backed by the famous... 
SARGENT of NEW HAVEN! It is the kind of 
branded hardware that home owners and home 
buyers recognize immediately as reliable! 


# 
* 


Will your builder customers 
know all about ALIGNALOCK? 
And how they will! They’ll read 
colorful, dramatic, completely 
informative—back to back ad- 
vertisements, in issue after issue 
of their favorite publications 


They'll get beautiful, fully de- 
tailed literature 


And they'll be in your store soon 


for ALIGNALOCK! 


So be well stocked! Feature 
ALIGNALOCKS prominently 
around the hard-selling Aligna- 
Lock display 


ALIGNALOCKS are available in all functions. 
2246AS Entrance door set without guarded Pal 


latch bolt 
2205AS 


Entrance set with guarded latch bolt. 
4122 


2264AS 


2265AS 
2215AS Passage set 
2293AS Knob pull 


Beautiful appearance! In polished brass, 
bronze, aluminum, polished chrome for split ‘ 


Grip handle for entrance sets. 


Bedroom or patio set (without emer- 
gency key) 


# 


Bathroom set (with emergency key). 


finishes 


Balanced design! Two big 
solid brass knobs . . . both with the 
‘‘feel”’ of quality. No unsightly holes 
for emergency keying or locking 
buttons. 


Fully guaranteed! This Sargent 
Guarantee Certificate, displayed in 
new homes, indicates quality 
throughout. 


NO OTHER LOCK CAN BE INsTaLLED _/ [723 
FASTER THAN AN ALIGNALOCK! => 


Sal 


the Sargent 
ALIGNAJOCK 


TRADEMARK 


feature by feature 
with any low-cost lock! 


Self-aligning assembly 
allows even non-skilled help to install AlignaLocks 
easily, accurately and economically. 


Special installation tools! 
Available is a strike indicator, center- 
ing tool, boring jig and mortising tool 
for face plate. 


Small cross bore... . only 134 inches required 
Greater projection of bolt gives mechanics 


more leeway with loose fitting door frames. 


y 


Phillips’s Head Screws have a neater 


appearance, speedier installation. 


ONLY HIGHEST QUALITY MATERIALS 
ARE USED IN ALIGNALOCKS 


No die-cast parts. Concealed working parts 
made of pressure-formed metals. No easily cracked 
zinc die-cast parts. 


Rugged steel case! 


All working parts, except the cylinder, are in 
the rose. Knob contour is unbroken. 


TWO springs instead of one! Both springs 
work against knob action . . . only one works 
against latch. 


Smooth, positive bolt and knob action! 


Automatic unlocking! In bathroom or bed- 
room functions, if door is closed with the lock 
“on”, it unlocks automatically. Won’t remain 
locked if door accidentally closes. 


Emergency unlocking! Even a paper clip, 
inserted in small hole in exterior rose of bathroom 
set, releases lock. 


All from one source! Sargent offers you a 
complete line of quality builders’ hardware. One 
source ... one invoice... unity of design and finish 
in all hardware required. 


For complete information about the new line of 
Sargent ALIGNALOCKS, see your supplier at 
once. Or write us. 


Hardware 
of Character 


SARGENT & COMPANY 
New York + NEW HAVEN, CONN. + Chicago 








DO-IT-YOURSELF PANEL was a highlight of the Michigan Association’s convention in Grand Rapids. Left to right are: 
Phil Creden, public relations director, Edward Hines Lumber Co., Chicago; Don Moe, secretary, and T. P. Peterson, presi- 


dent of the association, who moderated the panel; 


Bob Russell, managing director of the American Lumberman’s HOME 


Maintenance and Improvement Magazine, and speaking, Donald Brann, president of the Easi-Bild Pattern Co 


émong the Dealers 
Michigan Convention Spotlights .. . 
Do-it-Yourself Market 





Practical methods for making the 
do-it-yourself market pay were 
spotlighted for more than 1,100 
dealers at the 65th annual conven- 
tion of the Michigan Retail Lumber 
Dealers Association at Grand Rap- 
ids on February 2-4. 

“You must school your employes 
to help people help themselves if 
you want to cash in on the do-it- 
yourself boom,” declared Donald R. 
Brann, president of the Easi-Bild 
Pattern Co. As an indication of con- 
fidence in the how-to-do-it market, 
Brann said his firm alone will sell 
about five million patterns in 1954. 

Robert E. Russell, managing di- 
rector of the American Lumber- 
man’s HOME Maintenance and Im- 
provement Magazine, emphasized 
the “ crying need to furnish 
homeowners with simplified infor- 
mation on the application of the 
thousands of do-it-yourself prod- 
ucts.” 

Phil Creden, public relations di- 
rector, Hines Lumber Co., Chicago, 
said: “The Lu-Re-Co panel system 
for small homes is a great boon for 
the man who wants to build his own 
home.” Creden suggested that deal- 
ers could make the panels in their 
shops and easily sell them to sweat- 
equity homebuilders. 

Speaking on the construction out- 
look for the coming year, James C. 
Downs, Jr., president, Real Estate 
Research Corp., Chicago, predicted: 
one million housing units will be 
built in 1954; building activity will 


BuiLpING Propucts MERCHANDISER 


MICHIGAN MANAGEMENT BREAKFAST devoted to a “cost-of-doing business 
clinic” gave dealers time to discuss mutual problems in small groups. Seated at 
this table are, left to right: Fred Ziegler, Muir Lumber Co., Muir, Mich.; T. P. 
Peterson, Grayling Lumber and Supply; Mac Keene, Yellow Sheds Lumber Co., 
Traverse City; K. S. Keene, Yellow Sheds Lumber Co.; Albert W. Sachs, Sachs 
Hardware & Lumber Co., Lewiston; John Benson, Benson Lumber Co., Pontiac; 
Charles Schreck, R. G. Schreck Lumber Co., East Tawas; and Harry A. Brattin 


Brattin Lumber Co., Shepherd. 


start easy and end strong; indus- 
trial, commercial and institutional 
construction will be about the same 
as 1953; one casualty will be shop- 
ping centers. Downs said that the 
building industry is the only indvs- 
try capable of substituting in the 
economy for the decline in defense 
spending—and the administration 
knows it. 

Dr. Kenneth Wilson, business di- 
vision director for Michigan State 
College, reviewed a_ three-word 
formula for better selling: (1) 
Serve, (2) Show (by demonstration 


or testimonial) and (3) 
(ask for the sale). At a breakfast 
session dealers learned about a 
Michigan cost - of - doing - business 
survey which will start in March. 
More than 120 manufacturers 
manned display ooths ir. the Grand 
Rapids civic auditorium. 

Officers reelected by the Michigan 
Association include: T. P. Peter- 
son, Grayling, president; Donald P. 
Yerkes, Jr., Northville, vice-presi- 
dent; Robert A. Dean, Traverse 
City, vice-president; Donald J. Moe, 
Lansing, secretary; and Harold H. 
Hager, Lansing, Treasurer. 


Suggest 
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DO-IT-YOURSELF potential is $350-$400 per year for every homeowner family in 
your area, according to Donald R. Brann, right, of Easi-Bild patterns. Left, dealer 
Otto Lieber, Jr., described do-it-yourself show he sponsored. 


Among the Dealers 





Record 4,800 at Illinois Meeting 


Dealers hear tips on 


* 






appealing to the mass do-it- 


yourself market in this current era of personalized selling. 


A record-breaking throng of 
more than 4,800 dealers, guests 
and manufacturers’ representa- 
tives attended the 64th annual con- 
vention of the Illinois Lumber and 
Material Dealers Association at 
Chicago’s Hotel Sherman, Febru- 
ary 9-11. 

During a featured do-it-yourself- 
trade panel discussion, Dr. Ernest 
Dichter, director of the Institute 
for research in Mass Motivations, 
asked dealers to take cognizance of 
the “dramatic developments in in- 
dividual services and personal con- 
tacts” in retail selling. 


He made these points: 


1. In order to attract more home- 
owner customers, personnel in lum- 
beryards must assume a new role 
as friendy, personal building and 
remodeling advisors. 

2. Fear of embarrassment is a 
great psychological deterrent to 
sales. Dealers must simplify terms 
and descriptions of their products. 

3. Make your yard and show- 
rooms familiar to many people by 
holding frequent demonstrations 
and special events. Try and make 
customers feel at home. Don’t hesi- 
tate to attract and welcome chil- 
dren to your yard. 

4.Make your products mean 
something to your customers by 
selling packages rather than sep- 
arate unrelated items. 

5. People are often subcon- 
sciously fearful of “new and com- 
pletely different” products. They 
can be sold more easily by telling 
them of the improvements in the 
item in relation to what has been 
produced before. 

Other members of the do-it-your- 
self panel were Otto Lieber, Lieber 
Lumber and Millwork Co., Neenah, 
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Wis., Clarence Thompson, Thomp- 
son Lumber Co., Champaign, and 
Donald R. Brann, president, Easi- 
Bild Pattern Co., Pleasantville, 
N. Y. Lieber described how his 
firm recently staged a successful 
how-to-do-it show (covered in the 
American Lumberman issue of 
Dec. 28, 1953, page 24). 


Appeal to Women 


Brann emphasized the impor- 
tance of appealing to the women in 
do-it-yourself promotions. He said 
that 85% of his firm’s patterns are 
purchased by women. Thompson 
cautioned dealers to “gear your 
prices to your costs in selling do- 
it-yourself products.” 

At a heavily-attended breakfast 
session, dealers heard a presenta- 
tion on the panel construction sys- 
tem for single-story homes which 
was recently developed by the 
Lumber Dealers Research Council 
and the University of Illinois Small 
Homes Council. The presentation 
was handled by Phil Creden, Hines 
Lumber Co., Chicago; Clarence 
Thompson, chairman, LDRC; and 
James T. Lendrum, R. A. Jones and 
Ray Harrell of the Small Homes 
Council. 

Speakers at other sessions in- 
cluded: J. B. Egan, Snark of the 
Universe; Gates Ferguson, Celo- 
tex Corp.; F. O. Schweizer, Arm- 
strong Cork Co.; H. E. Kroll, Dun 
and Bradstreet; and Congressman 
Noah M. Mason of Illinois. 


Hoo Hoo Concatenation 


Twenty-nine kittens were initi- 
ated into the Chicago Club No. 29 
of the Concatenated Order of Hoo 
Hoo. Officiating at the ceremony 
were: E. W. Hammerschmidt, 














GATES FERGUSON, advertising man- 
ager, The Celotex Corp., told dealers 
that use of American Lumberman’s 
ADservice (mats) is one way to “Make 
Your Advertising Pay a Profit.” 











DEALERS SMILED when they looked 


through the peek hole and saw the 
mermaid, feature of the Abesto Manu- 
facturing Corporation’s display, one of 
200 exhibits at the show. 





HUNDREDS OF DEALERS stopped by 
American Lumberman’s booth to ask 
about the various dealer operating aids 
offered by this magazine. Left to right 


are Marshall A. Watkins, Rochester 
(Ill.) Grain and Lumber Co., J. H. 
Thomas, Booth and Thomas Co., Spring- 
field, and Don O. Carlson, associate 
editor. 


Snark; Lee Lundell, Senior Hoo 
Hoo; E. W. Kettlety, Junior Hoo 
Hoo; Roy Winters, Bojum; Minor 
E. Botts, Scrivenoter; Harry Pool, 
Jabberwock; R. K. Koenen, Cus- 
tocatian; E. M. Thierry, Arca- 
noper; F. L. Mihulka, Gurdon; and 
R. R. Clegg, Vicegerent Snark. 

John B. Egan, Snark of the Uni- 
verse and Arthur A. Hood, past 
Snark of the Universe, attended the 
Concatenation ceremony. 

There was no change in Illinois 
association officers. Officers are: 
Paul H. Leach, Joliet, president; 
Leo R. Allen, Flora, vice-president ; 
John D. McCarthy, Springfield, 
secretary-treasurer; Edwin F. 
Sembell, Springfield, assistant sec- 
retary; and Donald H. O’Connell, 
Springfield, assistant secretary. 





March 8, 1954, AMERICAN LUMBERMAN © 





“Do-It-Yourself” Trade 


The same famous Formica that has long been used by 
professional fabricators is now being sold at retail for 
the “Do-It-Yourself” trade. 


An intensive campaign of full color advertising has been 
launched in mass coverage magazines to reach many 
millions of selected prospects. Though this program is 
still relatively new, retailers are 

already reporting high volume 

sales and profits from the sale of 

Formica sheets and Formica 


Contact Bond Cement. 


The complete dollars and 
sense story of selling 
FORMICA is contained 
in a giant broadside. 


Like a copy FREE? 


Mail the coupon 
TODAY / 


THE FORMICA COMPANY 4501 Spring Grove Ave., Cincinnati 32, Ohio 


In Canada: Arnold Banfield & Co. Led., Oakville, Ontario 


Beauly Gonded 
Ti. mak cerlgees getuint FoRMICR 





REMOVE WITH WATER 


a Pays in Performance 
Seeing is believing. If this wash-off identification a - 


is not on the sheet, it's not FORMICA e 


Please send me without cost or obligation « lete infor- 


uv r 


mation on selling Formica for Do-it-Yourself” use. 





ee See 


Address 





City 





Signature 
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$600,000 More Damage 
In Lumberyard Fires 


Two additional fires reported to 
American Lumberman caused esti- 
mated damage of $600,000 to lum- 
beryards, and bring the total re- 
ported since last fall to nearly $3 
million. 

Scores of persons had to flee to 
safety when a $300,000 general 
alarm fire started in the George J. 


Barker Lumber Co., Waltham, 
Mass., at 2:30 in the afternoon re- 
cently. It spread to three nearby 
homes and scorched 12 others; 100 
homes were showered with sparks 
from it. Greater Boston firefighters 
were called. At one time, firemen 
fought to control seven fires in 
buildings and lumber piles ignited 
by embers. The loss included a 150- 
foot lumber warehouse, a planing 
mill, two trucks, three loaders and 
a hardware shed. A report that two 
airplanes were seen flying low over 
the lumberyard before the fire 
started was investigated. 


The Barker yard is owned by 
John Gaziano, Belmont; Raymond 


Potut out these NETNAPLY features! 


Marchi, Revere, and Ira Derderian, 
Watertown. 

A $300,000 fire in the Edward 
Hines Lumber Co. yard at Ever- 
green Park, a Chicago suburb, 
destroyed six frame buildings re- 
cently. Firemen could only prevent 
flames from enveloping neighbor- 
ing buildings. Hines’ buildings 
were used for lumber and hard- 
ware storage. The fire chief said 
two-thirds of the yard was de- 
stroyed by the fire, including six 
lumber piles. The damage estimate 
was made by Charles M. Hines, 
president; it was the company’s 
second largest yard in sales. 


Remyer Cairns Elected 
LDAWP President 


J. Remyer Cairns, Ambridge, 
was elected president of the Lum- 
ber Dealers Association of West- 
ern Pennsylvania at its recent 
meeting in Pittsburgh. Other offi- 
cers chosen at the 47th annual con- 
vention are A. J. Best, Verona, first 
vice-president; J. C. Heiple, Som- 
erset, second vice-president; J. B. 
Millen, Greensburg, treasurer, and 
R. F. McCrea, Pittsburgh, was re- 
elected secretary. 


Farm Building Course 
Offered Nationally 
The lumbermen’s short course on 


farm building construction, March 
25-27 at Oklahoma A&M college, 


Point ufe 


AETWAPLY PRODUCTS 


More than 50 species of 
Foreign and Domestic 
Plywood and Veneers, 
in all sizes and grades 


Cupboard and 
Flush Doors 
Peg-Board 

* 


24-hour 
shipping service 





See your AETNA 
representative for 
information on 
SPECIAL PROMOTION 
for this month 
or write AETNA 











Branch Warehouses: Detroit, Grand Rapids, Indianapolis, Peoria, Rockford. 
AETNA for 


Call 
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your PLYWOOD alco! 


Your profits will soar when you point out 
these AETNAPLY features to your customers: 
Widest possible choice of plywoods; full range 
of sizes and grades; uniform high quality stock; 
fast delivery. 

Each kind of plywood is engineered for a 
specific job: Waterproof plywood for exterior 
use, concrete forms, boats; Utility plywood for 
built-ins, cabinets, worktables, playrooms; 
Hardwood panels for wall finishing. 

AETNAPLY panels come in all standard sizes 
and many odd sizes. There’s an economical size 
to fit any job. This means less waste of material 
and a saving in man-hours, for the panels 
go up fast. 

Mr. Dealer, when you deal with AETNA your 
plywood sales increase fast, for the AETNA 
warehouse is your stockroom. You sell a wide 
range of plywoods, you select from numerous 
sizes, without keeping a large stock on hand, and 
you rely on AETNA’S 24-hour shipping service. 
Write for Aetna’s new Price Lists TODAY! 


Art NA P.ywoop & VENEER COMPANY 


1732 N. Elston Avenue e 


Chicago 22, Ill. 
ARmitage 6-7100 


PLUS VALUE in PLYWOOD 


(To obtain more data on advertised products see page 158) 


will be offered nationally. The 

short course, held annually since 

1951, is sponsored by the college 

and the Oklahoma Lumbermen’s 

Association. 

Organized as an aid to selling 
the farm market, the short course 
this year will be open to building 
material dealers and their em- 
ployes, and suppliers from any 
state in the nation. Attending the 
session at which the course of in- 
struction was mapped out were 
professors E. W. Schroeder and 

| Gordon Nelson of the A&M agri- 
cultural engineering department: 
Earl Bell, extension specialist in 
rural building design, and Bill 
Morgan, Oklahoma City, secretary 
of the O. L. A. 

“We have received many in- 
quires from out-of-state people 
who have heard about the success 
of the Oklahoma short course,” 
Morgan said. Topics to be covered 
during the three days, through 
talks, films and exhibits, include 
the farm and ranch market poten- 
tial, construction and farm build- 
ing plen service, fundamentals of 
sound building construction, fire 
prevention in lumberyards, wood 
treatment and preservation, and 
farmstead planning. 

Farm painting, fencing, pole 
frame buildings, grain bins and 
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Full 





Full 


Regardless of your customers’ painting needs, you 


can always fill the bill with a top quality BPS product. 

By making their paint buying a one-stop proposition, you . AX\\ 
make bigger sales, bigger profits from customers Me Yy \ 
who appreciate the convenience. \ ' 












The quality of BPS products guarantees your reputation as 
a dealer who gives dollar for dollar value in every sale. 
Look into the advantages of an exclusive BPS 
dealer-protected franchise that is backed up 

by a unique merchandising plan that increases 
profits ... beginning the very first month. 


The Potterson-Sargent Company 


. -* te 
» \ 
1325 East 38th Street a 
; ‘ Cleveland 14, Ohio 
Q e . eS, Gentlemen: 


Show me how | can increase paint profits the very first month 
a 


STORE NAME 
ADDRESS __ 
CITY __ 
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storage, concrete masonry con- 
struction, selling farm buildings, 
water systems, sales and promo- 
tion, plywood uses on the farm, re- 
sults with buildings at the Okla- 
homa A&M Farm, Oklahoma City, 
and materials and cost estimating 
will also be covered. 

Demonstrations will include 
trussed rafter construction, lum- 
ber grades and uses and the trench 
silo. 

The registration fee will cover 
cost of all materials used in the 
short course. 


The 
LUMBERMAN’S 
LOG 


©. M, Porter celebrated his 90th 
birthday last month. The oldtime re- 
tail lumberman was born in Iowa 
City in 1863, the son of John Porter, 
who was also in the lumber business. 
He joined the Hawkeye Lumber Co., 
Oskaloosa, Iowa, in 1909, became 
general manager and vice-president 
in 1910 and was elected president in 


1939. Along with his son and grand- 
son, R. V. Porter and John, they are 
an active trio of lumbermen in Oska- 
loosa today. The nonagenarian is a 
supporter of association work and 
served on the board of the North- 
western as director and vice-presi- 
dent for Iowa from 1929 through 
1934... The H. E, Keeter Lumber 
Co., Mountain Home, Ark., has 
started a home improvement depart- 
ment, featuring remodeling service 
and financing arrangements, Eugene 
Blandford manages the center... 
Vernon Hampton, manager of the 
Dunaway Rig and Lumber Co., 
Hughes Springs, Tex., has been 
elected vice-president of that cham- 
ber of commerce. 


A newly designed check of the 
Atlantic Hardwood Co., Brooklyn, 
was selected ‘“Check-of-the-Month” 
by the Todd Company, Rochester 
protected checks manufacturer. It 
was executed in ocean blue, features 
an initial “A” in a ship’s sail and 
the rest of the firm’s name in rope 
form. Did you know your checks are 
handled by about 16 people in the 
course of their commerce? .. . Albert 
A. Hooper, Hooper Lumber Co. pres- 
ident, was elected a trustee of the 
South Brooklyn Savings Bank ... 
Frank Allen resigned as manager of 
the Curtis (Neb.) Lumber Co. and 
will retire. He came from Kansas 
when the Burgner - Bowman - Mat- 
thew Lumber Co., Kansas City, 
bought four Nebraska yards and he 
supervised them all. He has repre- 
sented his district on the board of 
the NLMA since 1936. B-B-M an- 


nounced that Jim Crawford, who has 
been with the company 16 years and 
served as Allen’s assistant, would 
take over the active management. 


Obituaries 


J. J. MACK, 66, Lehr, N. D., zone 
manager of the Thompson Yards, Ab- 
erdeen, S. D., was killed in an auto- 
mobile accident recently. He had been 
with the company, building material 
retail branch of the Weyerhaeuser 
Timber Co., for 36 years. 

HARRY L. SLOAN, 68, died re- 
cently in Fargo, N. D. He had been 
associated with lumber companies at 
Erie, Galesburg and Finley, N. D., but 
retired in 1950. He had been in the 
lumber business since 1911 in North 
Dakota. 

BERNARD B. BARBER, 56, founder 
of Bernie Barber & Associates, market 
analysts for the California lumber in- 
dustry, died in his Fresno home after 
lengthy illness. He had lived there 
eince 1934 except a short period in 
Visalia as general manager of the 
W. R. Spalding Lumber Co., according 
to the Lumber Merchants Assn. of 
Northern California. On his arrival in 
Fresno, Barber was secretary of the 
San Joaquin Lumberman’s Club. He 
founded the Building Service Bureau 
in 1937, During the war, he was on the 
industry’s advisory committee on price 
ceilings and priority. In addition to 
publishing a report on lumber markets, 
the firm handles labor relations for 
lumberyards in Fresno and Bakers- 
field. Barber belonged to Hoo-Hoo 
Club 31. 

















THIS BRAND IS YOUR GUARANTEE OF A PERMANENT 
SUPPLY OF HIGH GRADE WEST COAST LUMBER IN 
ALL SPECIES 


CANADIAN Forest Propucts LIMITED 
EBURNE SAWMILLS DIVISION 


VANCOUVER. B.C. 
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Sell America’s 
Unbeatable 
Combination! 


THERMOSEAL 


Combination 
Windows & Doors 
Metal & Fiber-Lite 

Awnings | 


EXCLUSIVE FRANCHISE, EXCLUSIVE FEATURES 
MAKE THERMOSEAL YOUR GREAT OPPORTUNITY 


Home modernizing is becoming bigger business every day, and 
Thermoseal has the line that will put you into this profitable 
business with both feet! A complete line . . . a nationally adver- 
tised, nationally-known line . . . produced and backed by the 
world’s largest manufacturer of combination windows and 
doors, The F. C. Russell Company. 


Thermoseal Offers You 
All These Important Profit Advantages! 


@ Exclusive, Protected Franchise. As a Thermoseal dealer 


or distributor you are guaranteed exclusive representation in 
your territory. 


@ Products of Proved Merit. From the beginning, the Thermo- 
seal name has stood for the finest in design and workmanship. 
Thousands of satisfactory installations of many years standing 
attest to Thermoseal’s soundness. 


® Nationally Advertised. Many years of continuous national 
advertising have made the Thermoseal name known and respected 
by home-owners everywhere. 


@ A Complete Line. Thermoseal can provide you with any and 
every type of product you need for the window, door, awning and 
porch enclosure needs of your customers. Thermoseal Combination 
Windows are available in a variety of models, from Economy to 
Super De Luxe, to meet every competitive situation. Also in 
individually-packaged K-D form for the “do-it-yourself” trade. 


@ Profit Protection. Thermoseal products are priced to insure 


you adequate profit and you are protected at all times against 
price “footballing.” 


@ Cooperative Advertising. We supply you with advertising 
materials— mats, signs, posters, literature, etc.—and help defray 
your advertising costs with our liberal ccoperative plan. 


@ Selling Help. Thermoseal sales representatives, with years of 
experience in the combination window, door and awning field, will 
aid you in organizing and operating a sound sales program. 


PICTURE-WINDOW COMBINATION SCREEN & STORM 
DOOR THAT OPERATES LIKE A WINDOW 


THERMOSEAL Fihor-[ ite 
TERRACE AWNINGS & DOOR CANOPIES 


ADJUSTABLE-FROM-INSIDE LOUVERED VENETIAN WINDOW 
AWNINGS AND VENETIAN-TYPE DOOR CANOPIES 


‘SEND TODAY FOR FULL DETAILS 


Thermoseal Division 
The F. C. Russell Company, AL 34, Cleveland 1, Ohie 


Gentlemen: Please serd me further details on Thermoseal Awnirgs, 
Combination Windows, Doors and Porch Enclosures, and the exclu- 
sive Thermoseal Franchise. 


Name 
Company 
Address 
City 


Type of Business 
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MANUFACTURERS 


IN THE NEWS 





INSULITE’S new roof deck material is suitable for both modern and more con- 
ventional home interiors. Builders like the product because it saves labor, looks 


attractive when installed 


Insulite Announces New 3-in-1 Roof Deck Material 


Insulite Division, Minnesota and 
Ontario Paper Co., Minneapolis, 
is now producing a new, 3-in-1 roof 
deck material that serves as roof 
sheathing, roof insulation and a 
prefinished interior ceiling for ex- 
posed beam construction with flat 
or low-pitched roofs. 

The new roof deck is manufac- 
tured from Graylite insulation 
board which is waterproofed 
throughout with asphalt. White, 
prefinished interior board with a 
flame-resistant finish is laminated 


THREE men, above, applied 1,000 
square feet of Insulite’s new roof deck 
in just two hours. Savings totaled 
$107.80 per M of roof area 
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to the Graylite to provide the in- 
tericr surface of the decking. 

To control condensation, a vapor 
barrier membrame is laminated 
between the layers of the roof deck, 
close to the finished surface. The 
problem of vapor moving upwards 
through the tongue-and-groove 
joints was solved by the addition 
of a resilient rubber gasket ce- 
mented to the joint at the factory. 

Insulite roof deck is manufac- 
tured in 114, 2, and 3-inch thick- 
nesses and the panels are 2 x 8 foot 
in size. The product is available 
without the vapor seal for warm 
weather construction areas. 


Weyerhaeuser Develops 
New Hardboards Line 


A superior line of versatile hard- 
boards, manufactured by a newly 
developed, flexible process, is in 
full-scale production in Weyer- 
haeuser Timber Company’s Kla- 
math Falls, Ore., branch plant; 
they are the first to be made by the 
dry process from defibrator whole- 
wood fibers. 

C. C. Heritage, Weyehaeuser’s 
director of development, and Hugh 
B. Campbell, Klamath Falls branch 
manager, describe these new hard- 
boards as entirely different in raw 
material, performance, and char- 
acteristics from anything pre- 
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viously known in the forest proda- 
ucts field. 


The basic raw material for the 
hardboards is white fir, which oc- 
curs abundantly on the company’s 
western pine area tree farms in 
Oregon. Research and development 
have shown white fir fiber to be 
superior to other species for hard- 
board processing. 


Both the standard and treated 
Weyerhaeuser hardboards score 
highly in their basic characteris- 
tics. In appearance, they have an 
attractive color (light tan), 
smoothness, surface texture (fiber 
fineness), and gloss; the surface is 
hard, the edges clean-cut and 
rugged. They have unusual dura- 
bility—stiffness and _ transverse 
strength, impact and abrasion re- 
sistance. 


The boards are easily handled, 
transported, applied, and finished 
by choosing from a range of sur- 
face dimensions, thicknesses and 
densities. In regard to perma- 
nance, the boards have the ability 
to withstand, without undue 
change, exposure to moisture, heat, 
sunlight, air, microrganisms, ver- 
min and rodents; they are dimen- 
sionally stable. 


Novel Accessories Added 
To Brammer Kitchen Line 


A new concept in kitchens is an- 
nounced by the Brammer Company, 
Davenport, Iowa, manufacturers 
of Wild Grain Birch Kitchens. The 
concept includes four new Bram- 
mer kitchen accessories, believed 
never before designed in kitchen 
cabinets for additional conveni- 
ence to housewives. 


The new Brammer General Pur- 
pose Cabinet with peg-board con- 
structiun heads the list of new ac- 
cessories. It can be fitted with any 
combination of drawers, trays, 
wire baskets or sealed bread trays. 
The peg-board construction in- 
creases flexibility. 

The Brammer Broomer, also of 
peg-board construction, is for mops, 
brooms and cleaning items storage. 


(continued on page 118) 
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“Peak demand is just around the corner 


for Cyclone Hardware Cloth 


Red Taggs 
Merchandising 





and 
Cyclone Insect Wire Screening” 


CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL CORPORATION 
WAUKEGAN, ILLINOIS ~ SALES OFFICES COAST TO COAST 
UNITED STATES STEEL EXPORT COMPANY, NEW YORE 


His is the time of the year when home- 

owners take a long, careful look at their 
property and then go to work to put it in tip- 
top shape. That’s why it’s one of the best 
times to put a special sales effort behind 
Cyclone Hardware Cloth and Cyclone Insect 
Wire Screening. 

These two Cyclone Hardware Products are 
favorites with hcme handymen and profes- 
sionals alike. Their construction features 
make it easy to do a good job. 

Cyclone Hardware Cloth has built a repu- 
tation as the top-quality woven hardware 
cloth with the welded selvage that makes 
installation so easy. Wires are straight and 
even and heavy galvanizing makes it the long- 
life hardware cloth. 

Cyclone Insect Wire Screening gives your 
customers a choice of three durable materials 
—galvanized steel, bronze and aluminum. Its 
lasting good looks and firm, even mesh mean 
screen jobs that are most satisfactory. 

If you don’t have a complete stock of these 
Cyclone Hardware Products, order from your 
jobber today. And take full advantage of the 
familiar Cyclone “Red Tag” label—a symbol 
of quality in hardware products. 


U-S°S CYCLONE ‘ee? 7>7" HARDWARE ‘PRODUCTS 
Loe RO eee D STAT CS Beer ir "oa 
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The Brammer Functional Food 
Cart, equipped with castors, can 
be rolled out and away from under 
the overall kitchen assembly into 
the dining room or porch. 

To operate the new Brammer 
Pan Rack, the sliding peg-board 
insert glides out into the room 
when the door opens; pots, pans, 
skillets and other utensils are 
clearly visible and readily acces- 
sible. A jumble-free cutlery drawer 
is included in this novel arrange- 
ment. 


Certain-teed Purchases 
Plant Site in Tacoma 


Certain-teed Products Corp., 
Ardmore, Penna., has purchased 
land in Tacoma, Wash., with the 
intention’ of erecting an asphalt 
roofing and siding plant. Though 
plans are still in the embryo stage, 
the company feels that a modern 
asphalt plant in Tacoma would en- 
able all of its western customers to 
gain the benefit of even better 
service, 

The asphalt roofing and siding 
plant at Richmond, Calif., which 
at present serves the entire west, 
could channel its production to the 
southwest area, while the proposed 
Tacoma plant would serve the 
northwest. 

Certain-teed asphalt roofing and 
siding products are manufactured 
by the exclusive “Millerizing”’ 
process of super-spray saturation 
of dry felt with asphalt. 


New Berry Garage Door 
Hits Handyman Market 


A do-it-yourself garage door is 
being introduced by Steel Door 
Corp. Pontiac, Mich. A radically 
new type hardware development 
has made it possible for this new 
jerry Door to be installed quickly 
and easily. 

All major hardware parts are 
factory assembled into two hard- 
ware sections. To install the door, 
all that’s necessary is to bolt the 
two hardware sections to the door 
and jamb. Tracks are hinged to the 
hardware sections and are easily 
put in place by adjustable track 
hangers; a few minor adjustments 


NEW ASPHALT SHINGLE WAREHOUSES to increase storage capacity by more 
than 300% have been completed at the Johns-Manville plants in Waukegan, II1., 


and Manville, N 


J. (shown above). They will increase by one-third, J-M’s year- 


round capacity to produce at these plants. From these warehouses, J-M dealers 
and contractors can anticipate prompt deliveries of asphalt shingles, roll roofings 
and felts during even the busiest summer periods 
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are made and the door is ready to 
operate. 

This new Berry Door is being 
introduced at building shows 
around the country by having two 
girls install it in less than 15 min- 
utes. Besides its simplicity of in- 
stallation, the 1954 Berry Door is 
equipped with nylon rollers and 
26 pieces of sound deadening 
sponge rubber, which make the 
door operate in almost absolute 
silence. It also has a stabilizing 
arm on each side of the door which 
eliminates all sidesway. 


Magnesium Company Buys 
Tobey California Plant 


Rising demand for materials 
handling equipment made of light 
metals has led to purchase of the 
Tobey Manufacturing Corp., El 
Segundo, Calif., by the Magnesium 
Company of America, East Chi- 
sago, Ind. Tobey will be operated 
as the Tobey aluminum division of 
MAGCOA, with Michael Neushul, 
its founder and president, as vice- 
president and manager of the di- 
vision, Miles L. Abel, executive 
vice-president of MAGCOA, said. 

“Purchase of Tobey prepares us 
to meet fully the seemingly limit- 
less demand for materials handl- 
ing equipment made of the light 
metals,” Abel said. “The demand 
for materials handling devices 
made of aluminum and magnesium 
is steadily enlarging. Our business 
increased 32% in 1953 and the ad- 
dition of the facilities and special- 
ized aluminum products of the 
Tobey Corp. should make possible 
an even greater increase in sales 
this year. 


(continued on page 120) 
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Reasons Why You Should 
SELL 


Pittsburgh Red Stripe 
Brushes! 


1. Best Hogs’ Bristle Obtainable! Fine hogs’ bristle 
is hard to get now-a-days, but Pittsburgh’s world- 
wide contacts buy the best of it for use in Red 
Stripe brushes. 


2. Finest Man-Made Bristles! Pittsburgh-devel- 
oped Neoceta has been proved the best man- 
made bristle yet! Especially good for use in latex- 
emulsion paints, Neoceta is sold under the Red 
Stripe label in combination with natural bristle 
and in 100% Neoceta fills. 


3. Smoother Paint Jobs! With the new Neoceta 
Velvet-Tip process, along with superior mixtures 
of pure hogs’ bristle, all Red Stripe brushes have 
the resiliency, snap and release characteristics 
that mean smoother work every time! 

4. Consistent Quality! Pittsburgh's reputation 
was built on the Gold Stripe brush—and today’s 
Red Stripe is made under the same constant 
vigilance and extra manufacturing control that 
assure you consistent quality, brush after brush! 


5. Backed By a Century of Experience! Virtually 
100 years of brush manufacturing experience 
stand behind every Red Stripe brush. Pittsburgh 
makes only fine brushes! 


What does this mean to you, Mr. Dealer? Simply 
this: You can sell Pittsburgh Red Stripe brushes 
without fear of comebacks, and with the know!l- 
edge that your customers are getting the best 
brushes made today! It’s your guarantee of repeat 
sales, so keep stocked with Red Stripe. For the 
address of the Pittsburgh supplier nearest you, 
write: PITTSBURGH PLATE GLass Co., Brush Div., 
Dept. C3, 3221 Frederick Ave., Baltimore 29, Md. 


There’s a Pittsburgh Brush for every 
home and industrial use 


PITTSBURGH 


K2d Stee, 


BRUSHES * PAINTS * GLASS * CHEMICALS * PLASTICS * FIBER GLASS 
PITTSBURGH PLATE GLASS COMPANY 
IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Your Western Wholesalers are “set up” for 
service. With many long-established mill con- 
tacts, knowledge of mill's specialties, resources, 
manufacturing and shipping facilities and a 
thorough understanding of buyer's requirements, 
the leading Western Wholesalers below can help 
you take the worry out of your lumber buying 
Tell them your needs. Let them supply your com- 
plete requirements 





WALES LUMBER COMPANY 


OLD NATIONAL BANK BUILDING 
SPOKANE - - - WASHINGTON 


Year 


~ 


564 Market $t., Sen Prenclsce 4, Coll. 





VAN VALER LUMBER COMPANY 
Radia Central Bidg., Spekane 4, Wash. 
Phone: TEmple 2743 TWX SP 19. 


WESTERN WOODS, INC. 
715 Spekene & Eastern Bidg., Spekene, Wash. 

WHOLESALERS — ALL W.P.A. SPECIES 
Riverside 7149 TWH: SP-104 








CONIFER 


Distributors o 
Coniferous 


P. O. BOX 385, TOWN & COUNTRY STATION 
SACRAMENTO, CALIFORNIA 
TWX SC270 PHONE |Vanhoe 9-7655 j 
Carl E. Soderberg Lbr. Co., Inc. 
1120 Old Net Bk. Bidg., Spokane 8, Wash. 


PINE SPECIALISTS 
Timple 1448 Teletype 8P-175 


CURTIS LUMBER COMPANY 
700 PITTOCK BLOCK, PORTLAND 5, ORE. 


FOREST PRODUCTS 
Telephene: AT 6591 Teletype: PBST? 


LUMBER SALES 


West Coast 
ree Products 











Duncan Lumber Co., Inc. 
818 Securities Bidg., Seattle 1, Wesh. 
Specictizing in Fie Gutter, off cheese end pattems 


W. H. HEWITT LUMBER CO. 
Washington Bidg. Tecoma, Wash. 
K. D. Ponderosa Pine; all grades Including selects 


saareet 0600 Teletype TA 009-U 
Morrill & Sturgeon aonttent 
Lumber Co. SD 


YEON BLDG. PORTLAND, OR8. 
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Coast Fir Door Industry 
Restyles Panel Doors 


In announcing a line of new re- 
styled panel doors, the west coast 
fir door industry has shown itself 
to be alert to sales trends. The 
new line is now making its appear- 
ance through door jobbers—in time 
to cash in on the springtime build- 
ing and remodeling surge, and take 
advantage of the huge market for 
replacement now showing up as a 
result of postwar door failures. 

As early as three years ago, the 
industry—through its trade asso- 
ciation, the Fir Door Institute— 
was developing new door styles in 
keeping with changing trends in 
home design and decorating. The 
restyled fir panel doors fit right 
into the move toward more gener- 
ous use of texture, color and di- 
mensional depth in interior deco- 
rating. 


New Designs Accepted 

Mockups, in the smart new deco- 
rator colors, were exhibited at 
trade shows throughout the coun- 
try. The success of the design de- 
velopment was dramatically proved 
by the enthusiastic reception of 
these pilot models. 

The actual construction changes 
are simple, though the effect on 
appearance is startling. Old style 
ovolo and bead-and-cove molding 
has been replaced with a flat bevel 
molding. The exposed width of the 
molding which frames panels has 
been increased about %”. Overall 
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door dimensions are unchanged. At 
present the restyling is limited to 
the popular one, two and three- 
panel doors. 

The wide molding becomes a 
natural frame for many exciting 
treatments—by no means limited 
to paints. While dramatic color 
combinations through painting 
will be most used, the use of tex- 
tured fabrics and wallpapers, ap- 
pliques and decals will provide fun 
for home-owner decorators with 
ideas of their own. 


Merchandising Underway 


Designed to help build customer 
acceptance—and to bring custom- 
ers to the dealer’s counter—the 
Fir Door Institute has scheduled 
an aggressive program of adver- 
tising and merchandising. Colorful 
banners, inserts and other sales 
tools have been prepared; con- 
sumer advertising is showing how 
these new doors can bring homes 
up-to-date. National and regional 
trade publications are being used 
to inform builders and specifiers as 
weil. 

The Fir Door Institute is the 
trade association of 12 west coast 
manufacturers who produce 95% 
of fir doors sold. The Institute 
maintains its program of quality 
control through a system of inde- 
pendent inspection. Every door 
stamped with the FDI seal has 
been rigidly inspected to assure 
manufacture in accordance with 
stringent industry and U. S. com- 
mercial standards. 
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Yale & Towne Expands 
Its Lock Production 


To supply the requirements of 
the unprecendently high volume of 
school construction anticipated in 
1954, estimated at more than $21, 
billion, Yale & Towne is greatly 
expanding its production of Yale 
locks and door closers made in 
four of its plants, it was revealed 
by James D. Young, general sales 
manager of the Yale & Towne 
Manufacturing Company’s lock 
and hardware division. 

In addition to the vast sums ex- 
pected to be spent on new school 
construction, Young said, “Com- 
munities throughout the United 
States will spend another $500- 
$700 million on remodeling and 
rehabilitating existing schools.” 

He said Yale & Towne has been 
steadily increasing its develop- 
ment and production of school 
products to serve a larger portion 
of the lock and hardware require- 
ments of this market. 


COMPANIES ANNOUNCE 


The Hyster Company promoted 
James L. Woodley to the new posi- 
tion of general service manager, 
announced Jack Lewis, vice-presi- 
dent in charge of production. He 
moves from production manager at 
Danville, Ill., to his new spot at 
Portland, Ore. 


General Door Mfg. Co., Milwau- 
kee, has appointed James R. Wil- 
liams plant production manager at 
West Bend, Wis. He has been ac- 
tive in millwork for more than 18 
years, with Harris Bros. (Silcrest) 
and Weyerhaeuser (Rock Island 
Millwork Co.) He will direct the 
expanded production program that 
has been made necessary by in- 
creased sales of General Doors 
over the country. 


S. J. Henry, president, Superior 
Industries, Inc., Youngstown, man- 
ufacturers of aluminum extru- 
sions, announced the purchase of 
the manufacturing facilities of the 
All-Seasons Door Co., Youngstown, 
which produces combination storm- 
screen doors of aluminum extru- 
sions with welded aluminum cor- 
ners. The door wil] be marketed by 
a Superior subsidiary known as 
Artrim Sales, employing 25 people, 
said R. C. Burton, sales manager. 

Acme Steel Co., Chicago, an- 
nounced 18 winners in its recent 
industry-wide, flat steel strapping 
contest. Grand prize went to H. W. 
Davies, Port Angeles, Wash., a trip 
for two to Bermuda (or $1,000); 
second prize, $500, to Howard D. 
Elsasser, Bucyrus, Ohio, and third 
prize, $250, Carter Anderson, Se- 
attle. The contest was to show new 
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FAST RAIL SERVICE MEANS PROMPT DELIVERY 


C. D. Johnson rail orders are 
promptly filled and shipped direct 
from huge covered loading sheds 
at the Toledo mill. These promptly 
filled shipments arrive at destination 
in the same prime condition in which 
they left our mill... easy to check, 
unload and dispatch. For rail lumber 
shipments to any point in the country, 
contact C. D. Johnson first. 
Mixed cars a specialty. 


es 
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TRADEMARK OF QUALITY LUMBER 


Diviston or 
“GEORGIA — PACIFIC 
PLYWOOD COMPANY 


¢. D. JOHNSON LUMBER COMPANY 


C57 COAST LUMBER 
Mills: TOLEOO, ORE. Shipments: RAIL AWO WATER 
Sales Offices: AMERICAN BARK SUILDING, PORTLAND &, OREGON 


Manufacture. 
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ALL ABOUT WHOLESALERS 


Wooster Brush Expands 
Coast Distribution 


To better serve retail dealers and 
painting contractors throughout 
the Pacific coast area, the Wooster 
Brush Co. is realigning its distri- 
bution program in that area. New 
Wooster authorized distributors 
are now being selected and will be 
located so that stocks of Wooster 
brushes, rollers and related prod- 
ucts will be more conveniently 
available to the trade. 

These newly appointed suppliers 
will feature the recently intro- 
duced Wooster Multiflag brushes 
in a specially processed consumer 
line, Wooster Nu-Century nylon 
brushes for the professional 
painter, Wooster Fabric X all-pur- 
pose paint rollers, and Wooster 
pure bristle brushes. 

Information, as available, con- 
cerning new distributors will be 
supplied dealers and painting con- 
tractors on request to W. E. Rob- 
erts, sales manager, Wooster Brush 
Co., Wooster, Ohio. 


Mitchell Joins Herber 


Elmer Mitchell has been ap- 
pointed manager of the newly 
opened offices at Vancouver, B. C., 
for John P. Herber & Co., Inc., Se- 
attle. He was for many years as- 
sociated with the H. R. MacMillan 
Export Company, Ltd. 

The Herber company, which Mit- 
chell will head in Vancouver, has 
established its offices in the Hall 
Building, 789 West Pender Street, 
and will engage in the export lum- 
ber field and in general foreign 
trade. The firm also has offices in 
Tokyo and New York. 


Andrews With Levinson 


E. M. Andrews, formerly man- 
ager of Capitol Plywood Co., Sac- 
ramento, has joined the sales or- 
ganization of Benj. Levinson & Co., 
Seattle, exclusive western sales 
representatives for manufacturers 
of doors, hardwood and soft-wood 
plywoods and related wood prod- 
ucts. He willheadquarter in 
Denver. 


New Thor Distributors 


Thor Corporation, Chicago, man- 
unfacturers of major laundry and 
kitchen appliances, announces the 
appointment of two new distribu- 
tors. 

George A. Clark and Son, Min- 
neapolis, will replace Willard John- 
son as agent for Thor in that city. 
Keith-Simmons Company, Inc., 
Nashville, replaces McWhorter- 
Weaver Co. 
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Freight Rates Scored 


Unless freight rates from Alaska 
to eastern United States are low- 
ered, exports of the new $100,000,- 
000 Alaska Plywood Co. plant, Ju- 
neau, will be shipped by rail via 
Prince Rupert, B.C., said C. H. Mc- 
Donald, Seattle, president of the 
Savage Lumber & Manufacturing 
Co., distributors for the plant. The 
first shipment from the Alaska 
plant, involving 142 tons, arrived 
in Seattle recently by sea. 


Knecht to Distribute 
DeVAC Window Products 


Knecht Lumbermen’s Supply, 
Rapid City, S. D., has been named 
distributor for DeVAC Window 
Products in parts of four states, 
announced Frank Hetman, presi- 
dent of the Self Storing Window 
Co., Inc., which manufactures and 
markets the DeVAC line. Knecht 
will represent the Minneapolis 
manufacturer in the eastern half 
of Montana and Wyoming, western 
half of South Dakota and northern 
half of Nebraska. 

The Self Storing window line in- 
cludes DeVAC porch and breeze- 
way enclosures, combination win- 
dows and double window units. 
The porch enclosure, a_ floor-to- 
ceiling unit of sliding glass panels, 
allows complete weather protection 
in the winter and full ventilation 
in the summer. 


NBMDA Dates Its Fall 
And Spring Meetings 


Directors of the National Build- 
ing Material Distributors Associa- 
tion approved two national meet- 
ings in 1954—a spring meeting to 
be held at the Hotel Statler, Wash- 
ington, May 3 and 4, and a fall 
meeting at the La Salle hotel, Chi- 
cago, November 15 and 16. 

At both meetings, the first day 
will be devoted to the business of 
the association, with the second 
day featuring national speakers 
and open to manufacturers and 
guests. 

New members approved by the 
directors include: Mason City 
(lowa) Builders Supply Co., Lum- 
bermen’s Supply Co., Sioux Falls, 
S. D.; St. Joseph Builders Supply 
Co., St. Joseph, Mo.; Mallco Dis- 
tributors, Phoenix; Amoskeag 
Building Products, Inc., Man- 
chester, N. H.; Stewart-Carey 
Building Materials, Inc., Indian- 
apolis, and the Akron Sash & Door 
Co., Akron, Ohio. 


Diefenbach Completes 
40 Years With Kuntz 


Henry C. Diefenbach recently 
celebrated 40 years with the Peter 
Kuntz Company, Dayton. He is 
almost as well-known an “elder 
salesman” as that elder statesman, 
Bernard M. Baruch. If lumber 
dealers don’t know “Hank” Diefen- 
bach from calls on them, they do 
know him from the popular little 
house organ, the P-K_ Sideliner, 
which he has written and distri- 
buted many years for Kuntz. 


Peppered with his sage humor 
and worldly, wordy wisdom, the 
“Sideliner” is one of the best call- 
ing cards a salesman ever had. It 
also contains business notes and, of 
course, word of the company’s 
products. 


He is one of the most valuable 
employes of the company, both in 
the sales he turns in and the doors 
he and his Sideliner have opened 
for other employes. Incidentally, 
the Sideliner has been hailed by 
publicity experts for its usefulness 
and inexpensive production. The 
well-designed, mimeographed sheet 
is cunningly illustrated with unique 
Diefenbach drawings. 


Diefenbach was passing through 
Dayton in 1913, found himself $35 
short in funds to get back to his 
government job on the Blackfoot 
Indian reservation in Montana and 
took a two-week job with the Peter 
Kuntz Company to get the money. 

The historic Dayton flood hap- 
pened just then, paychecks were 
held up for three weeks, and Die- 
fenbach has now overstayed his 
government leave 40 years. 

Diefenbach, who is 64, has helped 
a great many young people up the 
ladder. He says, “If, in the small- 
est measure, I have been of any 
help to this magnificent group of 
young fellows, I shall be forever 
grateful. After all, I reckon that 
is why folks are put on this earth 
—to help other folks.” 


Republic Steel Kitchens 
Names New Distributor 


An initial order for 340 Republic 
Steel Kitchens from a group of 
New Orleans builders marked the 
announcement of appointment of 
United Distributors, Inc., as Re- 
public Steel Kitchens distributor 
in southern Louisiana and Missis- 
sippi. 

“Republic Steel Kitchens are 
winning wide approval from deal- 
ers because they have no strings 
attached; dealers can handle them 
according to methods best suited to 
their own territories,” said Fred 
Gilbert, newly appointed manager 
of United Distributors’ kitchen 
department. 
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Super-krome 


is-sold in hardware 


and paint stores 


. Bronze Paint Corporation 
Shettiel | 


Cleveland 14, Ohio 
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THE LUMBER MARKET 


West Coast Fir 
Strong at Baltimore 


BALTIMORE—The current mar- 
ket in Southern pine is weak, and 
that of its opposite number, West 
Coast fir, is very strong, Baltimore 
dealers report. 

Although the Western lumber has 
been strengthening in price very re- 
cently in contrast to a lower trend 
last year, Southern pine does not 
have sufficient differential, accord- 
ing to leading distributors here, and 
they are worried about the loss of 
the market. 


For instance, one big distributor 
said he had made some offers around 
$78 on roofers, and could find no 
takers. Some of his prospective cus- 
tomers said they could buy at a 
much more attractive figure. 

Current price of No. 1 fir, 20%. 
No. 2, is around $98 for special 
lengths delivered in Baltimore, and 
$95 for random lengths. Waterborne 
cargo arrives for around $90. These 
quotations are up around $6 per M 
from last autumn. 

The white pine market is fairly 
active, both in the top grade and in 
the lower quality material. 


Top grade Ponderosa, for ex- 
ample, is being delivered for around 
$260 to $285, a range on the clears 
unchanged for some time. 

Oak flooring is very firm, the se- 
lect red being quoted around $182 
to $193. 

While dealers report some sec- 
tions of the market slack, business 
in general seems to be on the up- 
trend, despite dark prophecies from 
many sides, some of them being 
borne out right in the Maryland 
section where large employers have 
been forced to lay off personnel. 

A few lumber dealers who experi- 
enced a pleasant turn in business 
right at the end of 1953, report it 
is continuing, and one said that at 
the end of February his volume was 
exceeding that of a year ago with 
the help of more salesmen. This ex- 
perience is far from universal, how- 
ever. 

But a wide-spread pick-up is seen 
for spring, and still others say they 
see a strong second half which will 
top the first half of 1954. Only time 
can analyze accurately this forecast 
mixture. 

Building permits bear out the 
forces of optimism. In January, the 
total in metropolitan Baltimore was 
$20,392,266, of which $14,276,218 
was designated for construction of 
homes and apartment buildings. 
Both figures were double those for 
January 1953. 
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Slump Near End in 
Northern California 


SAN FRANCISCO—The North- 
ern California lumber market ap- 
pears to be successfully pulling 
out of its usual seasonal slump 
and everyone in the business from 
mill to retailer is predicting an 
“excellent future” after March 1, 
the normal inventory deadline. 


Demand is not too heavy for 
green fir, but prices remain stiff. 
On the other hand, studs are hard 
to buy. An excellent demand com- 
bined with bad weather conditions 
in recent weeks has helped to cre- 
ate a short market in studs. 


The market is firm for redwood 
uppers, with a good demand 
throughout the area. Commons also 
are stronger and “improving every 
day.” 


The market in general is suffer- 
ing at the moment from a lack of 
speculative home building. Buy- 
ers are primarily interested in 
school and industrial jobs. 


Bill McCubbin, of the Cord Lum- 
ber Company at San Francisco, 
however, says: “if the government 
housing program passes both 
houses of Congress, look for great 
days in the lumber business. 


“Along with the President, all of 
us are looking toward March as a 
yardstick to determine how busi- 
ness will be for the rest of the 
year.” 


Normal Production 
in Tacoma Areas 


TACOMA — Although market 
conditions in the Tacoma area are 
far from steady, mills are operat- 
ing on a fairly normal basis. Or- 
ders are spotty and the general 
trend is one of uncertainty, which 
is causing operators to keep an 
eagle eye on the national picture. 
In the main however, there is a 
feeling of optimism and a belief 
that advent of better weather in 
the spring will bring improved 
building conditions and a better 
demand. 


Log supplies are plentiful, de- 
spite many shutdowns as a result 
of adverse weather during recent 
weeks. But, generally speaking, 
weather conditions improved suffi- 
ciently during the last fortnight so 
that the larger logging outfits at 
least are back in operation on as 
near a normal basis as possible. 


At a recent meeting at Ashford, 
a number of independent loggers 
and small sawmill operators have 


organized as a section of the West- 
ern Forest Industries Association, 
which has its headquarters in 
Portland. Joe May of Wasson & 
May, Mineral, was elected chair- 
man of the new group. Vice Presi- 
dent is Art Freed of the A. Lundin 
Log Company of Alder. Walt Hew- 
itt of the Hewitt Logging Com- 
pany of Ashford was named secre- 
tary-treasurer. 


The group will promote con- 
struction of timber access roads 
into the national forest and the 
sale of public timber in blocks 
large enough to be economical but 
small enough to be handled by the 
majority of operators in the area. 


Retailer Orders Up 
for Southern Pine 


KANSAS CITY—The Southern 
pine industry showed signs of com- 
ing to life in the last week or so as 
retailers began placing orders for 
key items. It was noted that inven- 
tories at the mills were larger than 
a year ago and in some cases a 
little burdensome, but it was ex- 
plained that much of the stock 
on hand was not salable. In other 
words, the lumber was not ready 
for shipment. 


One of the larger mills with 
headquarters here, said that one of 
its mills in the South had more 
than a million feet of oak on hand 
but only about 100,000 board feet 
of the total was dry enough for 
shipment. Similar reports were 
general. As a result there is no 
surplus of good lumber ready for 
consumption. 


It was reported that consider- 
able price differential existed on 
special items that mills had and 
wanted to unload. But on such key 
items as 8-inch No. 2 kiln dried 
board mills were getting from $80 
to $82 a thousand, about the same 
price that has existed since late 
last fall. On No. 6-inch grades the 
price was $78 to $80. The same 
condition existed on dimension, as 
2 by 6’s brought $82 for No. 2’s and 
$80 to $84 for 2 by 8’s. 


The bright spot in the district 
was the heavier-than-usual move- 
ment of lumber to the Texas retail 
market, which had been very slow 
for more than six months. 


Mills said that the competition 
from the West coast firs, especially 
the low grades of No. 3 and No. 4, 
was “too keen for comfort.” The 
West coast producers are able to 
place the competitive lumber in 
the southwest at cheaper prices 
than better grades of yellow pine. 


(continued on page 126) 
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Your customers are 


Surefire Prospects for 


KENTILE Inc. 


NO 


SN OR ee 
MBER SUPPLY CO. ) 


DIG di? GLVVIY E& 




















Dor/ 


Don’t let your best prospects— your own customers 
—go elsewhere for their flooring. The mushrooming 
“Do-It-Yourself” trend means extra profits for deal- 
ers who sell floors made by Kentile, Inc.—pioneers 
and leaders in seif-installation. These colorful, easy- 
to-clean floors are preferred everywhere .. . can be 
laid down quickly, easily, and economically. And, 
each one is backed by more full-color advertising 
than any other floor of its type. 


Open your own Kentile, Inc. Flooring Depart- 
ment with the compact KenStyler shown. Contact 
your Kentile, Inc. Wholesaler or Sales Representa- 
tive for details. Or, write any of the conveniently 
located Kentile, Inc. offices listed below. 


KenStyler measures just 18%" long, 15%" wide... 
costs only $10.00 complete with sample tiles, self- IN C 
installation instructions and full-color booklets. a 


"Reg. U. S. Pat. Off 
KENTILE * SPECIAL KENTILE * KENCORK * KENRUBBER * KENFLEX « 


KENTILE, INC., 56 SECOND AVENUE, BROOKLYN 15. NEW YORK « 350 FIFTH AVENUE. NEW YORK 1. NEW YORK « 708 ARCHITECTS BUILDING 


17TH AND SANSOM STREETS, PHILADELPHIA 3. PENNSYLVANIA « 1211 NBC BUILDING. CLEVELAND 14, OHIO « 900 PEACHTREE STREET N.E.. ATLANTA 6, GEORGIA 
2020 WALNUT STREET. KANGAS CITY 6. MISSOURI « 





4532 SO. KOLIN AVENUE, CHICAGO 32. ILLINOIS « 4501 SANTA FE AVENUE, LOS ANGELES 56, CALIFORNIA 
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However, with a firming of the fir 
market, this. competitive situation 
may ebb, it was said. 


Prices Start Upward 
In Seattle Region 


SEATTLE—Prices have started 
upward with green fir dimension 
three dollars higher. Other forest 
products are firm to stronger 
though there is no increase in 
Eastern demand to account for it. 
The stronger trend is attributed 
to low mill inventories and local 
log shortages particularly at in- 
land mills causing wholesalers to 
anticipate a better market. Janu- 


Fast shipment 
.» » Gependably to your exact 
needs in West Coast Douglas 


Fir, WCLB grade stamped, anti- 
Stain treated. Let 
us show you. 


AIR-Nint 


MANUFACTURING CORP. 
Tigard, Oregon 























Courtesy LIL-AD FEATURES, Santa Ana, Cal. 


“...and Henry PROMISED to build a guest 
room before | came to visit again!” 





ary brought heavy snow and Feb- 
ruary heavy rain and windstorms 
keeping men out of the woods. Log 
inventory took a decided drop. 

Flat grain fir flooring has firmed 
and dry hemlock dimension has 
followed fir upward. Shingles are 
holding their own with No. 1 5X 
easiest to buy and No. 1 and 2 
perfections in smallest supply. No. 
2 5X is strong. Cedar lumber moves 
steadily but prices vary between 
mills. Pines are stronger especial- 
ly Ponderosa pine selects which 
are 5 to 10 dollars higher. Engel- 
mann spruce prices are steady. 
Transits are costing 2 to 3 dollars 
more. 

Log inventory as of February 
Ist went down considerably but 
not to the critical point, while the 
loss is large previous high inven- 
tories helped to minimize it. 

Columbia river reported as of 
February Ist, 433 million feet. A 
month ago the figures stood at 526 
million, the month showing a drop 
of 93 million feet. A year ago the 
total was 505% million. Puget 
Sound reported 414 million feet 
on Feb. Ist as compared to 494 
million Jan. 1st, a loss of 80 mil- 
lion. Grays Harbor on Feb. Ist had 
62 million or 13 million less than 





Phones: 8-8747 ~ 5-119) 





BRAZILIAN PARANA 


Air or Kiln Dried, Rough or Surfaced Two or Four Sides, Random 
or Stock Widths, Random Eight to Eighteen Foot or Special Lengths 


Kiln Dried Worked to Pattern Mould!ngs, 
Paneling, Casing, Base and Jambs 


CAR OR TRUCK LOADS—Quotations on receipt of your specifications 


THE FRANK A. CONKLING COMPANY 


Memphis 3, Tennessee 
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Varch 8, 


January ist. The district had 94 
million feet on Feb. 1, 1953. 


Shipments Nationally 
In Balance with Output 


Lumber shipments of 535 mills 
reporting to the National Lumber 
Trade Barometer were 0.6% below 
production for the week ending 
February 13, 1954. In the same 
week new orders of these mills 
were 8.9% above production. Un- 
filled orders of the reporting mills 
amounted to 34% of stocks. For 
the reporting softwood mills un- 
filled orders were equivalent to 21 
days’ production at the current 
rate, and gross stocks were equiva- 
lent to 60 days’ production. 

For the year-to-date, shipments 
of reporting identical mills were 
1.9% above production; new or- 
ders were 7.7% above production. 

Compared to the average corre- 
sponding week in 1935-1939, pro- 
duction of reporting mills was 
121.1% above; shipments were 
92.1% above; new orders were 
99.2% above. Compared to the cor- 
responding week in 1953, produc- 
tion of reporting mills was 6.0% 
below; shipments were 9.3% be- 
low; and new orders were 0.2% 
below. 


Douglas Fir Output 
Cut by Bad Weather 


PORTLAND — Snow, ice and 
sleet took a heavy toll of Douglas 
fir lumber production during Jan- 
uary, dropping output to the low- 
est figure since 1950. 

Shipments of lumber from the 
fir region west of the Cascades in 
Oregon and Washington also fell 
off from last year, according to 
Harris E. Smith, secretary of the 
West Coast Lumbermen’s Associa- 
tion, and were undoubtedly held 
down by two weeks of stormy 
weather. 

Production for January totaled 
769,998,000 board feet, compared 
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to 875,887,000 in 1953 and 799,283,- Those who want the finest 


000 in 1952, Smith said. Orders of 
813,272,000 board feet for the 


+ : 
month were below previous years JRRo\YV/ Richards -Wilcox 
and shipments were 785,561,000 

feet, he pointed out. choose P 


The weekly average of West 
Coast lumber production in Janu- 
ary was 183,332,000 b.f. or 95.38% 
of the 1949-1953 average. Orders 
averaged 193,636,000 b.f.; ship- 
ments 187,038,000 b.f.; weekly av- 
erages for December were: pro- 
duction 168,947,000 b.f.; 87.9% of 
the 1949-1953 average; orders 
174,571,000 b.f.; shipments 167,- 
480,000 b.f. 


Western Pine 


For the week ending February 
13, 121 mills reporting, orders 
totaled 74,815,000 feet compared 
with 63,474,000 last week and 74,- 
709,000 feet in the corresponding 
week a year ago. Similar compari- 
sons of shipments are 65,357,000 
feet, 66,924,000 and 74,799,000 and 
for production 60,724,000, 58,842,- 
000 and 60,183,000 feet. 

Expressed in percentages ship- 
ments were 7.6% and orders were 
23.2% above production. Orders 
were 14.5% above shipments for 
the week. Orders increased 17.9% 
compared with the last report a 
week ago. 


Southern Pine 


For the week ending February ae R-W 999 Overhead Garage Door Hardware 
13, 111 mills reporting, orders - is designed and manufactured with extra 
totaled 15,617,000 feet, compared ' . 


ae - . ‘isi a Cé or smoother 
with 15,187,000 the preceding week ~ anes and owe care, f : ay Th “' 
and 16,896,000 in the same week a easier, more efficient operation. at's 


year ago. Similar comparisons of why builders of better homes and garages 
shipments are 15,299,000, 13,264,- 


oor Ry .s all over America are making R-W 999 
an 204, and for pro- } : ij dein ail 
duction 17,843,000, 16,685,000 and standard equipment for Overhead Garage 
17,653,000 feet. | attr Door Hardware. 

expressed ‘m. percontages ship- guovtt OOM R-W Overhead Garage Door Hardware is packed com- 
ments were 14.5% and orders were plete in one box. Order No. 999-1 for doors up to 9 ft. 
12% below production for the wide weighing not more than 200 Ibs.; No. 999-2 for 
week. Orders were 2.9% above Extra convenience doors up to 12 ft. wide weighing not more than 375 Ibs. 
shipments for the week. Mill op- —- 


erations were below the three year for the home-owner oe ae 
average. Orders were down 12.9%; 
> ; 7 . 1251 
shipments were off 15.4% and ac- R-W Electric — Contre! 
tual production was just 1% below Garage Door 


_ tes from driveway 
the three year average. Orders on Operators opera 
hand increased 1.2% during the P a oe 
week. R-W Electric Garage Door 
Operators offer maximum effi- E 
ciency and safety. Compietny = 
assembled in a single carton . - . 
Can We Help You? at the factory. Simple adjust- 7 Ny F Radio Control 
Our main reason for publishing wapts cones apie ee , — operates from dash con- 
Am rma tools keep doors wo 
o ve oe e ab & ow Rag smoothly. A large friction . trol button, Opens and 
te P sam i teceees oe wale man clutch prevents property closes doors within 75 feet. 


damage due to operational 
and reduce your operating expenses. failures and in case of power 


We have a number of valuable failures, doors may be op- Write today for illustrated booklets on these 
sales aids, some free and some avail- erated manvally. as % 
able at a nominal charge, to help you two precision R-W products. 
do just this. Please send your orders 
to American Lumberman. 1389 North 


Clark Street, Chicago 2, TH. Ric h da rd S “Wi Icox Mfg. (@e} 
An attractively-illustrated 16-page . — . 
booklet entitled. “Let’s Build a Weod sues 8OOR HANGERS & TRACK © fae : 


Fence.” is available for consumer dis- COCR 6 TEES 0 CANES OOS 6 Cae 


tribution. s'Scwoot WanonOueS & PARTITIONS © 226 THIRD STREET, AURORA, ILLINOIS 
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Picnic Table Frames 
that get the 


REPEAT ORDERS 


@ For lumber dealers . . . you 
supply your own lumber; we 
supply the steel frames. 


Repeat business from other 
dealers and distributors is our 
best testimonial. 


You want the original .. . 
the table that has proved 
satisfactory — not a cheap 
imitation. 


Start now! Ask your distrib- 
utor — or write: 








( Here's the one that \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 


WILL NOT SHRINK 
STICKS AND STAYS pur 
: 
ee, 








Most dealers report: 

“Our sales of Dur- 

ham’s Rock - Hard 

Water Putty keep 

doubling, year after 

year.” What's more, 

Durham's Rock- 

Hard Water Putty Des Moines. 
rives you by far the J Jou. 
best profit-margin on , 

any product of this 

nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patehing materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty 7 Ha not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical, Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 


(To obtain more data on advertised products see page 158) 





Lumber Prices at Press-Time 


The following index is intended merely as a check on buying practices. It is 
a compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made approxi- 
mately ten days before receipt of the magazine. 


DOUGLAS FIR 


Vertical Grain Flooring 
B&Btr. 
ix4 re 
Fiat Grain Floring 
1x4 worry Ts? 
1x6 oe eo 
Drop Siding 
1x6 (Pat. # . 95.00 
1x6 (Pat 55. 50. 90.00 


Ceiling 


Cc D 
155.00 90.00 


5.00 130.00 80.00 
0 110.00 


70.00 
70.00 


. 1 Dimension 
12’ 


67.00 


No. 2 Dimension 
2x 4 62.00 62.00 
2x & 61.00 64.00 
2x 8 63.00 62.00 9. 
x10 61.00 63.00 61.00 
2x12 61.00 59.00 69.00 


o, 3 Dimension R/T Only 


dry lumber) 


RED CEDAR SHINGLES 


KRevals 
No, 1 
No, 2 


No. 3 
Pertcetions= 


No, 1 . f 10.25-10,50 

No, 2 $ f 5.256 

No. 3 f 3.75 
XVUNX 

No. 1 16” 

No, 2 16” 

No. 3 16” 





8.50-8.75 
5.00 
4.00 


Prices for red cedar siding tn mixed 
cars, new bundling, @ to 1@ are: 
Beveled Siding, ™% Inch 

Clear oy 

%x4 inch 75.00 72.00 

%xh inch 80.00 77.00 


x6 inch 100.00 95.00 
x8 inch 125.00 120.00 
Clear Bungalow Siding, % Inch 
8 inch 155.00 150.00 128. 
10 inch 180.00 175.00 150.00 
12 inch 185.00 175.00 1560.00 
Finish B and Btr, $2 or 458, 
® to 16° or Rough 
Ix 8 . ‘ 235.00 
1x10 ... 245.60 
1x12 . 275.00 


Celling or Flooring, B and Btr, W to 1@ 
B&Btr Cc dD 

1x3 115.00 -110.00 90.00 
a ee 115.00 110.00 90.00 
Discount on mouldings, 6’ to 20’ odd 

lengths. 

Series 8,000 
Listing under 4.00—list plus 35% 
Listing 4.00 and over—list plus 35% 


Clear Lattice, 5/10 x 1%"—2 to 18’ 
100 lin, ft 1.50 


WESTERN PINES 


Ponderosa Pine 
5/4 RW 
and 


6/4 RW 8/4 RW 
265.00 270.090 


4/4 RW 
260.00 
Shop, 828 
No. No. 2 
ae we i 110.00 
6/4 ; 110.00 
Commons, 82 or 48 
B&Btr. 
125.00 
1x12 RL ....125.00 
Idaho White Pine 
Selects $2 or 48 


C&Btr 
D RL 


No. 4 
55-60 
55-60 


No. 3 
65.00-72 
66.00-73 


1x4 1x6 1x8 1x10 
RL, 270.00 270.00 270.00 275.00 
230.00 230.00 230.00 245.00 
Commons, 82 or 48 
Vv N 


1x6 
1x12 
Sugar Pine Selects $2 or 48 
4/44RW 5/4 RW 
B&Btr. RL 265.00 265.00 
Cc RL 260.00 275.00 
D RL 245.00 
Shop, 828 


6/4 


. 230.00 


No. 1 No. 2 No. 3 
-+»-152.00 122.00 80.00 
-.»-152.00 122.00 80.00 





Clear Pin 44x2% 4x1% 
White 182.00 155.00 
Red 187.00 165.00 

Sel. Plain 
White 168.00 14 
Red 176.00 15 

#1 Com, 
White i4 
Red 15 

#2 Com. 

Pln Whit 
& Red 100.00 70.00 


170.00 
170.00 


00 160.00 145.00 
-00 145.00 


8.00 o% ° eee 
3.00 130.00 1256.00 


115.06 380.00 
F.O.B. Memphis mills 


SOUTHERN PINE 


Vertical Grain Filoering 
B&Btr. 





ix4 Heart 
Flat Grain Fioeoring 


Drop Siding 
1x6 (Pat. #106) 175.00 
1x6 {pat $198 178.88 
Boards & Shipinp 


1x6 1x8 
No. 1 ...99.00 102.00 
No. 2 ...73.00 76.00 
No. 3 ...58.60 63.00 


No. 1 Dimension 
, eae 


1% 1 : 

4 87.00 88.00 90.00 
87.00 89.00 87.00 

2x 8 90.00 90.00 90.00 

2x10 97.90 98.00 97.00 

2x12 107.00 107.00 107.00 


2x 8 70.00 
2x10 86.00 
2x12 78.00 


No. 3 Dimension R/L Only 
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REDWOOD 


Bevel Siding 


¥%x 4 V.G. 
wx 6 V.G. 
w%wx 8 V 
%x 6 


Clear 
Clear 
Clear 
. Clear 
+. Clear 
. Clear 

Clear 
+ Clear 

Clear 
. Clear 

No grade V.G 
$5.00 5 tor Ys, 


Sent bo pat pechon pd 

Oee! mrss SO 
Soooeooooc]e 

Secceeccs 


Redwood Siding 
% and % in above sizes. 


Anzac Siding 


1x10 V.G. Clear All I 
ix12 V.G. Clear All He 
Note: Deduct $15.00 i h Grade. 


pears. 


Finish 


ix 4 Clear Heart 845 
ix 6 Clear Heart 848. 
lx 8 Clear Heart S845 
1x10 Clear Heart 8485 
1x12 Clear Heart 848 


te: A Grade 1x4, 1x6, 1x8 


No deduct 
$10. 1xi0 and 1x12 deduct $15. 





WESTERN HEMLOCK 


Vertical Grain Fileoring 


B&Btr Cc 
156.00 140.00 
Fiat Flooring 

1x4 ee 125.00 

1x6 : 


Drop Siding 


1x6 (Pat. 
1x6 (Pat. 


Ceiling 
MARE. ccsecece 5.00 100.00 
«ss eeees 105-115 


Boards and Shipliap and 
. ry) 
1x6 
74.09 
. 67.00 
50.00 


00 
16.00 
00 68 
; 00 68 
,.00 66.00 


Dimension 
{ 42.00 62.00 15.00 
62.00 63.00 52.00 
x10 62.00 64.00 12.00 
2x12 62.00 62.00 62.00 


No. 3 Dimension R/I. Only 

2x 4 see . . 48.00 
2x 6 . .47.00 
22 $ .. ce cone Lae ee 
2x10... vives rr o. .. -45.00 
2x12 45.00 





ENGELMANN SPRUCE 


BRoards and Shiplap (dry) 
1x6 1x8 
110.00 119.00 
69.00 


1x10 1x12 
110.00 115.00 
70.00 71.00 


No. 2&Btr 
No. 3&Btr 


No. 1 Dimension 


12 14’ 


50 


7. 


t t 
67 6 
67.50 67 
67.50 6 
f 6 


0 


. 2 Dimension 


60.00 60.00 } 

( 60.50 60.5 60.00 } 0 64.50 
g 5o ) 95 9.00 4° 64.50 
{ 62.50 62.50 60.00 64.50 


0 59.50 60.00 54.5 64.50 


(Boards graded No. 1, 2, 3, at 
price; no price for straight ‘No 2 
do not grade out No, 3 
rately as in fir.) 


flat 
Mills 
dimension sepa- 
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ili NAILDOWN PROFITS For You 
Here’s Why: 


1. The HEAD — thick, uniform shape, perfectly centered on the shank. 
Compare it with others of the same type . . . and you see the result of 
brand-new precision machinery, manned by skilled operators! 


The SHANK -— highly polished, uniformly coated, or deeply barbed as 
the case may be . . . one thing stands out: Here is the product of only the 
finest, first-quality sieel! 

The POINT — sharp, centered, clean . . . the uniform result of closely 
supervised production, prime materials, and the most modern wire mill 
in the world . . . built expressly for the production of perfect nails! 


The TEST — drive it . . . hear it ring clear as it seats deep and holds fast. 
Test good Gulf nails again and again . . . you will always get the same 
result. Straighter, cleaner, easier drives . . . greater holding power . . . 
LOWER NAILING COSTS FOR YOU. 


8-0-17 


Communicate with the nearest GULF representative: 
Edward D. Sperry Jr. 
P. O. Box 936 
Santa Barbara, California 
Phone: 2-9625 


The Crispin Company 

1611 Bank of Commerce Bidg. 
Houston 2, Texas 

Phone: Fairfax 0338 


8. S$. Meade Company 
604 Duquesne Terrace 
Union, New Jersey 
Phone: Unionville 2-8068 


Davidson Steel Corp. 
444 Madison Avenue 
New York 17, N. Y. 
Phone: Plaza 9-7151 


Cc. G. Fallon 

630 Centre Street 
Jamaica Plain, 

Boston 30, Mass. 
Phone: Jamaica 4-5046 


GULF STEEL & WIRE COMPANY 


SAN JUAN A, P. R., U. S.A. 
Manufacturers of: Nails & Staples - Chain, welded & weldless « Chain- 
link fencing - Concrete wire mesh « Steel wire: plain, annealed, galvanized 


W. D. Elmslie Ltd. 
409 Notra Dome S$. W. 
Montreal 1, Quebec 
Phone: Plateau 4159 


(To obtain more data ox advertised products see page 158) 
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This strikingly beautiful W eldwood walnut paneled fireplace wall 
will be featured in full color along with other woods in the April issue 
of Better Homes and Gardens, American Home, House Beautiful. Living 
for Young Homemakers and Sunset magazine. It’s 


an example ol 
Weldwood’s advertising which appears month after month in leading 


consumer publications, It’s selling everybody on the beauty of 


oO; real 
wood paneling . . . it will bring customers into your yard! 


1 Re 
ee 














zoom your Weldwood sales! 


Growing enthusiasm for real wood panel- 
ing in the home goes hand in hand with 
mounting “Do-it-yourself” trend. 


The butcher, the baker, the tally sheet maker, they ve 
all become week-end carpenters. Never before has there 
been such a marked trend to self-accomplished projects 
in the home. 

There’s a big swing to the use of wood paneling in 

the home, too, because more and more people are being 
sold on the fact that no other type of wall covering 
material can match the natural beauty and self-evident 
quality of real wood! 
UPGRADE YOUR PROFITS. The situation presents a 
perfect opportunity for you to raise your profit per 
unit sale. In fact, when you sell Weldwood paneling 
your profit very often exceeds the cost of other types 
of solid wall covering materials. 

When you promote the sale of Weldwood hardwood 
paneling, yours becomes the prestige yard. You invite 
repeat business. 

WELDWOOD HELPS YOU PROMOTE THE SALE. Weld- 
wood advertisements appear month after month in 
leading consumer magazines which are read by millions 


of interested home owners. The beautiful Weldwood 
paneled interiors shown in the advertisements suggest 
new “do-it-yourself” ideas to these many readers— 
your potential customers. 


WELDWOOD DIRECTS SALES TO YOU. “Go to your 


‘local lumber dealer” is a phrase that is strongly featured 


in every Weldwood consumer advertisement. Your cus- 
tomers are presold on the price too! For instance, 
Weldwood’s April consumer advertising features walnut 
paneling at $48, as well as exotic blond Korina® at $59, 
knotty pine at $44, oak at $59, Weldtex® (never checks) 
at $27, Surfwood® at $26, Novoply® at $28 (California 
redwood face $33) and handy-to-use prefinished Plank- 
weld® in Philippine mahogany at $60, Honduras maho- 
gany at $69 and birch at $60. All prices are based on wall 
area 8’ high x 12’ long. As you and your customers will 
see, there is a type of Weldwood paneling to fit any size 
budget. Remember the Weldwood line also includes 
superior Douglas fir plywood in both interior and 
exterior grades, 

CALL YOUR WELDWOOD SALES REPRESENTATIVE 
NOW! The paneling is immediately available at any of 
the 60 United States Plywood or U.S.-Mengel Plywoods 
distributing units in principal cities, 


HERE’S WHAT YOU CAN DO TO TIE IN WITH WELDWOOD’S POWERFUL PROMOTION 


“ 


MAKE YOUR LUMBER YARD “Wood Paneling 
Headquarters” for your neighborhood, Be 
sure you have adequate supplies of Weld- 
wood paneling on hand or on order, 


TIE IN YOUR LOCAL ADVERTISING with 
Weldwood’s national coverage. Free news- 
paper mats are available. Display proofs of 
Weldwood full-color advertisements. 


WELDWCOD HARDWOOD PANELING is guar- 
anteed for the life of the installation. The 
guarantee has tremendous sales appeal. In- 
clude the guarantee in your advertising. 











United States Plywood Corporation 
55 West 44th Street, New York 36, N. Y. 


AL- 3-86-54 


Weld d 
United States Plywood Corporation 
World's Largest Plywood Organization 
>> West 44th Street, New York 36, N. Y. 


U.S.-Mengel Plywoods, Inc., Louisville, Ky. 


Distributing Units in 60 Principal Cities 





Please have your salesman contact me with full details 
about the profitable Weldwood line. 











Aluminum Awnings 

A new 1954 line of Lux-Air alu- 
minum awnings that retail as low 
as $8.95 each is announced by Wolfe 
Products, Ine. Available with 
green, red or blue roof with white 
hanging strip and scallops, the new 
Lux-Air awnings come in 24”, 36”, 
48”, 60” and 72” widths. They are 
packed (KD) in a small, compact 
carton with complete hardware and 
easy installation instructions in- 
cluded, A matching line of Lux-Air 
door canopies is also available. 
Wolfe Products, Inc., Dept. AL, 71 
Elinor Ave., Akron 5, Ohio. 


For more data circle No. 1 on coupon, p. 158 


Rubber Compound 

PR-395-HT is a new Thiokol base 
compound used both as a sealer 
and expansion joint. The material 
is used with PR-1090 Primer and 
achieves a strong bond to most ma- 
terials, states the manufacturer. 
Application of PR-895-HT is done 
with a spatula or extrusion gun. It 
has a thixotropic (non-sagging) 
consistency and will hold its po- 
sition on vertical and overhead in- 
stallations. A companion product, 
PR-895, of lower viscosity, is avail- 
able for pouring into floor and 
other horizontal type joints. Prod- 
ucts Research Company, Dept. AL, 
8126 Los Feliz Boulevard, Los 
Angeles 39, Calif. 


For mere data circle No. 2 on coupon, p. 158 
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Fiberglas Tub Enclosure 

The EPRAD Company has just 
introduced a low-priced bath-tub 
enclosure. The unit utilizes flat 
Fiberglas sheets with a pebbled 
finish. All other parts are of etched 
and anodized aluminum. Doors are 
suspended on nylon slides in the 
top track. The unit, which will fit 
any five-foot recessed tub, is avail- 
able in five attractive colors. Re- 
tail price of the enclosure is ap- 
proximately $69.95. EPRAD, Dept. 
AL, 1206 Cherry St., Toledo 4, 
Ohio. 


For more data circle No. 3 on coupon, p. 158 


Glass Doorwall 

A package sliding glass doorwall 
in a small, easily-stored carton, has 
been. announced by the Horizon 
Door Company. The packaging is 
designed so that the knocked down 
unglazed door and frame fits into 
a carton 5” x 8” in girth with a 
length corresponding to the great- 
est dimension of the door unit. The 
package contains everything re- 
quired for the assembled horizon 
door (except glass), including 
hardware, screws, weatherstrip- 
ping and frame. The sizes available 
range from 6'0” x 6'10” to 160” x 
6'10” and a wide variety of sliding 
arrangements is possible. Horizon 
Door Company, Dept. AL, 1426 
Flower Street, Glendale 1, Calif. 


For more data circle Ne. 4 on coupen, p. 158 


Vestibules of Fiberglass 


The Snaptibule is made of trans- 
lucent Fiberglass. It comes in a kit 
that is complete with everything 
needed, pre-cut fiberglass, hard- 
ware, framing, screws, etc. All sec- 
tions are factory pre-cut, pre- 
drilled and partially assembled. 
The plastic is light weight, weigh- 
ing only 6 ounces per square foot. 
The roof becomes a door canopy, 
when the Snaptibule is taken down 
for the summer months. A special 
feature of the canopy is the pat- 
ented concealed flashing gutter 
which assures a strong, rigid 
mounting with complete drip pro- 
tection. Snapawne, oa. Dept. AL, 
5 East Ave., Bridgeport, Conn. 


For more data circle No. 5 on coupon, p. 158 


Paint Striping Tool 


The new Master Multiple Striper 
will draw double lines, two at the 
same time, in combinations of wide 
and narrow. By the proper selec- 
tions of wheels and spacings, two 
1/64” stripes any distance up to 
4” apart may be drawn. Or one 
wide and one narrow, two-wide 
lines or a single line 44” wide may 
be added. The Multiple Striper com- 
plete with all wheels and spacers for 
as many as five different combina- 
tions is priced at $2.95. Wendell 
Mfg. Co., Dept. AL, 4234 North 
Lincoln Ave., Chicago 18, IIl. 


Fr more data circle No. 6 on coupon, p. 158 


March 8, 1954, AMERICAN LUMBERMAN & 








Air Conditioning Door 


A newly 154” steel flush interior 
door for use in centrally air con- 
ditioned and perimeter heated 
homes is announced by the Build- 
ing Products Division of The 
American Welding & Manufactur- 
ing Company. Designed to allow 
the proper air flow between con- 
necting rooms the Amweld_§ Air 
Conditioning Door permits closed- 
door privacy without impairing or 
disturbing the heat balance of the 
system and eliminates the need 
for return air ducts states the 
manufacturer. 

Of the same construction as 
standard Amweld 13%” doors, this 
new air conditioning door is used 
with standard Amweld 13%” Inter- 
Lock frames and features an at- 
tractive, factory-installed grille of 
simple, modern design. Building 
Products Div., The American Weld- 
ing & Manufacturing Co., Dept. 
AL, Warren, Ohio. 


For more data circle No, 7 on coupon, p. 158 


Preformed Glazing Strip 


A new preformed glazing strip, 
which simplifies glazing of large 
lites in all stop-type sash, is espe- 
cially suited to all wood or metal 
sash with double-glazed picture 
windows. The new product, T & T 
Preformed Glazing Strip, com- 
prises a flat continuous strip of 
glazing compound and a special 
separator paper. It comes in easy- 
to-handle rolls. The separator 
paper is removed after the com- 
pound has been applied to the sash. 
It is shipped in its permanent and 
final condition, ready for quick in- 
stallation, reports the manufac- 
turer, and is packaged 16 rolls to 
the case. Dicks—Pontius Co., Dept. 
AL, Dayton, Ohio. 


For more data circle No. 8 on coupon, p. 158 
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Welded Insulating Glass 


Andersen Casement and Flexi- 
vent Windows are now available 
glazed with new welded double in- 
sulating glass. Two panes of qual- 
ity window glass are held, one over 
the other, while the edges are elec- 
tricalky welded or fused. This re- 
sults in an all-glass seal and a her- 
metically sealed dead air space 
between the two panes. The new 
glass is held in the sash by an 
improved glazing method called 
groove glazing. Grooved sash and 
glazing compound are then clamped 
around the glass. Andersen Welded 
Insulating Glass eliminates clean- 
ing and handling of double glaz- 
ing panels. It provides advantages 
of double glazing insulation all 
year around (U factor — .675 as 
compared to 1.13 for single glass). 
Andersen Corp., Dept. AL, Bay- 
port, Minn. 


For more data circle No. 9 on coupon, p. 158 
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Safety Carriage Lock 


DeWalt, Inc., manufacturer of a 
radial arm, multi-purpose wocd- 
working machine has added an au- 
tomatic safety carriage lock to this 
tool. The safety lock automatically 
brakes the motion of the carriage 
holding the cutting head when the 
thumb-pressure of the operator is 
released from the plunger. Pro- 
vision has been made to instantly 
disengage the entire locking mech- 
anism when the machine is being 
used in conjunction with a chain 


(continued on page 136) 





What's YOUR Answer? 


Whether your advertising, show- 
room, personnel and overall sales 
pitch appeals to women can mean 
the difference between increased 
sales or a slump for your business 
this year. Let’s face it—the hand 
that rocks the cradle usually rules 
the purse strings of households in- 
tent on buying a new home or re- 
modeling an old one. As usual, the 
American Lumberman has faith- 
fully informed you of the neces- 
sity of appealing to women custo- 
mers. This issue, for example, con- 
tains a picture story about a school 
for saleswomen. It also carries a 
highly-informative story—written 
by a woman—about selling to fe- 
male do - it - yourself clients. 
Throughout the remainder of the 
year we will bring you additional 
vital facts on attracting “family 
purchasing agents.” Can you af- 
ford to let your American Lumber- 
man subscription expire? 


What’s YOUR Score? 
9 to 10 correct: Excellent! 
7 or 8: Good. 5 or 6: Fair. 


1. Architect Samuel Paul gives 
you two attractive, low-cost homes 
as part of the American Lumber- 
man’s continuing house plan serv- 
ice, Can you name one of the house 
plans? 


2. Regardless of the size of your 
lumberyard, how does the Bradley 
Lumber Co. help you keep your 
inventory balanced? 


8. Art Hood gives you three 
check lists to help salesmen in- 
crease sales. Can you name the 
heading of at least one of the 
lists? 


4. What firm makes Bee-Gee 
modern wood windows? 


5. How does the Brookhaven 
Supply Co. increase its lawn and 
garden department sales? 


6. “A better deal for the man at 
the wheel” is the advertised slogan 
for what firm’s “Job-Rated” 
trucks? 


7. Who gives you a coast-to-coast 
survey of business conditions in 
retail lumberyards? 


8. Four separate merchandisers 
for household hardware, closet 
bars, electric tools and hand too!s 
are featured in a two-page adver- 
tisement by what manufacturer? 


9. What organization sponsored 
the recent three-day course for 
women lumberyard employes? 


10. A house sitting in a rain 
barre! is featured in an ad by what 
screen cloth manufacturer? 


Answers on page 140. 





NOW ...The Greatest 


dnd You get it arom 


NATIONAL LOCK 


CABINET 
HARDWARE 


CONCAVE 
KNOBS 


All Packaged Tr n Coloctae Pak 
SLIDE BOXES 


HAROWARE . BRASS 
HARDWARE 


SMALL BUILDERS . 
HARDWARE . aa FURNITURE 
BUTTS, HINGES TRIM 


Stimulates impulse purchase .. . they see and examine the metchandise 


Presents neat, inviting appearance outmodes the old-fashioned. envelope 
at no increase in cost 


Makes sales time more profitable .. . gives the customer what he wants rapidly 
Compact packaging . . . saves up to 75 % display and storage area 
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MERCHANDISING IDEA 
In The Last 20 Years 


Stimulate Profits by Showing Ccloctahak 
ip illleme Naw natonel wk GOUNTER DISPLAYS 


®@ Provides a complete, compact hardware department... with a mass of live-action 
selling space within small area 


@ Encourages customer self-service . . . tells them the price of each item instantly 


®@ Gives you the sales-making advantage of colorful mass display . . . other items kept 
handy in storage cabinet 


@ Available in a choice of several different display boards and counter units . . . with 
various types of hardware 


WRITE FOR NEW ILLUSTRATED PRICE LIST 


Now more Buy A from your wholesaler 


than ever, 


distinctive 


herdwere (|) NATIONAL LOCK COMPANY 


All From 


Rockford, Illinois « Merchant Sales Division 
1 Source 
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or screw cross feed device. 

The safety carriage lock will be 
available as optional equipment on 
all DeWalt model GE, GA, and GW 
machines in the future. DeWalt 
Inc., subsidiary of American Ma- 
chine and Foundry Co., Dept. AL, 
Lancaster, Penna. 


For more data circle No. 10 on coupon, p. 158 
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Attic Stairway 


A folding wooden stairway folds 
in sections and rests within the 
attic when not in use. It is 
equipped with a tempered spring 
operating mechanism for retrac- 
tion; a self-locking principle en- 
sures rigidity when in use. Safety 
features include a handrail and 
non-slip tread on the steps. Mod- 
els are designed for ceiling heights 
from 7 to 10 feet, and are finished 
in fir plywood or hardwood. EZ- 
Way Sales, Inc., Dept. AL, St. Paul 
Park, Minn. 


For more data circle No. 11 on coupon, p. 158 


New Counter Top 


A new post-formed counter top 
that fits snugly around both roll 
rim and flat rim sinks has just 
been announced by American- 
Standard. Available in five colors, 
it is constructed of Micarta. Uni- 
que, one-piece construction offers 
many advantages over the conven- 
tional counter top. The surface 
flows unbroken from a 3-inch back 
splash to new no-drip front. This 
counter top is easy to keep clean, 
because all metal bindings and 
dirt-catching crevices have been 
eliminated. American Radiator and 
Standard Sanitary Corp., Dept. AL, 
Pittsburgh 30, Penna. 


For more data circle No. 12 on coupon, p. 158 
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Barbecue Fireplace 


This new, narrow ffreplace by 
Hancock is designed for either in- 
doors or out, wherever space is at 
a premium. Only 16 inches deep, 
the new Hancock Model “W” is 
easy to fuel or refuel, and has a 
black wrought iron satin finish. 
Dimensions: 20” high; 25” wide, 
16” deep. Hancock Iron Works, 
Dept. AL, 52 W. Pike St., Pontiac, 
Mich. 


For more data circle No. 13 on coupon, p. 158 


Butt Marker 


A new butt marker designed to 
cut perfect mortises has three cut- 
ting edges. Available in three sizes 
for standard butts: Nos. 3873-3”, 
37342-8442", and 374-4”, individu- 
ally packed in a handy red plastic 
carrying case. Wood block perma- 
nently fastened in case protects 
cutting edges of tool. Stanley 
Tools, Dept. AL, New Britain, 
Conn. 


For more data circle No. 14 on coupon, p. 158 


Anti-Splash Faucet 


A completely redesigned four 
inch Lavatory Center Set Faucet 
equipped with the new, simplified 
Barnes Anti-splash Aerator is fin- 
ished in triple-plate copper, nickel, 
and chrome for a lasting high- 
luster polish. Body is one-piece 
casting of hydraulic bronze. Fau- 
cet has male shanks on four inch 
centers—\-inch outside dimension 
with tail piece and nuts, and is 
made for simple installation. 
Barnes Mfg. Co., Dept. AL, Mans- 
field, Obio. 


For more data circle No. 15 on coupon, p. 158 
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New Sliding Door Line 


The new Natcco Sliding Door 
Bathroom Cabinet line, introduced 
by the National Steel Cabinet Com- 
pany, comes in three easy-to-install 
models—unlighted, fluorescent 
side-lighted and fluorescent top- 
lighted. These cabinets provide 
twice the storage facilities of ordi- 
nary single-door units and all mod- 
els are encased in chrome picture- 
frame moulding; all have sliding 
mirror doors, individually bordered 
in stainless steel. Doors glide open 
along aluminum channels, reveal- 
ing a partitioned interior deep 
drawn from one piece of cold rolled 
steel. The corners are smoothly 
rounded. A non-glare fluorescent 
bulb, with chromed end caps plus 
switch and electrical convenience 
outlet are standard on Natcco 
fluorescent-lighted sliding door 
models. National Steel Cabinet 
Company, Dept. AL, 2415 N. Craw- 
ford Ave., Chicago, IIl. 


For more data circle No. 16 on coupon, p. 158 


Storm-Screen Window 


Tracks that move back to allow 
inserts to clear easily and quickly 
are featured in a new all-alumi- 
num storm-screen window called 
the Weathertrol. The patented re- 
tractable tracks are worked from 
the inside. Other exclusive high- 
lights of the Weathertrol are: ex- 
pansion-proof plastic bearings on 
corners of all inserts to assure 
jam-free fingertip control; the ex- 
tension of the three tracks around 
the window to enable all inserts, 
including the screens to ride the 
full window. Pre-Fab Aluminum 
Products, Dept. AL, 60 E. 42nd St., 
New York, N. Y. 


For more data circle No. 17 on coupon, p. 158 


Fan-Mobile 


The Berns Air King Fan-Mobile 
has been redesigned. The 1954 
model features a fan housing 
which is easily removable by loos- 
ening two side knobs so that it can 
be used with or without the ped- 
estal. In addition, the Fan-Mobile 
can be adjusted a full 180°—up or 
down—for no draft cooling in any 
room. It can also be raised or low- 
ered from 22” to 37” so that it will 
exhaust efficiently through prac- 


(continued on page 138) 
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lhe Prot? lime” 
tor American Fence Dears 


@ After wintertime comes “Profit - 
Time.” Farmers are spending money = im Headquarters for 
—preparing for the coming spring. pe ae |. 

Naturally, they want to buy wisely 
and carefully. And they want the 
best. You, as an American Fence 
dealer, are in a position to supply 
them with the best. 

The farmer is no stranger to Amer- 
ican Fence. During the year we have 
kept him aware of ‘“‘American’”’ prod- 
ucts through national advertising in 
leading farm papers, read by more 
than six million subscribers. Radio 
commercials and direct mail litera- 
ture have helped, toe. And thou- 
sands of satisfied farmers who 
already use American Fence have 
increased our advertising tremen- 
dously by word of mouth. Now it’s 
time to make the sale. 

Many of these people will be in to 
see you. Refresh their memories. See 
that your American sign is in a 
prominent spot. Make certain that 
your American Fence is displayed to 
best advantage. And be sure you 
have plenty of American Fence liter- 
ature to cover your complete mailing 
list and personal distribution re- 
quirements. If you need more litera- 
ture and signs, contact our nearest 
sales office. The demand for Ameri- 
can Fence is one of your biggest sales 
assets. And your best sales point? 
Well— 

















There’s more American Fence 
in use than 
any other brand! 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION, GENERAL OFFICES: CLEVELAND, OHIO 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO + TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA, 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U°S°S AMERICAN FENCE 
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tically any window, says the manu- 
facturer. It has a 16-inch blade, 
with 3 speed operation. Grill is of 
steel chrome with lustrous Ivory 
finish housing and Chrome Trim. 
Berns Mfg. Corp., Dept. AL, 3050 
N. Rockwell St., Chicago 18, III. 


For more data circle Ne. 18 on coupon, p. 158 


Handy Pack for Glue 


URAC, a synthetic resin ad- 
hesive, was originally developed 
by the American Cyanamid Com- 
pany. Packed by the Nelson 


fw 
2 @ 


Company, URAC 185 in its new 
consumer size is said to offer ad- 
vantages which no other glue com- 
bines. Pleasant-smelling, easy to 
use, and setting fast at ordinary 
room temperatures, URAC 185 is 
stain-proof and invisible under 
light finishes. For home crafts- 
men, however, URAC’s major vir- 
tue is its ability to fill gaps without 
cracking, and to overcome errors 
in sawing, drilling, and setting 
joints to a degree once considered 
impossible. URAC 185 is also 
water resistant, and holds outdoors 
as well as in claims the manufac- 
turer. Nelson Co., Dept. AL, Iron 
Mountain, Mich. 


For more data circle No. 19 on coupon, p. 158 


OUT-LOAD IN LESS THAN 15 MINUTES 
with LWETIRUIK 


Transforms the slow, wasteful line-up of 
customers’ trucks and their drivers into a 
regular system of “FILL "EM UP AND GET 
‘EM MOVING” that will bring customer 
. and at a better profit to 
you! Yes, a Yard planned around LIFTRUK 
Efficiency means money in your till, positive 
elimination of waste in yard layout 

and man-hour inefficiency . . . PLUS 


commendation . . 


annoying waiting time! 


Let our Sales-Engineering 
Department answer your 
problems. Get the facts 
on how many yards, 
through LIPTRUK +- 
Palletized or Pre-pack- 
aged Loads — have re- 
duced MATERIALS 
HANDLING COSTS as 
high as 75% — while 
getting 200% efficiency 
from existing yard layout! 


WRITE FOR 
BULLETIN 77 


SILENT HOIST & CRANE CO. 


Pioneers of Heavy Duty Materials Handling Equipment 


800 63rd STREET, BROOKLYN 20, H. Y. 
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New Paint Products 


Two new odor-free alkyd resin 
paint products for interior walls 
and woodwork have just been in- 
troduced by James B. Sipe and Co. 
Sipes Gold Crown Alkyd Semi- 
Gloss Enamel! is recommended for 
use over such interior surfaces 
as plaster, wallboard, wallpaper, 
woodwork and properly under- 
coated metal. It may be brushed, 
rolled or sprayed and dries to 
touch within one to two hours and 
hard overnight claims the manu- 
facturer. Gold Crown Alkyd Semi- 
Gloss Enamel is available in white 
and 14 colors ranging from pastels 
to deep tones. Gold Crown Odor- 
less Primer Undercoat is an Alkyd 
Resin priming, sealing and sand- 
ing undercoat for use on plaster, 
wallpaper, wallboard, woodwork 
and most other interior surfaces. 
While it has been specifically for- 
mulated as an odorless undercoat 
for Sipes Gold Crown Odor-Free 
Enamels, it does afford a fine 
undercoat for any type of paint 
product. James B. Sipe and Com- 
pany, Dept. AL, Pittsburgh 16, 
Penna. 


For more data circle No. 20 on coupon, p. 158 


Paper and Insulation Packaging 


A new idea makes a wide range 
of Richkraft reenforced and non- 
reenforced papers along with Rich- 
flex Reflective Insulation available 
in small quantities. The new Rich- 
kraft Redi-Roll—a 49-inch carton 
in an attractive display pattern, 
contains a full assortment of Rich- 
kraft Papers in take-home size 
rolls 36 inches wide. This will give 
the customer 100 sq. ft. Richflex 
Reflective Insulation will also be 
available in Redi-Rolls. Richkraft 
Co., 510 N. Dearborn. 


For more data circle No. 21 on coupon, p. 158 


Car Stop 


A car stop for preventing dam- 
age to garage walls, takes the 
guesswork out of driving into your 
garage. Foolproof, adjustable to 
any car or light truck, made of 
steel nearly “4” thick and finished 
in baked enamel, the “garage 
bumper” is easily fastened to 
wood or masonery walls, claims the 
manufacturer. Retail price is $6.96, 
cash with order, fob Benton Har- 
bor, Mich. Radiation Furnace 
Corp., Dept. AL, 230 Bond St., Ben- 
ton Harbor, Mich. 

For more data circle No. 22 on coupon, p. 158 
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Win more satisfied 
customers, more repeat 


business — SELL 


ohawk 


FLUSH DOORS 


with the 


WARP-FREE 
CORES 


Lumber Products 





SPECIALIZING IN 


PONDEROSA PINE 
DOUGLAS FIR sage 
_ REDWOOD tap all 


1%" Ponderosa pine 


CORE—fully vented, worp 


free, Flexicore construction 


PACES —fully sanded, 3-ply birch, 
gum or mahogany 


Mohawk Flush Doors are the answer to your door prob- 
lems! Here’s why! They’ - built for quality—priced for econ- 
omy! They have thorou seasoned white pine stiles and 
rails ...large double = -blocks ... completely vented, 
— -free Fle ‘xicore construction and three ply, beautifully 
sanded and matched gum, birch or mahogany faces. Gain 
more door business in your area—more satisfied customers 
— faster turnover and greater profits with Mohawk Flush 
Doors. Sold through wholesale distributors only. Send 
coupon today for Secails! 


NEW HIAWATHA EXTERIOR DESIGNS 


Weegee TUDNTTETE 
Geo). Siberna e eee ge eee 


Today! —> + 3384 Hammond Avenve 
* Elkhart, indiana 
M hawk : Rush ag meag o a te 
NER interior rs, xteri rs, 
- mm FLUSH DOORS 0 Hiewethe Birch Trimmed Ex- 
8 S. Michigan Ave.. Chicago 3, Il. 3384 Hammond Ave. : i 

j Elkhart, indiana * 
Telephone RAndolph 6-0540 &. ay ; Name 








Address 
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Tract Glass Door 


This new door is made of steel 
and rolled form section to operate 
on sealed bearings and employing 
the use of mohair channel weath- 
er-stripping. All frames are com- 
pletely welded and include the 
threshold, jambs, and head sec- 
tions, which comprise a complete 
unit for easy installation. Avail- 
able in standard stock sizes 6’, 8’, 
10’ and 12’ by 6’ 10” high. Slide- 
Master Glass Door and Window 
Company, Dept. AL, 9015 Wilshire 
Blvd., Beverly Hills, Calif. 


For more data circle No. 23 on coupon, p. 158 


Room Heater 

The Select-a-Temp Junior is not 
affected by high humidity and its 
glass panel is proof against acci- 
dental splashing of cold water! 


It is 2159” high by 144%,” wide by 
only 2%” deep and mounts flush 
against the wull as easily as an 
ordinary electric outlet, claims the 
manufacturer. This new panel has 
a built-in thermostat and is rated 
at 750 watts or 2560 BTU. It is 
available in two styles complete 
with guard. Berko Electric Mfg. 
Corp., Dept. AL, 212-40 Jamaica 
Ave., Queens Village, N. Y. 


For more data circle No. 24 on coupen, p. 158 
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Motel Function Lock 


The latest addition to the Chal- 
lenger line is a Motel Lock, which 
may be had in either the Venus or 
Concave design. The Motel Lock is 
equipped with a positive shut-out 
feature. The concave knob fea- 
tures a full two inch diameter of 
seamless wrought brass, bronze, 
or aluminum and is available in 
all U. S. finishes. These finishes 
are protected by a clear baked 
enamel, The Challenger 800 series 
of semi-heavy duty latchsets and 
locksets include twenty-five func- 
tional locks. Hollymade Hardware 
Mfg. Co. Dept. AL, Los Angeles, 
Calif. 


For more data circle No, 25 on coupon, p. 158 


New Awning Sash 


The self-storing bronze screen 
rolls up and down like a window 
shade on the newly developed 
Modernaire sash said by its manu- 
facturer to make possible the use 
of Thermopane insulating glass as 
economically as single glazing and 
storm sash. The sash’s special fea- 
ture include twin bronze sill locks, 
steel-spring reinforced neoprene 
weather stripping, and electro-gal- 
vanized hardware. Builders Prod- 
uct, Inc., Dept. AL, Box 874, Sta- 
tion “D”, Cleveland 27, Ohio. 


For more data circle No, 26 on coupon, p. 158 


Translucent Panel 


Lascolite, a translucent building 
panel of polyester resin, internally 
reinforced with resilient glass 
fiber and formed into corrugated 
sheets for strength, is in produc- 
tion by the Lynch Asbestos Co. 
Panels are shatter proof, weather- 
proof, warp-free, fire resistant, 
impervious to rot and erosion, and 
are lightweight, easy to handle and 
install, and come in various colors 
states the manufacturer. Lynch 
Asbestos Co., Plastic Div., Dept. 
AL, 2939 So. Sunol Drive, Los 
Angeles 23, Calif. 


Fer more data circle No, 27 on coupon, p. 158 


Chisel Set 


One of six leaders offered by 
Stanley Tools for irha Hardware 
week is the No. 614 Chisel Set, a 
regular $10.00 value, four No. 61 
thin bladed, 2'2 inch butt style 
chisels in a plastic kit priced at 
$8.49 retail. One each of four most 
used sizes—'4,”, 2”, 34”, and one 
inch. Blade and tang in one piece, 

(continued on page 142) 





Solution to 


What’s YOUR Answer? 
Stop! Read questions on page 133 


1. The Silbert, and/or the Blue- 
oo House plans appear on pages 


2. With the Bradley “mixed-car 
service” for shipping lumber prod- 
ucts. Ad is on page 4, 


3. (1) Why I lost that sale, (2) 
Customer resistance that defeats 
salesmen, and (3) Personality 
traits that kill sales. Art’s editorial 
is on page 51. 


4. Brown-Graves Co. whose ad 
appears on page 11. 


5. With a tool rental program. 
Be sure to read “How to Improve 
Your Lawn and Garden Sales” for 
facts on getting a head-start on 
profits in 1954. Article begins on 
page 52. 


6. Dodge. 


7. Norm Mason in his annual re- 
port which starts on page 98. 


8. The Stanley Works. Adver- 
tised on pages 94-95. 


9. The Oklahoma Lumbermen’s 
Association in cooperation with 
the University of Oklahoma. Don’t 
miss the vital facts contained here 
on appealing to women customers. 
The story starts on page 68. 


10. Lumite Division, Chicopee 
Mills, Inc. Ad is on the back cover. 


Ad’s on page 37. 


March 8, 1954, AMertIcAN LUMBERMAN & 











BESSLER way 
to do it! 


There's an easier, better way to get 
your home-buyers up into their attics 
and upper floor areas! It's the BESS- 
LER DISAPPEARING STAIRWAY 
method. Used for over 40 years in 
new and old homes of every type 
Safety-engineered in every detail 
Meets all building codes. Attrac- 


tively priced! Immediate delivery! ; 


FREE BESSLER 
CATALOG! 
Gives complete specifi- 
cations on 7 — Dis- 
_ _, appearing tairway 
“~~ models. Hundreds of 
thousands in daily use. 
More sales and service 
features than any other 
type. Write now! 
SEE SWEET'S 


BESSLER DISAPPEARING STAIRWAY CO. 


1900-8 East Market Street, Akron 5, Ohio 


























Band Sawn 
© NORTH CAROLINA PINE 
© SOUTHERN HARDWOODS 
© CYPRESS 


Better lumber and 
flooring with ex- 
cellent planing fa- 
cilities and modern 
End-Matched Moore kilns. Inquire 
* PINE, OAK, MAPLE AND today! 

GUM FLOORING 


a PRoTHE RS 


%. 
- 
_+ Aw 
—_ . 
4 
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New Discount 
Plan 
Gives KYANIZE DEALERS 


BIGGER PROFITS ” 


. says Renshaw Smith, Jr., President, 
Kyanize Paints, Inc. 


Dear Friends: 


Take a tip from me — get 

all the details of the new 
Kyanize Discount Plan, for 

it can mean money in your 
pocket...extra money from ex- 
tra profits. This new Dis- 
count Plan, Kyanize quality 
products, and the Kyanize 
Franchise guaranteeing you ter- 
ritorial protection complete a 
dealer offer you can't afford 
to pass up...and remember 
this, Kyanize introduced the 
first successful alkyd flat — 
Clingcote Scrubable-Flat. 


Get the facts. Drop me a line 
or, better still, send me awire 
you're on the way to see me. Let 
me know when you're arriving, 
for I want to be here to greet 
you personally. I'll take you 
‘round to meet the key people, 
heads of departments you'll be 
working with -— Van and Ed, Wes, 
Harold, Virge and all the rest. 


I'll be hoping to hear from you. 
Come yourself if you can, or 
drop us a line addressed to me 
personally. We really do have a 
better deal for you! 


P Cordially yours 
72 


Kyanize Paints, Inc. 


P.S. If you can't visit us, dend the coupon 
below for more information. | 


prococcocc nine 


wa 


Dente ea Tat Te 


Renshaw Smith, Jr. 
Kyanize Paints, Inc. 
2nd & Boston Sts 
Everett 49, Mass 


Please send me without obligation information or. what Kyanize has to 


offer me New Discount Plan, Products, Territorial Protection, and 
all the rest. 


(name) 


Name of Store 


Street Address 


! 
i 
j 
! 
I 
! 
I Signed 
{ 
1 
I 
! 
i 


City & State..... 


L 


0 ld ea nD ce ee as GD cD ce ca cD Gn cD en cu eo ems seal 


(To obtain more data on advertised products see page 158) 








NEW PRODUCTS 
(begins on page 132) 


MANUFACTURERS 


(begins on page 116) 





forged from finest chisel steel 
made, are correctly heat-treated 
and tempered to hold keen-cutting 
edge. This style chisel has a palm- 
fitting “Stanloid” two-tone amber 
and black handle. Stanley Tools, 
Dept. AL, New Britain, Conn. 


For more data circle No. 28 on coupon, p. 158 


Metal Hanger Kits 


Six different kits of metal hang- 
ers with cut-to-size perforated 
hardboards are available from the 
manufacturers of East Coast pre- 
finished wallboard. The individ- 
ually wrapped, perforated boards 
come in sizes 2’ x 2’, 2’ x 3’ and 
2’x 4’. Specifically designed Hook- 
Kit hanger hardware is individ- 
ually cartoned for each particular 
use. Both the perforated board 
and metal hangers are pre-pack- 
aged. In addition to plain or unfin- 
ished boards, Hook-Kits are avail- 
able in the complete line of East 
Coast’s 16 plastic-coated colors as 
well as primed white, birch and 
mahogany grains. East Coast Tile- 
bord Corp., Dept. AL, Brooklyn 
board Corp., Dept. AL, Brooklyn 
Sige Us 


For more data circle No. 29 on coupon, p. 158 


Jalousie Windows 


The Denison Corporation’s new, 
improved KD (knockdown) jalou- 
sie window has a vinyl weather- 
stripping. For further protection, 
Denison has a_ weatherstripped 
storm sash, interchangeable with 
screen, which provides a new 
prime window. Storm sash come 
with or without hopper vent. The 
Denison KD unit is shipped in 
cartons with head and sill avail- 
able in 4” increments and jambs 
with 8'4” increments. It is assem- 
blem on the job with a screwdriver 
and eight screws. A pre-set tab 
and adjustable tension tab seal 
the 4” glass louver. Dennison 
Corp., Dept. AL, 1890 N.E. 146th 
St., North Miami, Fla. 


Fer more deta circle No. 30 on coupon, p. 158 
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- eral salesmanager of 


Robert N. Kelly was named gen- 
M and M 
Wood Working Co. to succeed 
Verne Breitenbucher, sales vice- 
president, resigned. Executive vice- 
president Eberly Thompson said 
that Robert E. Seeley, who has 
been temporarily serving as sales 
director, will return to his New 
York post. Kelly was formerly with 
the DFPA in its New York office 
and, earlier, had his own plywood 
and door distributorship. 


KELLY MINETT 


R. W. Minett, Jr. was named 
sales manager of the Moe Light 
Division of Thomas Industries, 
announced Verall Moe, vice-presi- 
dent, Thomas Industries. Prior to 
this appointment, Minett was sales 
promotion and advertising man- 


SERVICE RECORDS of 111 years of 
cmobined employment with Curtis 
Companies, Inc., were celebrated re- 
cently at a banquet in their honor by 
Frank Banker, left, 65, and his father 
John Banker, center, 89, shown with 


George M. Curtis, right, president. 
Frank Banker is retiring after 41 years 
with Curtis; John Banker retired in 
1949 after 70 years with the wood- 
work manufacturer. 


March 8, 


ager with the Moe Light organiza- 
tion. 

E. L. Denison, president, Weath- 
ermaster Jalousie & Window 
Mfg. Co., North Miami, announced 
the firm’s change of name to Deni- 
son Corporation. It will continue to 
specialize in glass-louvered win- 
dows and doors, the Denison Jalou- 
sie, with vinyl weatherstripping, 
adustable tension-seal louver clip 
and built-in drip cap with full over- 
hang. The company is now in its 
new plant with capacity to accom- 
modate increased sales volume. 

E. A. Farley has gone on inactive 
duty with the Southern Pine Lum- 
ber Co., Diboll, Tex., and was suc- 
ceeded by Joe Carter Denman, his 
assistant since 1951, announced 
Arthur Temple, Jr., president. Far- 
ley will continue in an advisory 
capacity. 

John A. Sanford, general man- 
ager, Ohio Match Co. Lumber Di- 
vision, Coeur d’Alene, Ida., was 
elected vice-president, announced 
H. H. Caughlan, executive vice- 
president, following the recent 
board meeting. Sanford will be 
responsible for Ohio’s entire tim- 
ber and mill operation in the 
northwest. 

Donald C. Simpson has joined 
Reynolds Metals Co., Louisville, as 
project director in its sales devel- 
opment division. He will coordi- 
nate distribution of the new Rey- 
nolds Do-It-Yourself Aluminum. 
He was formerly with the Mengel 
Company as vice-president and 
manager of its cabinet division. 


IN MEMORIAM 
JAMES M. BROWN, SR. 1885—1954 
<A SLE NEE G8 


Thousands of lumbermen at all 
levels of the industry from loggers to 
dealers will mourn the death of Jim 
Brown, who died in Spokane, Wash., 
February 15. 

Jim was a lumberman’s lumberman. 
Born August 6, 1885 in the heart of 
the Wisconsin white pine country, his 
first job was peeling potatoes as as- 
sistant bulleook in a logging camp 
and how he loved to tell the story! 

As a youngster he listened wide- 
eyed while choppers and fallers vied 
with each other in the tales of Paul 
Bunyan. He seemed to absorb the 
spirit of that legendary lumberman’s 
hero in his own life, for rfo one de- 
served the term “self-made” more 
than he. 

He rose to foreman before he fol- 
lowed the trail of the white pine he 
loved to Idaho and there step-by-step 
he built the splendid Inland Empire 
businesses he headed. 

Wherever lumbermen got together 
for industry betterment or citizens for 
civic betterment, Jim was sought as a 
leader and director; in that dynamic 
humility, which was his special attri- 
bute, he always played his full part. 

His genial enthusiasm was conta- 


(continued on page 145) 
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Reduce Delivery Costs 
and Speed up Deliveries 


Load or Unload a Load 
or Half Load at a Time 
Complete Beds Shipped KD 


Easy Assembly & Mounting 
Write, wire or phone for Cotalog ond Prices 


The R-B COMPANY 


1921 Guinotte 
KANSAS CITY 1, MO. 








a a 
a PADGETT - SMITH 
OAK FLOORING 


is preferred for schools, homes, all com- 
mercial and institutional uses. It’s quality 
oak stock manufactured into beautiful, 
high-grade flooring that brings more profits 
from more sales. 

Padgett-Smith trailers give direct delivery 
within 500-600 mile radius. Or can ship 
promptly to other points. 


Representatives in most states 
Write or phone for particulars! 


i 4 
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Manufacturers 
PHONE 31 MOUNTAIN VIEW, MO 
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STON 
lriplerLock, Lead-Seal 


DENI 
1 ROOFING NAL 


THEY’LL 


Cell 


iF YOU'LL 





FACTS... 


« 
LERD-SEAL ssa seen so toe on 


down the shank. When the nail is driven, the 
hole around the nail is plugged with leed 
and the break in the galvanizing is completely 
covered, to form a perfect double seal. 


: °TRIPLE-LOCK 
DRIVE SCREW SHANK  Setnorazetss 


through the sheet, the sheet 
springs back over the bump 

++» makes the nail turn and hold like a —this effectively prevents 

screw, It holds with a powerful, unyielding the nail from working out. 

grip. Threads are deep and sharp be- 

couse they ore formed after galvanizing, 











The nail, lead and sheet are 
solidly locked together. 


For Galvanized and Aluminum Roofing 


What an advafitage it is to offer a nail that has everything—a nail 
which sells itself on the strength of its own qualities —a nail around 
which you.can wrap a real sales story. 


You can’t lose when you offer Denistci) Triple-Lock Lead-Seal 
Roofing Nails. Get the facts and tell the facts. 


The CENISTON COMPANY 
49th and S$. Western Avenue, Chicago 9, Ill, 
Please send me without cost 


(J Directions Booklet [—] Complete price information 
(_] Pallet and other type nails 


























(To obtain more data on advertised products see page 158) 
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ADJOINING | 
PLYWOOD PLANT 


_ AND - 
- SAWMILL 


You enjoy the finest manufacturing and ship- 
ping facilities if you put your lumber needs to 
Roseburg! Roseburg’s adjoining plywood plant 
and sawmill give the fastest possible service 
. your exact requirements are loaded into 
your car simultaneously from both plants. And 
both plants are new and efficient for precision 
production at high volume of Roseburg’s choice 
old-growth timber. 
There’s no better combination for quality and 
service. Call on Roseburg today! 


MIXED CARS TO SUIT YOUR NEEDS 
Kiln-Dried Douglas Fir Dimension, 
Boards and Bundled Uppers 
* 

Fir Plywood, Both Interior and 
Exterior Grades 


Dealers! Roseburg's timber 
comes from the Vapue Vai- 
ley in the heart Douglas 
County. Douglas County is the 
most heavily timbered county 
in the U. 5. teday (largest 
stand of virgin timber). This 
is further assurance that Rose- 
end your customers through 
the yeors. 


ROSEBURG 


LUMBER CO. 


iP 








GENEVA 


Kitchens are now 
available in 


Top quality 
plus color... 
what a 
combination! 


aa 
» 
i 


Yes! GENEVA kitchens are now 
available in a choice of six beauti- 
ful colors plus standard white. Add 
to this GENEVA'S extensive line of 
standard size wal! and base cabi- 
nets ... top quality construction 

. many special feature cabinet: 
and accessories and you will under- 
stend why more and more archi- 
tects and builders are switching to 
GENEVA. For complete details on 
the GENEVA kitchen line, write 
DEPT. AL-3-54. 


GENEVA MODERN KITCHENS + GENEVA, ILLINOIS 


(To obtain more data on advertised products see page 158) 
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(begins on page 142) 

gious. He was a master at making 
friends and influencing people. Many 
a local charity, educational institution 
and civic project found their immedi- 
ate problems solved through his tact- 
ful leadership. 

Lumber manufacturers will agree 
that the industry is a better industry 
because of his forward-thinking con- 
tributions. 

Institutions, associations and busi- 
nesses sought his counsel and he 
served importantly on many a board 
of directors. He wore his many hon- 
ors lightly, but his responsibilities 
heavily. 

In those hours of relaxation after 
business, he literally bubbled over with 
wit and fun. 

His workers loved him. He had the 
unusual quality of making his people 


JIM BROWN and some of the Hoo Hoo 
friends, right to left: Jim, *Alton J. 
Hager, Lansing, Mich., Rameses 31; 
Ray Saberson, St. Paul, Minn., Ram- 
eses 40; George Dulany, Jr., La Jolla, 
Cal., Rameses 38; *Don Montgomery, 
Milwaukee, Rameses 39; Arthur A. 
Hood, Chicago, Rameses 32. *Deceased. 


understand that he himself had actu- 
ally done the jobs he asked them to 
do. The human relations in his opera- 
tions were an example to the industry. 

Vigorous in his convictions, strong 
in his loyalties, he was a fearless 
fighter for what he thought was right. 
And yet, his inherent kindliness 
made him tolerant of those who dis- 
agreed with him. 

Exemplifying his crusading spirit 
was his work in Hoo-Hoo. For several 
years he worked as a regional and 
national officer of the order and in 
1927 was made Snark of the Universe. 

At the center of his life was his 
splendid family. Married early in life, 
he and his capable wife, Jo, raised a 
splendid family of sons and daughters 
who carry on in industry and life in 
the traditions of their parents. His 
hare in his family knew no beunds. 

ortunate guests will never forget the 
hospitality in their home. 

Jim Brown will be poignantly 
missed by his thousands of friends as 
“one swell guy”. 


Goodbye Dear Friend! Now turns 
the tide 
That empties in the crystal sea; 
And you that we have walked beside 
Launch forth into eternity 
oe Dear Friend—yet not good- 
ye; 
For now we see the self-same star, 
The signal in the changeless sky 
And we shall find you where you 


are— 
Goodbye, dear friend. 
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Let your customer make... 


Super-Density 


e the touch test! A touch tells how Super-Density 
— the exclusive feature of B. F, Goodrich Rubber Floor Tile 
provides a smoother surface, eliminates dirt-catching pores, makes 
floors easier to clean and keep clean! 


e the step test! 
A step — from an ordinary 
hard floor to B. F. Goodrich 
Rubber Floor Tile — lets your 
customer feel and hear the 
difference Natural Resiliency 
makes .. . why it assures a lifetime 


of quiet comfort underfoot. Natural Resiliency 


¢ the beauty test! 
Show the 26 Beautiful Colors of 
B. F. Goodrich Rubber Floor Tile! 
Let your customer see how 
they harmonize . . . blend with 
any decor . . . allow scores of 
attractive designs and 
color combinations. 

B. F. Goodrich Rubber Floor Tile 26 Beautiful 
is now available in a special 80 gage Colors: 
thickness for home use. The B. F. Goodrich 
Self-Iastallation Kit makes installation easy — saves money for 
your customers, creates extra sales for you. 


For further information, write to: Dept. L3, 
B. F. Goodrich Co., Flooring Division, 
Watertown 72, Mass. 





Sales Builder 


A new, three-color, metal swing- 
ing wall display has just been made 
available by The Eagle Lock Com- 
pany. Designed to hold six padlocks 
(plus a pair of keys for each lock) 
it is only 18” long and seven inches 
wide. Designated as No. 24601 dis- 
play assortment, the all metal dis- 
play unit is shipped free with the 
purchase of three each of six as- 
sorted Eagle Locks. Eagle Lock 
Company, Subsidiary of Bowser, 
Ine., Dept. AL, Terryville, Conn. 


For more data cirele No. 34 on coupon, p. 158 


Measuring Tape Sales Aid 


The Lufkin Rule Company has 
offered the Royal Ni-Clad steel 
measuring tape to retail during 
Hardware Week at the lowest price 
ever made. The Ni-Clad is widely 
advertised as “the tape with the 
all metal line.” The Lufkin Rule 
Company will furnish catalog 
pages, glossy prints, electrotypes, 
newspaper mats, selling copy, and 
consumer literature for this item. 
Lufkin Rule Co., Dept. AL, Sagi- 
naw, Mich. 


For more data circle No. 35 on coupon, p. 158 
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Plastic Pipe and Carton 


New PressuRated plastic pipe 
has a handy dispenser carton. 
Yardley’s new piping is made with 
pressure ratings of 75-lb., 100-Ib. 
and 125-lb. in sizes 4%” through 2”. 
The specified working pressure is 
the same in all sizes. 

Yardley’s new cardboard dis- 
pensing carton contains 100-ft. 
coils of 75-lb. PressuRated pipe in 
,”, 3,”,1” and 114” sizes. A heav- 
ily imprinted circle can be cut out 
on the reverse side of the package 
for easy dispensing. Yardley Plas- 
tics Co., Dept. AL, Columbus, Ohio. 


For more data circle No. 36 on coupon, p. 158 
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Night Latch Display 


A night latch deal with colorful 
permanent counter or window dis- 
por is offered with three free 
ocks. Pay for 27 night latches in 
two styles and three rim deadlocks 
at new low prices and get the dis- 
play mounted with three locks (one 
of each style) installed at no cost. 
Taylor Lock Company, Dept. AL, 
Philadelphia 32, Penna. 


For more data circle No. 37 on coupon, p. 158 


Lawn Sprinkler Packaging 


Two new merchandising aids are 
being introduced by the Yoder 
Manufacturing Company. The Lit- 
tle Giant Lawn Sprinkler is now 
individually boxed in a colorful 
green and yellow open faced car- 
ten. In addition, a completely re- 
designed six unit counter display 
box is also available. Yoder Manu- 
facturing Co., Dept. AL, 1823 E. 
17th St., Little Rock, Ark. 


For more data circle No. 38 on coupon, p. 158 


Counter Carton 


A new 6-pack carton for quick- 
service display of screws and bolts 
is so compact that twelve cartons 
of screws and bolts, a total of 72 
boxes, can be displayed in about 
one square foot of space. 

Rockford Screw Products Com- 
pany’s new clear plastic hinged- 
cover boxes have been popular 
with store customers because of 
their many extra uses around the 
house, states the manufacturer. 75 
different sizes of screws and bolts 
are available in this package. Rock- 
ford Screw Products Company, 
Dept. AL, Rockford, Ill. 


For more data circle No. 39 on coupon, p. 158 


Paint Mixer Display 


A new display is provided free- 
of-charge to dealers ordering six 
Black & Decker Utility Paint Mix- 
ers. The display holds the six 
paint mixers and portrays their 
use with any %4” portable electric 
drill. 

The display, measuring 131,” 
wide and 16” high, has a yellow 
background with its sales message 
in red and black. A red and white 
tag is attached to each Paint Mixer 
containing instructions on the 
proper use of the accessory for the 
consumer. The Paint Mixer has a 
3/16” shank to fit the chuck of any 
make 4,” or larger drill, and re- 
tails for $.60 each. The Black & 
rig Mfg. Co., Dept. AL, Towson 
4, 4 


For more data circle No. 40 on coupon, p. 158 
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ROBBINS PARQUET WOOD TILE 


Handsome, durable, easy to install... Robbins 
maple parquet adds distinction to homes, offices, 
institutions. Laid in mastic, it saves labor and 
about 2'9” height per story! Can also be nailed to 
wood floors or used as an economical border around 
carpeted areas. Write Dept. A, Reed City, 
Michigan, for illustrated literature, 


Robbins strip flooring in all sizes 
MAPLE - BIRCH * BEECH « OAK 


ROBBINS 


FLOORING COMPANY 
Member MFMA 
Reed City and Ishpeming, Michigan 





Above is average ef timber being cut today on our second 
cycle cutting on 200 Thousand Acres of timberland. Annual 
cut 20 Million for past half century under exacting Fforest 


Management Plan without depletion. 
HARDWOODS — WHITE PINE -- HEMLOCK 
DEFEND YOUR TRADE WITH 


MENOMINEE INDIAN MILLS 


Neopit, Wisconsin 


Air-dried QUALITY LUMBER Kiln-dried 
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Brick Trowel 


Plastering Trowel 


It's easy to sell the masonry tools your customers know 
and trust. Goldblatt is the best-known tool company in 
the trowel trades. For more than 65 years, craftsmen in 
these trades have depended on Goldblatt for finest 
quality tools that are comfortable, easy to handle and 
help them do their jobs better. 

The continuous broadening of Goldblatt’s reputation 
is assured by extensive consumer advertising. Here 
again, Goldblatt leads the trowel trade industry! 

Take advantage of this pre-selling that Goldblatt 
does for you—offer your customers the tools they want. 


Write Today for Free Catalog 


Write for your copy of Goldblatt’s 

illustrated catalog describing the 

4 largest and most complete line 
LY, of masonry tools and supplies. 


Y/, 
oldblatt) roo COMPANY 


1924-C Walnut Street, Kansas City 8, Mo. 
Ist Choice of the Trowel Trades 


(To obtain more data on advertised products see page 158) 147 





WOMEN IN STORE (begins on page 68) 


welcoming women into the lumber yard. This is an 
important place you women will fill and one on which 
you men can capitalize. Just let her know that a 
nickel’s worth of nails for a what-not is just as im- 
portant a concern to you as materials for a new house 
—which she may want built tomorrow! 

Here are some other suggestions to help increase 
sales to your women customers: 

Let Her Browse: Hiding your supplies under coun- 
ters or in drawers completely frustrates a woman’s 
natural way of shopping. She’s used to browsing 
around and gathering up seven items when she came 
in just for one! 

Create A Hobby Corner: Stock it with tools the 
amateur can handle easily; also with small amounts 
of paint, sandpaper and other items, so she can see 
what she needs for her first projects without getting 
into her grocery money. Show her through small and 
inexpensive tools that she doesn’t need an elaborate 
tool collection or workshop. 

Display finished or partially-finished project sug- 
gestions to give her an idea of what it looks like. 

Stimulate Confidence: Offer suggestions in work- 
ing out a project and hints in procedure and finishes. 
Show her the easiest way to handle the tools she buys. 

She wants to know how to use plastic wood; how 
to handle different saws; how to saw without. chew- 
ing the wood; how to draw a large circle with a 
cardboard or string compass; hints on holding nails 
safely, mitering a corner and papering a room; what 
kind of paint and why; the difference and preference 
between types of stain; when to use exterior or in- 
terior plywood and seconds or thirds in woods. 

She’s used to asking her butcher how long to cook 
the meat. She can have the same confidence in you 
and will be equally loyal and persistant about having 
her friends try what she’s trying and where she’s 


trying it! 

Groups are in need of plans. Securing good plans is 
one of the greatest problems of home demonstrations 
clubs, scout leaders, FFA, 4-H, church circles, flower 
clubs and groups of all kinds. Invite them as a group 
to see your store and look over various plans. Provide 
them with the plans they need and show them a fin- 
ished sample. Demonstrate such things as hanging 
wallpaper and refinishing old furniture. Offer toy 
ideas—toys are good the year-around. Hold a do-it- 
yourself contest, printing the winning project each 
month or displaying the winning project in a window. 
Offer free instructions at a definite hour for one 
group at a time; offer similar service to the leaders 
of children‘s groups. 


Instructors for Three-Day Training Course 


Here is the list of instructors for the three-day training 
course for women in building materials at the University 
of Oklahoma. 

Arthur A. Hood, editor, American Lumberman, 
Chicago. 

Miss Marge Schmid, WKY-TV, Oklahoma City 

C. M. Wescott, Seidlitz Paint and Varnish Co., 
Kansas City 

Miss Evelyn Bushree, Bell Telephone Co., Okla- 
homa Cit 

James C. Taylor, National Wallpaper Training 
Institute, Houston 

Richard Anderson, Douglas Fir Plywood Associa- 
tion, Dallas 

Mike Crawley, Oklahoma Natural Gas Company, 
Oklahoma City 

R. J. Jones, Pittsburgh Plate Glass Company, 
Oklahoma City 

Henry E. Louis, Allied Building Credits, Okla- 
homa City 

University faculty members were Miss Susan Millier and 
Mrs. Dorothy K. Preston, home economics; William H. 
Wilson, architecture; Stewart Harral, public. relations; 
Dean Horace B. Brown, college of business administration 
and Dean Thurman White, extension division, 





TWIN HARBORS LUMBER COMPANY 








Aberdeen, Washington 


Manutacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 














A GOOD BOOK FOR ESTIMATING 


“HOW TO ESTIMATE FOR 
THE BUILDING TRADES,” a 
most complete and practical 
book on the estimating of ma- 
terials and labor for residences 
and small buildings. It covers 
all forma! estimating processes 
and includes a complete explana- 
tion of all the things one needs 
to know to do a thorough job. 


Blueprint reading and mathe- 
matics used by estimators are 
explained in full. It even teaches 
how to do the actual work of the 
various trades. More than 500 
quentions with answers worked 
out in detail and references to 
actual plans are included. Among 
subjecta covered are: excava- 
tions, masonry, carpentry, elec- 


tricity, sheet metal, lath and 
piaster, marble and tile, paint- 
ing, hardware, linoleum, heating 
and air conditioning, plumbing, 
glass, curtains and shades, The 
oook of 633 pages contains 310 
illustrations, 45 tables, 8 full size 
blue prints of scale drawings. 
Price, $5.50. 


Terms postpaid, please include check with order and mail to: 
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AMERICAN LUMBERMAN, INC. 
139 No. Clark Street Chicago 2, Illinois 
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GET 
RID OF 


“THE GREMLIN* 


THAT’S BLISTERING 
THE HOUSE PAINT! 


Give Condensation the Air 
with “MIDGET” LOUVERS 


“MIDGET” LOUVERS not only build cus- 
tomer good-will and increase sales . . . they 
provide additional profit for both the dealer 
and the paint contractor. 





Ventilate all danger spots and prevent 
sweating and dampness that causes mois- 
ture blistering. Simple to install. 


2 styles—for indoors or out—6 sizes. 


the “MIDGET” LOUVER COMPANY 
8 WALL STREET - NORWALK, CONN 


ne ee 
HOLT HARDWOOD CO. 


Manufacturers of 


BIRCH e BEECH e 
STRIP e@ BLOCK 
and 
HERRINGBONE 
FLOORING 


Hardwood Flooring Mill-Drilled For Nailing 
— A New Service 


- 
GRADED SAWDUST 
. 
High Grade Northern Hardwoods 





MAPLE e OAK 


° 
Custom Kiln Drying 


Members: M.F.M. A. N.H.L A. N. H&M. A. 


OCONTO, WISCONSIN 








FAST SELLER TO 


WITH BUILT-IN 
MOTOR 


low priced 
for 
volume Pr ofits 


i 


Handles thin plywood or 
heavy 2x 4slikeabreeze 
—saws straight lines or 
curves! 


Strong cast aluminum and 
steel construction! Big 
100 square inch work 
table! 


Smooth, quiet, positive 
4 chain drive—no slipping 
belts! 


Powerful built-in motor 
has self-lubricating bear- 
ings—is automatically 
blower-cooled! 


Order from your jobber today. 
If he is out of stock, send order 
and jobber’s name to 





Easy opening sections 
for sheet changes. 


No. 12 completely filled with 
ten additional sections. 











Geneva Mfg. Co., 405 Stevens St, Geneva, iit. 
Gentiemen: Please me: 


3 ship 

We. 12 EVER READY Holder 
2 in. deep, 5'/) in, tilt 

green bated enamel © 


with capacity lor 24 sections 
two sections $8 50 each 
Add'l Sections, $!.00 Eo 


NOTE: Types of punching — Kalomarox 


0. Sturdy steel, dork. Company 


ac ity sections 
2 sections: $5.65 Eo. 


Ne. 24 ike No but 30 in 


HOME CRAFTSMEN! 


complete with all-purpose, 
spring-tempered blade 


Here’s the top-quality band saw 
with built-in motor that every- 
one can afford! Big capacity— 
saws to center of pieces 24” wide 
—any length. It’s a portable band 
saw—can be used anywhere for 
home remodeling and home re- 
pair jobs, inside and out, In 
demand for building fences and 
boats, garden furniture, book- 
cases, tables, chairs, chests, toys. 
Guaranteed by BURGESS— 
leading manufacturer of electric 
tools for the home. Every home- 
craftsman is a ready prospect for 
this fast seller! 


BervesWir eters Bac 


GRAYSLAKE, ILLINOIS 


Ever Ready Catalog Holders 
keep catalog data at correct 
reading angle with both 
hands free. They can be used 
on sales counters, buyer's 
desks and in warehouses for 
quick reference. Dozens of 
other uses 


-” 


Save Time » Temper ¢ Money! 


Ever have the éxperience of searching for a 
catalog for a waiting customer and find it 
was like looking for “a needle in a hay- 
stack?” Most likely you were able to find 
it easily — at a later date — when _you 
were hunting for another catalog, Ever 
Ready Catalog Holders keep every catalog 
sheet instantly available and in place. Each 
section holas cme inch of punched 

keeps them in place... . makes them in 
stantly removable without disturbi the 
balance. ONLY $5.65 Starts You _ 
Order Additional Sections As You Need 
Them! 


15 in. wide, 


Art. of 
wide and 
Priced with Address 


City Stete 
4-post [1], Ring Binder 3.post 


Burtitptnc Propucts MERCHANDISER (To obtain more data on advertised products see page 158) 





NEW: 


EQUIPMENT 


New Lift Truck 


A new lift truck, the Model RC- 
150, mounted on 8.25 x 20 pneu- 
matic tires, is powered by a heavy- 
duty watercooled industrial en- 
gine. The RC-150 features bal- 
anced weight, greater power and 
large size tires to enable the 


Bulk Handler 


The Model 20 with a 12 cu. ft. 
bucket joins the Baker-Lull Shove- 
loader line of materials handling 


Woodworking Machine 

The new Two-Spindle Moulder 
with automatic feed enabling a 
savings of up to 90% in working 


equipment. It is a basic bulk han- 
dling tool which lifts 1500 Ibs. of 
bulk materials to 7 ft. height. The 
Model 20 easily switches from 
loader bucket to adjustable lift 
forks, and is gasoline powered. It 
has 4 forward speeds and one re- 
verse speed, The Baker-Lull Corp., 
Dept. AL, 314 West 90th St., Min- 
neapolis 20, Minn. 


For more data circle No. 41 on coupon, p. 158 


time is available as bench or floor 
model. With this machine, 25 and 
50 ft. of stock per minute can be 
moulded on both sides. The driving 
motor is very sturdy, well venti- 
lated and develops 2%, HP states 
the manufacturer. Working width 
and height is 2%” x 15%”. Festo 
ape pe ye Machines, Dept. AL, 
45—5lst Street, Brooklyn, N. Y. 


For more data circle No. 42 on coupon, p, 158 


truck, loaded or unloaded, to nego- 
tiate roughest terrain. The RC-150 
has a capacity of 15,000 pounds at 
24-inch load centers. The lift truck 
is also available in capacities of 
16,000 pounds and 18,000 pounds 
at 24-inch load centers. Hyster 
Company, Dept. AL, 2902 N.E. 
Clackamus St., Portland 8, Ore. 


For more data circle No. 43 on coupon, p. 158 








PONDEROSA PINE 


WHITE FIR INCENSE CEDAR 
High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 
Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE CALIFORNIA 


LWMBER. 


QUALITY AND SERVICE FROM A LEADING MANUFACTURER AND DISTRIBUTOR 


WESTERN WOODS SOUTHERN WOODS 
Fir—Hemlock— Cedar Yellow Pine—A.D. & K.D. 
Spruce — Ponderosa Pine Finish — Boards — Dimension 
Poles—Piling Oak Flooring —Poles—Piling 

Sales Office —600 North Capitol Way Sales Office —Southern Finance Building 
Olympia, Washington Augusta, Georgia 


























—y 


“@ a GEORGIA—PACIFIC *, ¢ 
PLYWO0D0D COMPANY 


ma 
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ANACONDA 
COPPER 


MINING COMPANY 


Lumber Departmen 


BONNER 
MONTANA 



































BUSS No. 41 PLANER 


PERFECT CHOICE FOR 
LUMBER YARDS 
and SMALL SHOPS! 


A Mébium size, wedge-adjusted planer 
which is widely used in nearly all 
phases of the wood-working industry 
Equipped with sectional feed roll, sec- 
tional chip-breaker and four driven 
rolls which permit planing pieces of 
varying thickness without danger of 
kick-back. Has built-in knife 
grinder, variable speed, in- 
stantaneous control of lower 
rolls, instantaneous mi- 
crometer control of 
pressure bar, shearing 
bar and other 
highly desirable 
features. Sturdy 
semi-steel cast 
frame. Capacity: 
'. 26" or 30" x 
A real pre- 
cision, production 
machine at mod- 
erate price. Write 
for descriptive 
bulletin—No. 54. 


MACHINE WORKS 
238 EIGHTH ST., HOLLAND, MICHIGAN 


Butitpinc Propucts MERCHANDISER (To obtain 





low cost storage space with EZ-Way Folding 
Stairways @ increase sales— show your 
customers the advantages of this inexpensive 
storage space 


EZ-WAY Folding Stairways 


Sturdily built, modern in ap 
pearance. EZ-Way features 
touch-control, balanced spring ac 
tion. Close study of EZ-Way Fold 

ng Stairway features will prove to 
you the way to dest please your cus 
tomers on auxiliary, low cost storage 
space 

Write ropay for the illustrated brochure 
providing information and specifications on 
tZ-Way products. EZ-Way products are 
manufactured by EZ-Way Sales, Inc., Box 


$00-3, St. Paul Park, Minnesota. » 


* 
¥ 


\ 


‘ 





For the best 
Storm and Screen Door Hardware 


prrerr en eS 


i; 
fe 


With or without key locking. Fast, simple “ONE BORE” PUSH-PULL LATCH 

installation . . . just drill three 4" holes, Guaranteed quality . . . 8 million in use 
Adjustable for %4° to 1%" doors, re- today. Fast application .. . just drill 
versible. one |“ hole. Easy latching spring strike, 


NO. 96 DOOR CLOSER 

Self lubricated. Enclosed 
shock absorber spring. 
NO. 80 DOOR CLOSER 
AND CHAIN PROTECTOR 
With chain hold up spring. 
Self lubricated, 10 yeor 
qvuarantee. 





IDEAL HINGES 
Plated or Stainless Stee! or 
Solid Brass. Available with 
Bronze Oilite Bearings. 


Write for full description, price and delivery on these and other items. 


IDEAL BRASS WORKS, Inc. 
Shual 





250 E. Sth St. . St. Paul 1, Minn. 


more data on advertised products see page 158) 151 





NE W-\. LITERATURE 


“The Home Decorator and How-to- 
Paint Book” for 1954 (Sherwin-Wil- 
liams Co.) discusses the Color Service 
Center of which the Style Guide, Color 
Selector, and Color Cues are impor- 
tant parts. Super Kem-Tone is fea- 
tured in many attractive room settings 
along with Super Kem-Tone Aplikay 
and Kem-Glo. The Kem Roller Koater 
is also discussed. SWP House Paint is 
described and instructions are given 
for best painting. Also mentioned are 
Kem-tone, Semi-Lustre, Mar-Not Var- 
nish, Porch and Floor enamel and 
Enameloid. A Household Painting 
Guide completes the book. Sherwin- 
gaa o., Dept. AL, Cleveland 1, 

hio. 


For more data circle No. 44 on coupon, p. 158 


Paint spraying equipment is de- 
scribed in a 16 page oklet titled, 
“How to Sell Decora Paint Spraying 
Equipment.” The manufacturer tells 
the advantages of paint spraying, de- 
scribes how Decora Sprayer’s work 
and lists their component parts, sug- 
gests types of equipment for various 
jobs, and tells how to sell the cus- 
tomer, Decora Mfg. Co., Dept. AL, 
1516 Park Ave., Rochester 18, N. Y. 


For more data circle No. 45 on coupen, p. 158 


Power Craft Tools for the home 
workshop are illustrated, priced, and 
described in a folder published by the 
Arkraft Power Tools Co. Units fea- 
tured are a tilting-table saw, wood- 
turning lathe, grinding and polishing 
head, jig and saber saw, drill press, 
and a workshop unit. Arkraft Power 
Tools Co., Dept. AL, 2044 Monroe 
Ave., Rochester 18, N. Y. 


For more data circle No. 46 on coupon, p. 158 


Rustex, the new knotty cedar 
grooved paneling is described in a four 
page folder produced by the Colonial 
Cedar Co., Inc. Rustex is genuine red 
cedar %” thick, available in a variety 
of pre-stained colors. Colonial Cedar 
Co., Ine., Dept. AL, 600 W. Nickerson 
St., Seattle 99, Wash. 


For more data circle No. 47 on coupon, p. 158 


“112 Ways to Use 3-D Pictures for 
Profit” is a booklet published by Saw- 
yer’s Inc. Describing View-Master 
Stereoscopic Products the manufac- 
turer explains who has used this type 
of sale aid, and how they used it to 
turn a profit. How to prepare a pres- 
entation and the details involved are 
featured. Sawyer’s Inc., Dept. AL, 
Box 490, Portland 7, Ore. 


For more data circle No. 48 on coupon, p. 158 





there's money in 


CHA 
CASY-70-handle, 
Profitable 


: ee 


Know the reasons why 
genuine Pressure 
Treated Wolmanized 
Lumber outsells the 
field two to one. Write 
fox this free 

booklet. 


Wolmanized is @ registered trademork of 
American Lumber & Treating Co. 


(To obtain more data on advertised products see page 158) 


American Lumber N 
& Treating Co. 
1673 McCormick Bidg., Chicago 4, Ill. 
Branch Offices in Boston, New York, Baltimore, 


Jacksonville, Fla., Little Rock, Ark., Los Angeles, 
Son Francisco, Seattle end Portland, Ore. 


An idea book has more than 50 sug- 

estions on the many ways Masonite 
Posnduecd, the all-wood hardboard 
panel, may be used in the home. For 
several of the projects, free plans are 
offered. The 24-page book may be ob- 
tained by ce aay, cents to the Home 
Service Bureau, Dept. AL, Suite 2039, 
111 West Washington St., Chicago 2, 
Til. 


For more data circle No. 49 on coupon, p. 158 


A new catalog describes Per-Fit and 
Best-Vent double hung aluminum win- 
dows and the new Per-Fit Slider. Con- 
tains full scale details on all three 
windows and installation details for 
frame and masonry construction. Tab- 
ular material lists inside rough open- 
ing, outside finished opening, glass 
area and ventilating area for each size 
window. Per-Fit Products, Corpora- 
tion, Dept. AL, 1216 E. 52nd St., Ind- 
ianapolis 5, Ind. 


For more data circle No. 50 on coupon, p. 158 


Hydraulic adjustable loading ramps 
are available in two basic types to 
meet varying needs according to a 
new brochure. The Adjust-A-Dock is 
designed to become a part of or an ex- 
tension of existing loading docks; Ad- 
just-A-Truck units are built into the 
hig ices in front of the loading dock. 

he brochure details design and con- 
struction features of the equipment, 
engineering diagrams, and application 
information. Rowe Methods Inc., Dept. 
at 2534 Detroit Ave., Cleveland 13, 

io. 


For more data circle No. 51 on coupon, p. 158 











—} PROFITS for YOU! 


English Type 
RAIL and HURDLE 


ee ye rE Wit! ship, in name, from 
- 
Po West a toled . 


YOU SELL FENCE 
We Carry Inventory 





Entire 


ALL TYPES 


For Estates or smaller Homesites. 


FOR LONG LIFE 


(pests and rails) 
treated nationally a 


PENTA PRESERVATIVE 
WRITE FOR 


known 








2 


Eliminates ROPES, 
PULLEYS, WEIGHTS, 
and SPRING BOLTS 


ie 





RATTLES 
Replaces Worn-out SASH CORD 
SPECIAL HARD 
SPRING BRONZE 
See your JOBBER 
LEIDGEN SPECIALTY CO. 


MILLION 
IN USE 


winoow 


CONTROL 
SPRINGS 


30c per pair 




















Oconomowoc, Wis. 
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DURABLE 


Low Cost 


FARM 
BUILDINGS 


with J. NEILS 
TREATED POLES 


More and more of your cus- 
tomers are asking about 
treated pole frame construc- 
tion because it costs less... 
lasts longer. Treated Lodge- 
pole Pine from J. Neils is the 
answer to their needs and to 
increased sales for you... 
J. Neils poles are straight, 
strong—selected from our 
own timberlands...and treat- 
ed (penta or creosote) in our 
own plant. Mixed cars can 
include poles with treated or 
untreated lumber. Write for 
information. 


IT'S HERE... NOW! The Only Power Tool 
of Its Kind with a PISTOL GRIP HANDLE 
New 


DALTON 


Portable *% Electric 


JIG SAW 


A Rugged, Versatile 
Reciprocal Action Saw 


Cuts Wood, Plastics, Metals, Complete 
Composition Boards, and 
others. 


J. NEILS 


LUMBER COMPANY 


MILL AND TREATING PLANT 
AT 


LIBBY, MONTANA 





Sows Circles, Curves, Straight 
Lines and Intric 1te Designs. 





with 5 Different 
Blades 
Does the Work of a Rip, Cross- 
cut, Coping, Jig, Scroll, Band Capacity: 
and Key Saw. Rips = See 
a x 








Other Features that Sell: 
* Specially built Dayton motor 


* Oilite self-lubricating bearings, and 
hardened stuel gears 


° a changing is quick and easy 


: tae Recessed Thumb 
* Soneh in handle 





$44.95 
* Makes its own starting hole for 
inside cuts 
* Air stream blows sawdust off quide 
line 


« U. L. approved cord with anti-kink 
spring 





Spee-Dee 
SAWHORSE BRACKETS 


Fectures the Exclusive enees | Nail 
Holes for Quick, Easy Disassembling. 
Low Priced! Takes Dressed or Common 
2x4 Lumber. No Complicated Instruc- 
tions to Follow. 
Easy to use. Produces sturdy sawhorse 
that won't fall apart when lifted by the 
rail! Employs nails to secure the assembly. Use 
for Ping a Takes, Carpenter's Horses, Barri- 
cades, etc. Disassemble on the job for trans- 
\ porting, storing. 
if not stocked by your jobber, have him order for you 


DALTON MFG. CO., 20 S. Central, St. Louis 5, Mo. 
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(To obtain more data on 


You'll find it 
profitable 


to Sell Stewart 
Nationally Advertised 
Products 


Stewart products are 
good selling items for 
building supply dealers 
because they are al- 
ways in demand. If you 
are not getting your share of this 
business, write for literature and 
get acquainted with the Stewart 
line. Dealers everywhere are mak- 


Chain Link Wire Fence 








ing extra profits through the sale 
of Stewart products. Write for 
catalogs today. 




































































Settees, Flagpoles 
Stee! Folding 
Gates 


Other 

Stewart 
Money 
Makers 
THE STEWART IRON WORKS CO., INC. 


2151 Stewart Block, Cincinnati 1, Ohio 
Experts in Metal Fabrications Since 1886 


Wire Window 
Guards 


Bronze Plaques, 
etc, 





Partitions 





GALVANIZED METAL 
BUILDING CORNERS 


There’s a Kees building corner made espe- 
cially for the job, whether the construction 
is of wood or of hardboard siding. 


Made of 28 gauge zinc coated steel, Kees 
corners make possible that “mitred look” 
without the slow, expensive work of cutting 
and fitting the ends of the siding. Metal 
corner is unnoticed after building is painted. 


Lower flanges overlap and make tight 
joints. Joints can’t pull apart, and moisture 
can't rot the correr b it Is 
covered. 





Leta 
r 


Sizes and patterns available for all widths 
and thicknesses of lap siding and various 
patterns of drop siding, in addition to sizes 
made especially for hardboard. 


ORDER FROM YOUR JOBBER 
Write P. ©. Box 514 for Free Catalog 


KF. D. KEES a « 
cES MFG. CO 
o o tS D 4» s Be 7 


Slim wre: NEBRASKA 


advertised products see page 158) 











NEW LITERATURE 


(begins on page 152) 





“Brush Tips” is the name of a com- 
bination pamphlet and chart that is 
doubly helpful to both dealer and cus- 
tomer: (1) It simplifies selection of 
the right brush for the right job, by 
either the sales clerk or xen, (2) 
It provides a concise but comprehen- 
sive, — illustrated set of instruc- 
tions on how to get the best out of a 
good paint brush. Superkleen Brush 
Div., Devoe & Raynolds Company, Inc., 
Dept, AL, Princeton, Ind. 


For more data circle No, 52 on coupon, p, 158 


Waco Mason’s T Jacks have been 
cataloged by the Waco Manufacturing 
Company. The sheet describes the 
Jacks’ adapability to uneven ground 
levels, fast and easy erection, sturdi- 
ness and light walaie, Included in the 
sheet are application photographs and 
product specifications. Waco Manu- 
facturing + Dept. AL, 8565 Wood- 
dale Ave., Minneapolis 16, Minn. 

For more data circle No. 53 on coupon, p. 158 


Rustic Wood Fences are featured in 
a book describing the products of the 
Wood Products Company. Wood fences 
of all types are pictured and discussed. 
Rustic accessories such as benches, 
tables and lanterns are also offered. 
wee Products Co., Dept. AL, Toledo, 

io, 


For more data circle No. 54 on coupon, p. 158 


Home Handbook is a booklet which 
explains some of the basic tools and 
tells how to make home repairs and 
improvements. Lumber grades, how 
to correct. lumber defects, an explana- 
tion of plywood paneling, and general 
wood characteristics are but a few of 
the many items discussed. Copies can 
be imprinted with dealer’s name. 
Arkansas Soft Pine Bureau, Dept. AL, 
Boyle Building, Little Rock, Ark. 


For more data circle No. 55 on coupon, p. 158 


The Turner System of Materials 
Handling offers twenty-eight pages of 
ideas for savings in labor, space and 
equipment, Materials handling alone 
accounts for from 20% to 30% of fin- 
ished product cost and savings in that 
rpg a ean therefore be substantial. 
“Here is not only a formula for cut- 
ting handling costs, but also the means 
to make that formula work” states the 
preface of the new book which ex- 
plains the Turner System. Factory 
Service Company, Dept. AL, 4615 N. 
21st St., Milwaukee 9, Wis. 


For more data circle Ne. 56 on coupon, p. 158 


An ornamental iron picture book bro- 
chure has nearly 100 pictures. The 
pattern of iron work illustrated in 
each picture is identified in the individ- 
ual captions to aid home owners in 
selecting the ironwork design they 
refer, Tennessee Fabricating Co., 
Jept. AL, 1490 Grimes St., Memphis, 
Tenn. 


For more data Circle No. 57 on coupon, p. 158 





TRIPLE PROFITS! 


with IDEAL 


AAU Purpose Self- Unloading 
WAGON BOX KITS 


% PROFIT 
from KITS 


% PROFIT 
from LUMBER 


oe PROFIT 
from EXTRAS 


li : 3 


and SATISFIED CUSTOMERS! 


Figures show 500,000 wagon boxes will be purchased by U. $ 


Farmers this year. A tremendous market! Now, you can 


farm customers a saving of about 


ardware kit, profit on your lumbe 


these kits. 


r ¢ } 
as) 


IDEAL WoNticcuo bern act. tows 


$230.00 and make a $50—$75 
rofit on each Ideal Wagon Box Hardware Kit you sell. Profit on 


h r, profit on paint and other 
items he may purchase plus the fact you have a satisfied customer 
ha who made a substantial saving. 


4-Coler Counter Display and literature plus 
sound consumer advertising will help you seli 


“Complete Sash Maintenance,” 16 
page brochure is illustrated by photo- 
graphs, drawings and diagrams, and 
explores such subjects as mastic glaz- 
ing versus putty, how windows are 
installed, how sash deteriorates, how 
sash trouble can be diagnosed and 
eliminated. The publication also an- 
nounces new Tremco Caulking and 
Pointing Compound, made with Trem- 
thol, a new synthetic vehicle never be- 
fore used in caulking compound manu- 
facture. The Tremco Manufacturing 
Company, Dept. AL, 8701 Kinsman 
Road, Cleveland 4, Ohio. 


For more data circle No. 58 on coupon, p. 158 


The new Gyro-Vise No. 27% is an- 
nounced by The Columbian Vise & 
Mfg. Co. in a catalog page. Price data, 
specifications and applications of the 
new vise are listed. The new vise is 
said to be suitable for all types of 
home workshop and commercial ap- 
a?" = The Columbian Vise & Mfg. 

o., Dept. AL, 9021 Bessemer Ave., 
Cleveland 4, Ohio. 


For more data circle No. 59 on coupon, p. 158 


A revised file of basic wall covering 
information including facts, figures, 
sample swatches of Wall-Tex, and 
color reproductions of Wall-Tex dec- 
orated rooms is available in a handy 
folder (A.1.A. File No, 25c4.) Wall- 
Tex is the fabric wall covering manu- 
factured by Columbus Coated Fabrics 
Corporation, Dept. AL, Columbus, 
Ohio. 

For more data circle No. 60 on coupon, p, 158 





section. 





rf your 


write us. 








want to buy 
or sell? 


Let American Lumberman help you to buy 
or sell through its Classified Advertising 


American Lumberman can represent you 
nationwide to some 25,000 prospective buy- 
ers! Classified Advertising can handle most 
anything, if it is Machinery or Lumber, 
Businesses For Sale or Business Opportuni- 
ties, Situation Wanted or Help Wanted, or 
whatever else it may be. 


And we do ali the work for you! Just send 
us your ad and if you wish we'll keep every- 
thing confidential by using a box number. 
Check the classified pages for rates or 


—_ooooeeoeeoeeorr----~ 
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. HARDWARE, househ 
Information Offered = *:: works"Se 
4 HARDWARE, locks: Descriptive infor 
In Advertisements “mation: Sarge: nt & Ci See adv't pps 


107-108 





De you wish detailed i tien on a specific HARDWARE 
product or service? Cheek through this easy-to- Bovklets; 
use index of literature and data offered in 
this issue's advertisements: 


overhead garage door 
Richards-Wilcox Mfg. Co. 
See adv’t p. 127. 


. , tH HARDWARE, screen & storm door: De- 
ADVERTISING CARTOONS: Booklet scriptive informatior ideal srass 
Hager & Sons Hinge Mfg. Co. See Works, Inc. See adv't p. 1! 
adv't p. 32 


, , = o HARDWARE, sliding door Display 
sUMINUM do-it-yourself’ Folder unit; Macklanburg-Duncan Co ; 


00 s re Oo , Ss t iolds : - 5 
b klet I motion aids; Rey! ld adv't pps. 74-75 


Metals Cc See adv't pps 
AN¢ CHOR S, earth: Catalog; J “he INSULATION, loose fill: Ss 
( See adv't p. 100 olite Co, See adv't p. 91 


ABINETS, kitchen: Sales kit; Berger INSULATION, reflective: Booklet, 
Mtg. Div., Republic Steel Corp. des ples, literature 
advy't p. 39 See adv't p. lf 


sam- 
; Infra Insulation, In¢ 


‘ LOSET LINI NG Folder Books ts INSULATION, spun wool: Promotiot 
‘2! ao « ne — Oo. See acy | aids, literature; Baldwin-Hill Co. See 
Pp 03 adv’t p. 34 
CORNERS metal Catalog Kees Mfg 
Co. See adv't p. 153. ° LADDERS, GATES: Catalogs; 
Mfg. Co. See adv’t p. 54 
DISPLAY UNITS, lumber, roofing, etc.; 
Catalog; Multiplex Display Fixture LINSEED OIL: Portfolio of bedrooms; 
Co. See adv't p. 14 Archer-Daniels-Midland Co. See adv't 
p. oV 
DOORS, combination: Descriptive infor- 
meUOU; F.C. NUN CO. Bee Seve BD LUMBER: Home and Farm Planning 
429 Center Display Unit; Weyerhaeuser 
DOORS, flush: Descriptive information; Sales Co. See adv’t pps. 68-59 
Grand Traverse Sales Co. See ady't ‘ ‘ b . 
p. 2 LUMBER, iarch: Booklet; Western Pine 
Assn. See adv't p. 97. 
DOORS, flush Descriptive literature 
Mohawk Flush Doors, Inc. See adv't LUMBER, pressure treated Booklet; 
p. 139 American Lbr. & Treating Co. See 
, adv't p. 152 
DOORS overhead garage: Catalog; 
Calder Mfg. Co. See adv't p. 90. MIRRORS. door: Display unit: Pitts 
‘ burgh P ‘late Glass Co. See adv't p. 18 
DOORS, overhead garag« Literature; 
“a . , 
Howell Mfg. Co. See adv’t p. 101. MIXER, Concrete, truck: Catalog; Jae- 
ger Machine Co. See adv’'t p. 29 
DOORS, overhead garage Plans and 
Ideas booklet, literature; Strand Ga 
rage Door Div., Detroit Steel Prod 
ucts. See adv't p. 6 


oustical tile: Samples, litera- 
ohn Hassall, Ine. See adv't p 


FENCE, iron and wire: Catalog; Stew- NAILS, roofing: Booklet, samples; Den- 
art Iron Works Co. See adv't p. 153 iston Co. See adv’t p. 143 


"TAC R . , PAINT: Color selection guides, sales 
FENCE, wood: Catalog; Wood Products : : i pm MP sae ° 
Co. See advy’t p. 152 ger eg lorizer Associat See advy't 


FLOORING hardwood: Literature, sales PAINT 


Discount information, litera- 
aids; E. L. Bruce Co. See ady't p. 41 


ture; Kyanize Paint inc. See adv't 

p 141 

FLOORING, hardwood: Illustrated lit- ? 
erature; Robbins Flooring Co See PAINT: Color system book; National 
adv’t p. 147. Lead Co, See adv't pps. 48-49. 


GLASS, window: Booklet; Libbey-Ow- PAINT: Information; Patterson-Sargent 
ens-Ford Glass Co. See adv’t p. 40. Co. See adv't p. 113 

GLASS BLOCK: Descriptive literature; PANELS, pre-finished wall and ceiling: 
Owens-Illinois. See adv’t pps. 70 and Promotion plan information; Marsh 
71 Wall Products. See adv't p. 38 

HARDWARE, cabinet: Display unit, lit- PANELS, wall: Promotion kit; Georgia- 


erature; National Lock Co. See adv't Pacific Plywood Co. See adv’t pps 
pps. 134-135. 44-45 


ALIFORNIA 


SUGAR & WESTERN 
ad ba 1 AGENCY, INC. 


#1 MONTGOMERYST. 
SAN FRANCISCO, CALIFORNIA 


atte rn Lumber 





Selects and 








ANELS, Wall Promotion aids; U.S 
Plywood Corp U.S. Mengel Ply 
woods, Inc. See adv't pps. 1380-131. 


‘LASTIC LAMINATE: Descriptive lit- 
erature; Formica Co. See adv't p. 111 


POSTS, pressure-creosoted: Information, 
Booklet; U.S. Steel Corp. See adv't 
pps. 35-36 


RANGES, electric, built-in: Informa- 
tion; Thor Corp. See adv't pps. 65-66 


SANDERS, floor: Rental plan informa 
tion; American Floor Surfacing Ma 
chine Co, See adv't p. 148 


SCREENS, tension-type: Descriptive in- 
formation; Columbia Mills, Inc. See 
adv't p. 102. 


SCREENS, tension-type: Information; 
Keystone Wire Cloth Co. See adv't. p 
9 


yay) 


SHEATHING: Promotion aids; Arm 
strong Cork Co, See adv't p. 99 


SHEATHING: Descriptive information; 
Southern Plaswood Corp. See ady't 
p. 159 


STAIR WAYS, attic disappearing: Bro- 
chure; EZ-W ay Sales, inc. See adv't 
p. 161 


TILE, floor Display unit; Kentile Inc 
See adv’t p. 125 


TILE CUTTERS: Dealer rental plan, 
literature; J.M.J, Industries. See adv't 
p. 88 


TOOLS, masonry: Catalog; Goldblatt 
Tool Co. Bee adv't p. 147 


TOOLS, power Contest information, 
literature; Black & Decker Mfg. Co. 
See adv't pps. 22-23. 


TOOLS, power: Descriptive bulletin No. 
54; Buss Machine Works. See adv't 
p. 161 


TOOLS, power: Descriptive information; 
AMF DeWalt Inc. See adv't p. 61. 


TOOLS, power: Information; Portable 
Electric Tools, Inc. See adv't p. 87 


TOOLS, power: Circular; Tannewitz 
Works, See adv't p. 152 


TOOLS, power and hand: Display unit; 
Stanley Works. See adv't pps. 94-96. 


TRUCK BODY, roll-off: Catalog; R-B 
Co. Bee adv’t p. 143. 


WAGON BOXES: Counter display, liter- 
ature; Ideal Mfg. Co. See adv't p. 164 


WINDOWS, awning-type: Display unit; 
Ludman Corp. See adv't p. 62 


WINDOWS, wood: Catalog; Brown- 
Graves Co. See adv't p. 11. 


WOOD PRESERVATIVE: Promotion 
aids; Cuprinol Div. Darworth Ine. See 
adv’t p. 96 


TANNEWITZ 27 o" 


for Swing Saws 
SAVES 


30 Days Free Trial 


Burtpinc Propucts MERCHANDISER (To obtain more data on advertised products see page 158) 
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AMERICAN LUMBERMAN, INC. 
199 W. Clark &t., Chicago 2, Mi. 




















lic an Exce ent 
conditions. All social benefiits to rah pony. 
State Gorse, availability. salary. etc 
dress Box R-51, 


and bill 
schools, hospitals, churches, 
office buildings. 








Wanted: Sales Manager or Assistant to thence 
of rural retail yard and constructing operation. 
Substantial current and past volume which can 
increase in proportion to ability of personnel. 
SP pplicants must be thoroughly experienced in 
uillding Material sales to rural trade and 
handling of Sales Personnel. Salary and Bonus 
commensurate with experience and ability, 
four figure potential. 
LESTER’S nC.. Lester Prairie, Minn. 


MILLWORK SUPT. Man ‘with epestel detail 
+ ge e ence 3 = a medium sized 
shop. pee 

pe Be 


Company. ¢ Bs, 


Indiana Avenue, St. 


WANTED: Retail Yard en, ‘Missouri and 
Oklahoma. Good Yards in good towns. Busi- 

ness is good. If you cannot ice don't 
answer t 4 Address Box R-65, A 


HELP WANTED 





SALEESERD WANTED with euvtemes Etiewing 


to cover Wisconsin western ities. 
se complete line and 
from wholesale tributor stocks. Sal- 


ary and expenses netsene Box R-40, Ameri- 
po § eto. | Inc 


Old established aenntitadeeeeen of standard end 
architectural located 





SALES REPRESENTATIVES 
WANTED 





Manufacturer's . eae wanted to call 
on hardware and iS peruse supply i ew We 
are well established door 
locks and aes a few ne  protecied ter- 
ees open commission Mention 

” comand, names and "co a PA 
handled. Roviies held in commeeyes 
Address Box R-42, American 





millwork, 
a Need i thoroughly songent aed - 


ile churches, Tenidences, Public — 
uildings. Also in se con- 


comer Excellent working conditions. s0- 
cial benefits to right party. State rience, 
availability. salary, oe. Address x R-50, 











SITUATIONS WANTED 











DISTRIBUTORS ‘WANTED 
Ni of Conene Birch d kitchen 
ew line w . penele 





Lumberman. amas —_ 


manulgctarers, ete. 
Box P-37, tican Lumberman, 





and (lemale) 
desires position 5. roteil lu Six 
years ompedipase. ill locate in Northern In- 
diana, uthern Michigan, or eewesten 
a lhio. Write Box R-28, 

ne. 


A thaakk 








seem or Assistant: Have twelve years ex- 
perience in retail lumber business. Can do 
general office work, estimating, selling, house 
plan work, etc. More | details if interested. onal 
dress Box R-66, Inc 





Ottice by July Ist, th th Cali- 
fornia Co. Age bo ta ‘aie 8 vears 
ieeeet, in Lumber peg Fine millwork 


selling. Address 
Box R-63, ri Lumb Inc. 














Estimator, age 31, 1. eupestenoes. Millwork _Te- 
en a eh os 





ly 
alas 





nt 
constr 


Alse Formica Sink , os fs counter tops. Write 


for catalogues 
City) 128th St oo t South hway 71. 
a Lg ~ Sul A. Kansas 


oducts Co., (Subusban 





Grendviow: Me 





WANTED—Sales Representative for Eastern 
tostony | by ee ter sed millwork manufacturer. 


information 
be kept strictly confidential. Address Box R-52. 
American Lumberman, Inc 





SALES REPRESENTATIVES WANTED 


Sell the only major handy poshoged 
Pin-Up Perforated = age and hard- 
ware units. ing promoted by 
tates ha, pe hardware 
d buil supply dealers. Sold only 
cooush job’ Liberal commissions. 
Send complete. det details, rat lines 
now han ddress Box R-67, Ameri 
can Lombermen, Inc. 


SALESMEN now calling lumbe ds in- 
terested in — to ing on lumber y “i old 


established firm s new line. Will furnish 
and give exclusive territories in 





an 

x... Forester, interested in growing con- 
cern. Prefer uthern location. Address Box 
R-55, American Lumberman, Inc. 





MILLWORK—DETAILING 
A firm of millmen with years of experience 
offer a detailing and desiqning service. Guar- 
anteed results. Reasoncble Cost. 
service. Address Pox R-59, Ame 
man, Inc. 


Excellent 
rican Lumber- 


WEST COAST ‘LUMBER BUYER 
Available for buving Lumber, Plywood, Doors. 
Contacts with high class milis in 5 western 
states. = hly experienced. Address Box R-57, 
Americ umberman, Inc. 


Retail Lumberman, with over 20 years expe- 

rience, lumber, stock and special millwork, 

available for administrative and sales with 

large volume peeeter, Address Box R 
oh, * Cc. 





Retail lumberman, 45, office and sales expe- 
rience. Desire connection with a Southern 
firm. Outside sales work preferred. Box R-70 
American Lumberman, Inc. 


Enpecionsed bookk timat _ ff le) 








Wanted: Dreftomen onl Stanton. Prefer mid. 
die aged or older man who likes paper work. 

wor! conditions. Need noi be ccm- 
pletely qualified architectural Sa as 
most p voutine Fa farm building and resi- 
dential ostme and listing from our standard 
designs. Prime requisite is to be able to turn 
out a volume of neat accurate routine work. 


oanry 
TERS INC. Lester Prairie, Minn. 





Sales Manager for aaa ‘retell ‘ ‘etashessl 
operation in 2 coy mountain empire. Furnish 
age, experience alifications and 4 
in reply. Address Box R-S6, American Lumbe 
man, Inc. 





SALESMAN i following in Central 
Northeastern O| to represent man 
and Southern 
. ©. Box 150, Portland 7, 


nsible iti ard, 
coum or w olesale. Bestar indian Write ‘Box 








Progressive Forester-M of small com- 


desires t locate w’'t ) r firm. teas 
Spadenee badios manager, loguing. - 
ing, retail lumber sales. Age 33, . B. 8. 


in Forestry. prefer in or around Lake States. 
Address Box R-72 American Lumberman., Inc. 








SALES REPRESENTATIVES 
AVAILABLE 





Manufacturers’ Agents calling on all lumber 
sal — supply deglers in How “York 
Sanaylvae Merylgad, Se C., and Delaware 
additional item, millwork, 

Glan an qpostaities or builders’ hardware, on 


lye yo » Seven men on the road. 
Address Box R-30, Inc. 








good lea 
di ois or Missouri. Confidential. Ad- 
dress Box R-60, Ameri Lumb Inc. 








LUMBER & DIMENSION WANTED 





LUMBER & DIMENSION WANTED 
Wholesale Distribution Yard serving 150 mile 
radius of New York City, will consider taking 
in anything you have to offer on consignment. 
Address Box R-62, American Lumberman, Inc. 


Wanted connection on commission basis, five 
eighth inch CD ona cae fourth inch AD rejects 
Douglas fir plywood. Low moisture, have out- 
let several cars. Address Box R-58, American 
Lumberman, Inc. 








BUSINESSES FOR SALE 


FOR SALE: Lumber and canine Rg «By 
Tyee. Colorado. Best 

Will | nee we real estate. By “Fates volume oxtra 
goes. oes p near gaty years 
umber p> ddr oss W. . Brown, 
Lamar, Colorado, Owns.” 


Active Sash — yma Business. Twin Cities. 


Minn. Good 6b and Mac 7 
——- for “yA and detail 


majority interest, down Fanest ‘$20, 00n 
Balance terms to que 
Box R-35, 

















by owner, retail lumber and hard- 
ware business, located in Southwest Louisi- 
ana. This is a real opqernay. Owner wishes 
to sete. Address Box R-45, American Lumber- 





Retail yy oe ray hardware and 
of Los Angeles. Main ae 





March 8, 1954, AMERICAN LUMBERMAN © 








BUSINESS FOR SALE 


WANTED — RAILS 





Splendid oppo: for trim millwork ope 

tor to have own business by purchasing ‘ae or 

part of millwork shop Tampa, Florida, doing 
ood yearly business. Apply to Box R-64, 

ountees Lumberman, Inc., for details. 


Old established retail yard, county seat town, 
ws rous farming area, northern Ohio. Good 

ilidings and equipment. Owner selling for 
health reasons. Inventory low. age meade 
priced for quick sale. Address Box R-61, Amer- 
ican Lumberman, Inc. 


RETAIL LUMBER YARD FOR SALE 
In heart of Industrial Section of Detroit, Michi- 
gan. Old established business. Well balanced 
stock. Good sheds. Own side track. Excep- 
tional opportunity. Owners wish to retire on 
account of advanced age. Will sell cr least 
roperty. Address W. G. Towle, 268 Haltiner 
t., River Rouge, Michigan. 





BUSINESS ‘WANTED 





Wanted to Buy—a Lumber and Buil 
rial Supply Business. send all 
og — P. O. Box 11 


Mate- 
culars. 
, Colum- 


SAWMILL WANTED 

Complete mill ior Northern British Columbia 
Circular Head rig, gunshot feed 10° x 42’, 
Edger, 2-saw trimmers, slasher, 6" x 8’ nigger. 
Electric Generating Plant and Motors. Max leg 
size 20° x 32°°. 40—50,000 ft. per 8 hr. shi 
roduction. 

ancouver, B. 





Reply—708-897 West Hastings St., 


Wanted—Lumber and Building Supply busi- 
ness in growing community with opportunity 
to expand. Address Box R-69 American Lum- 
berman, Inc. 





MISCELLANEOUS 
FOR SALE 


CARPENTERS APRONS 
Write for prices and information. 


THE MINNESOTA SPECIALTY CO. 
Minneapolis, Minn. 








ADVERTISING YARDSTICKS 
Basswood, 2-color. Same ce as i-color. 
Also Paint . ddl te shipment. 

. J. DUMONT Co. 
156 a “Melrose Ave. » Elgin, Ml. 





U 's Patent for Window Suatintin 
Canadian Pat. Pend. for sale. 
Write Josef Meindl 


8 Norm Ave. 
Butlale IN. Ze 


After all—there is agihing like 
Wood Advertising Pencils. Available 
with bell ringing —— are 

for Brochure and Pric 
ABA WOOD PENCILS. 
P. O. Box 395 Tuckahoe 7, New York 





PROMPT SHIPMENT 





PROMPT SHIPMENT 
BUILDING PAPER 


Reflective Insulation 

me Felt—Red Rosin 
Nail Guecaiag) 
Twine 4, T umber) 
Miracle Adhesives ri Anchor Nails 


SLIDING DOOR HARDWARE 

Joist Hangers (in Cartens) 

Dolly Varden Corners 

et all Ties — Areawalis 
NICHOLS ALUMINUM NAILS 
Wooster Sees 

Attic & Reof Leuvers 

Miniature Leuvers (15c resale) 


(Selling enly te dealers) 


HOSKING PAPER & SUPPLY 
P. ©. Drawer 43 Wilmette, Mi. 


BuiLpinc Propucts MERCHANDISER 





RAILS WANTED 
Any weight—any tonnage 


W. H. DYER CO., INC. 
2111-A Railway Exch. _—e St. Louis 1, Mo. 


RAILS 
New Relaying 


Always in market to purchase and sell all 
classes rail 





M. x. FRANK 
480 Lexington = Park Bldg. 
New York, Pittsburgh, Pa. 
105 Lake St., Rene, Nev. 


STEEL RAILS 
162%, 20H, 25H, WH, ISH, 40H and Heavier 


MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, West Virginia 





USED MACHINERY FOR SALE 





ELECTRICAL MACHINERY 
Motors and Generators. A.C. and D.C. for 
sale at attractive prices. Larce stock of New 
and Rebuilt motors on hand at all times. Ex- 


pert Repair tie Send us your inauiries 
Vv. M. NUSSBAUM & CO., Fort Wayne. Ind 


We are changing to a 72°’ carrier and lift 
truck package and offer for sale 3 one year 
old Ross straddle carriers Series 70 1 

— 60° capacity. 


Prices quoted upon 
ede 


These machines are like new and we 
have plenty of 4°’x4’’x60" bolsters with belted 
legs to go with the machines at $1.50 each. 


HUSS LUMBER COMPANY 
1350 West Fullerton 
Chicago 14, Illinois 





BUSINESS OPPORTUNITIES 





Lumber & Building Supply Yard in Central 
Ohio, for lease—Plenty opting spac: T- 
ating since expandi: an 
arrange long lease to reliable party. dress 
Box R-43 Inc 








TIMBER & TIMBERLAND 
FOR SALE 





MUST SELL EST. 1}/p ON bd. ft. in EXCL. 


LOBLOLLY PINES, aie IN T. POLES & PILING 
+ LG. AMT. OF G 


aRrrex. 450 acres, pounded on two sides b 
ligator River, making logging by water ideal, 


% of a mile f <. _ h 5 
miles from Columbicr a4 al in "AN ONLIM. 
ITED NUM OF ’ SIMILAR” CENT 


BER "ADIA 
+s ric TRACTS AVAILABLE FOR 


Any arrangement acceptable: — or Py ye ws 
but preferably a partnershi 

yaw he speutpens of sh1.0 
and logging ors a ag 
Fisher's _— ee Columbia MG 
3591 days or pref. 2546 eves. 


rm sown 
an Goat: c/o 
RTH Carolina, Tul 





LUMBER & DIMENSION 
FOR SALE 





Kiln Dried Douglas Fir 
Standard sizes ay ‘evs 
Also 
Extension Ladder Rails 
Cut Door Stock 
Step-Ladder Stock 
Inquiries answered promptly:. 


Al Clements Lumber Co. 


Mouldings 
Millwork Blanks 


Phone 5-3317 


LUMBER & DIMENSION 
FOR SALE 





QUICK SERVICE TO DEALERS 
CL or LCL shipments 


ArchMectural ‘Trim and Woodwork 
Stair Treads and Risers 
Plank Flooring—Wall Paneling 
Door Sills and Thresholds 
Special Windows and Doors 
Church Furniture 
Quick Estimating Service 


2,000,000 feet of hardwoods and 
softwoods in stock 


THE BUCHANAN LUMBER COMPANY 
Cumberland, Maryland 





ATTENTION DEALERS 
TRAVCO QUALITY REDWOOD 
KD CRA Gradestamped 
3 Carloads—Prompt Shipment 
%4x8 Aye. Btr. Bungalow Sdg’. MG 


$175.00 MSM Div'd. 
$175.25 MSM Div‘d. 
$176.00 MSM Div‘d. 


1.21 rate 
1.23 rate 
1.30 rate 


Inquiries invited—mixed cars Pine, White Fir 
with Redwood. 


Price List on Request 


TRAVCO, INC, 
West Coast Forest Products 
26 & E. Santa Clara, San Jose 27, Calif. 
TWX SJ-54 Cy 5-8055 


FOR SALE—HARDWOOD LUMBER 
Now be’ 


000, 


JOHN BRENNAN 6 CO., LUMBER YARD 
5859 W. Ogden Ave. Chicago, Ill 


BOOKS FOR SALE 


CYCLOPEDIA OF BUILDING TERMS. 64 
pages of definitions, illustrations, charts and 
ables to assist lumber Lge 
dealers in the oper-tion 
Manual of Fundamentals of of tent construction 
and building materials for lumber dealers. 
Excellent presentation. Price 


ae ee Te Ee. by Ee 4 


actical outline d 
anguage the oe of the er, 


ci i - & — 
manulgctured tn into be “a 


Price 


FOREST lyn ~ ana Nelson C, Soowe. 


LOGGING. By WN. C. Brown. The 
and methods of 
United ates on and Canada. is book will bole 


derstanding ‘ot of logging 3. " jan A od. 


CARPENTRY. By Townsend. 
treatise on simple building construchon. i = 
cluding framing, roof construction, 








setertal 





AMERICAN Lage rial adad J 6 
BUILDING PRODUCTS MERCHAND 


139 N. Clark St., Chicago 2, Til. 
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BUSINESS TRENDS 





UNEMPLOYMENT ROSE much more in January 
than previously indicated, the Commerce Department 
reported. A new survey placed the jobless total early 
last month at about 3.1 million, up 1.2 million from 
December levels. In a prior report, the department 
had estimated the month-to-month rise at 500,000. 
The 3.1 million figure is the highest since July, 1950. 


PRESIDENT EISENHOWER confirmed at his press 
conference that March is the critical period in Ad- 
ministration thinking and that a failure of employ- 
ment to rise then might call for some anti-recession- 
ary measures, such as tax reductions for individuals. 


THE NATION’S production rate has “probably de- 
clined” about 10% since last July, said W. W. Riefler, 
assistant to Reserve Board Chairman Martin. This is 
“a proportion equal to the full decline” during the 
1948-49 recession, he told the House-Senate Economic 
Committee. 


RAILROADS HAULING imported iron ore from 
Philadelphia to Midwestern steel mills were author- 
ized by the Interstate Commerce Commission to cut 
their rates by 20 cents a ton. This puts them on an 
equal competitive basis with similar traffic from 
saltimore. 


BUSINESS MORTALITY climbed to 277 in the Feb. 
11 week from 238 in the preceding period, making the 
total of failures the highest since May 15, 1941, but 
13% below the 1939 level. Increase was concentrated 
in manufacturing, wholesale and construction busi- 
nesses; retail failures were fewer. 


GUARANTEED ANNUAL WAGE question will 
have to be met head on, an American Management 
Association conference was warned, for the issue 
probably will be prominent on the bargaining agenda 
this year even if union leaders are having a tough 
time getting the rank and file to line up for it. 

COMMERCE SECRETARY WEEKS will ask an $8 
million supplemental appropriation to take a detailed 
census of business, manufacturing and mineral in- 
dustries. Congress threw the census out the window 
last year in an economy drive. Its decision was pro- 
tested by trade groups which maintained the data 
helped in determining consumer buying trends. 

CAPITAL GAINS tax easement was rejected by the 
House Ways and Means Committee. It turned down a 
proposal to cut from six months to three months the 
period capital assets must be held so that profits from 
their sale will qualify as long-term capital gains. The 
tax rate on these long-term gains is just half the rate 
on ordinary income, and is limited to 25%. 

GROSS NATIONAL PRODUCT declined at a $6 
billion annual rate in the fourth quarter of 1953, but 
for the year was $367.2 billion, which was 514% 
ahead of 1952. National income rose to $307.7 billion 
from a 1952 level of $291.6 billion. 


UNION WELFARE AND PENSION funds will be 
studied by the House Labor Committee soon after it 
starts voting next week on proposals to amend the 
Taft-Hartley law. An overwhelming vote in the com- 
mittee against putting off action on amendments was 
taken as an indication that a bill tough on labor 
might emerge. 


CANNERS are now developing promotional pro- 
grams to change the lowly can opener from the sym- 
bol of a lazy cook to the badge of an epicure. A second- 
ary objective will be to counter a downward trend in 
shelf space devoted to canned foods at retail. 
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Backed by 12 years 
development and use 


TYPE “A” 
PLASWOOD 
PANEL 


An extra-strength panel board, 
made from specially treated long 
wood fibers. Made in two densi- 
ties—one as sidewall sheathing 
—one as underlayment for as- 
phalt ond sale Uk techs. 

um, wall to wall carpeting. 


High resist to indent 
tion — exceptional nail- 
holding power — strong 
bracing qualities — 
these, along with posi- 
tive lower cost of Plas- 
wood make it the 
answer to stronger, 

more economical 
construction. 





Southern Plaswood Cerporatton 
Hope, Arkanses 


Send this coupon today. 4 
Southern Plaswoed Corporation 
Post Office Box 123 

Hope, Arkansas 


Please send ime the facts abowt Plaswood 
and the name eof your nearest jolber or 
dealer. 


| am: 
O Home Owner O Contracter 
© Materiel Deeter © Architect 


Name 


Address 


(To obtain more data on advertised products see page 158) 





Why Colorizer Paints are the 
Hottest Profit Maker in 
the Paint Business Today 


Nearly 5,000 paint scores, hardware dealers and lumber yards are enjoy- 
ing an amazing increase in paint profits with a revolutionary paint color 
system—Colorizer Paints in 1,322 colors. There are many color systems 
in use today, but only Colorizer Paints offer all these features so im- 
portant to paint profits: 


1. They Give You 1,322 Colors to Meet Today’s 
Booming Demand for New Colors. 


They Give You All These Colors in Exterior 
Finishes, as well as Interior Finishes. 


They Give You All These Colors With A Small, 
Inexpensive Stock. 


They Turn Over 2 to 5 Times Faster Than 
Ordinary Paints—Earn Bigger Profits. 


They're Budget-Priced—From Light Pastels to 
Richest Deep Tones — for Mass Sales! 


As a Colorizer dealer, you are supported with heavy national advertising 
... color selection guides ... decorating helps ... point of sale merchandis- 
ing aids. Only Colorizer Paints give you the perfect color system PLUS 
a proved program for increasing paint profits. 

For Full Facts, Write 
Colorizer Associates, 347 N. Western Ave., Chicago, Lil. 


CRerinor mints 


in 1322 ~ COLORS 


THE WORLD‘S NO. 1 PAINT COLOR SYSTEM 
160 


(To obtain more data on advertised products see page 158) 


Customer finds her color quickly and easily in the Color- 
izer Album of 1,322 real paint samples. There’s no guess- 
work—her paint color will match the chip sample perfectly. 


You stock only two base paints in each finish, plus 16 
colorants in fool-proof tubes. Colorant is pre-measured at 
factory to insure exactly the right color. No measuring— 
no mess! 


Colorizer Paints are made by these outstanding manufac 
turers in the U.S.A., Canada, and England: 


Bennett's, Salt Lake City, Utah, and Los Angeles, Colif. + Blue 
Ribbon Paint Company, Wheeling, West Virginia * Walter 
N. Boysen Co., Ookland and Los Angeles, Colif.+ Brooklyn 
Paint and Varnish Co., Brooklyn, New York + James Bute 
Company, Houston, Texos * Great Western Paint Mfg. 
Corp’n., Konsos City, Missouri * Jewel Paint & Varnish Co., 
Chicago, Illinois * Kohler-McLister Paint Company, Denver, 
Colorado * W. H. Sweney & Company, St. Paul, Minnesota * 
Vane-Calvert Paint Company, Sf. Lovis, Missouri * Warren 
Paint and Color Company, Nashville, Tennessee * Geo. D. 
Wetherill & Ce., Inc., Philadelphic, Pa. * IN CANADA: 
imperial Varnish & Coler Co. itd., Toronto, Ontario* IN 
ENGLAND: J & Nichol Ltd., London, England. 
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DON’T SEND YOUR 
PLYWOOD DOLLARS AWAY... 


LET YOUR LOCAL PLYWOOD 
JOBBER INVEST THEM 


FOR YOUR LOCAL PROFIT 





As another “small businessman” your independent 

jobber is more sympathetic to your problems 

than are most national organizations. 

He is local. He is personally interested in 

your business because it is a large 

segment of his business. Your jobber has 

intimate knowledge of local sales conditions. 

He has the benefit of the experience of not one but many 

national suppliers regarding product and sales trends. 

He evaluates sales opportunities in terms of their local benefit 

to you. He makes a sizeable investment in inventory, sales 

time and promotion to introduce such opportunities to you and 

your men. This investment helps you to increase your business and profit. 

Evans Products Company, Plants: 

Coos Bay and Roseburg, Oregon; Vancouver, B. C.; uy 

Sales offices: Plymouth, Mich., New York, N. Y., Chicago, Ill. cI ; ve 
Ne 
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Tt pays you To do business 


i 77. | MES DOUGLAS FIR PLYWO0D 
PRODUCTS COMPANY AND W000 PRODUCTS 


But_pinc Propucts MERCHANDISER (To obtain more data on advertised products see page 158) 
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Even if you lived 
in 4 rain barrel... 


~ FRANKLIN CHOSEN 
ee HEAD OF N. A. A.0. 


e 
f Rowing Body at Sess 
‘ieoetnagin —dons Set 


Your LUMITE Saran Screening 
Couldnt Rust, Corrode...Couldnt Stain Sidewalls 


Costs only 12¢-13¢ per square foot 


mite Orv 


/ . 4 A, : 
, Bis t rly at your local retailer listed below 


PENNSYLVANIA 
ommne . 


am w 


SLYCK - 
FINALS 


Your name goes here at no extra cost’ 


tSee your Lumite jobber or write 


directly to us for further details LUMITE™ 


LUMITE DIVISION, Chicopee Mills, inc., 47 Worth Street, New York | 3 NY \ SARA gpntth CLOT 





